TECHANULULY DEPT. 


* 


A\ PY 
hy WH 


* 


Vol. XXXII, No. 3662 


Top Cars 


New-car registrations for five 
months: 
1957 
Pos. 
594,634— 2 
631,829— 1 
259,435— 3 
170,439— 5 
185,784— 4 
143,363— 6 
48,179—12 
121,872— 7 


Make 
Chev. 
Ford 
Plym, 
Olds. 
Buick 
Pontiac 
Rambler 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Edsel 
Stude. 
Lincoln 
Imperial 
Met. 


538,477 
413,375 
167,548 
141,405 
120,872 
102,997 
61,264 
58,771 
57,799 
57,292 
27,551 
22,625 
18,749 
17,286 
13,530 
7,316 
4,574 


62,587— 9 
48,709—11 
48,913—10 


25,604—13 
17,349—14 


4,056—16 
1,437 Packard 2,838—17 


PreTTyyirrrirytry rs 


112,950— 8 | 


15,450—15. | 


The Newspaper of the Industry 


a 


Published Weekly at 
2666 Penobscot Bidg. 


By Ro Lienert 
Associate tor 
ITH the Fourth of July mark- 
ing the traditional end of the 
| spring selling season, the auto mar- 
ket has entered a summer which 





| promises to be cool on sales and 


dry on profits. 

In a cross-country dealer sur- 
vey of current conditions and the 
short-term outlook, Automotive 
News found conditions varied 
little from city to city. 





124,884 Misc. 64,341 
Total All Makes 
1,957,752 2,553,832 


Dealers see small likelihood of 
any pickup in sales before the new | 
models come out; used cars show | 
more activity and better profits 





Conservative Buildup 
Due on 1959 Models 


By Maynard M. Gordon 
News Editor 
ENGER-CAR manufacturé 
are proceeding with utmos 
reserve in scheduling the '59-model 
buildup, Avrtomorive News has| 
learned. 

The usual headlong rush to fill 
up dealer pipelines and storage lots | 
has fallen victim to the cloudy 
labor and cost situation, as well as 
the '58-model slump. Buildup sched- 
ules may fall 10 to 15 percent 
below the average of last year. 

Car output last fall reached a 
high of 151,346 units in the pre- 


U.S. Sues White 
On Exclusive | 
Territory Setup 


LEVELAND.— The Justice De- 

partment filed a civil antitrust 
suit against White Motor Co. in 
Federal District Court here last 
week. 

The suit charges the company 
conspired with dealers and dis- 
tributors to set up exclusive sales 
territories, customer accounts and 
te fix prices. 

A spokesman for White said that 
the suit centers around its exclu- 
sive territories for dealers and dis- 
tributors. The exclusive territories 
are a common practice in the 
heavy-truck field. 

o * 

HE sale of factor y-approved 

parts to dealers and distributors 

and the company’s suggested list 

prices for the sale of trucks to 

dealers by distributors are also at 
issue. 

The Government is seeking an 
injunction to stop the practices 
which it says are lessening com- 
Petition. 

The White spokesman said the 
Company “does not feel the suit 
has any merit.” He said a “vigor- 
Ous defense” was planned and that 
the company was confident of win- 





* 


eas Department of Justice re- 

lease said White and its dis- 

fributors and dealers have agreed 

exclusive wholesale and retail 

territories, that White's dis- 

rs and dealers will not sell 

ite trucks and parts to others 
(Continued on Page 45, Col. 4) 


+ * 


Thanksgiving week, but major | 
suppliers expect no repetition this 
year unless the situation takes a 
sharp turn for the better. 
A steel vendor’s marketing de- | 
artment reported, in fact, that a/| 
20,000 weekly average seems more 
ely for the initial buildup stage. 
uction in the 1958 calendar | 
year has reached 120,000 just once | 
—akd then in the week ended Jan. | 
. 
week’s holiday factor sent | 
production to its lowest 


= * 


cars assembled in| 
U. S. plants \the week before last 
established not only the high-water 
mark for the sécond quarter of this 
year but also re 
which schedules\have descended 
since the buildup)\of\ last November 
and December. 


the 125,000 total one 
Car builders are 
no such skein of b 
weeks at the present 
company executive sai¥ j 
“It’s the haziest pictu¥e I’ve a 
had in July. Reuther sus ina 


ntemplating 
bner output 


they'll do about prices 
of all, who knows what 
tomers will think of our 


yet unsettled: 
1. Walter P. Reuther’s 
(Continued on Page 45, Col. }3) 


fected the depth to| / 


/ Lowest-Priced Cars Gain 
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Entered as Second Class Matter 
at the Postoffige, Detroit, Mich. 


Orderly Cleanup Under 
But Profits Wait for 59 


than new, and the cleanup is ex-|/dealers reported business slightly | moving and hope the ‘59s are better 
pected to be thorough and orderly.) improved, and Denver dealers , merchandise.” 


* * * 


HE new-car market continués 


slow, although some dealérs 
have started pushing for quality 


in the absence of quantity and/have 
managed to boost their gross. 
In New York and Los Apgeles, 


New-Car Sales Shargs ... 


said new cars were selling “fairly 
well.” 

Profits are dismal in most in- 
stances. Said one dealer, “We've 
been giving them away for so long, 
we might just as well keep them 


May vs. April, First 5 Months, '58-'57 


Chevrolet 
Ford ‘ 
Plymouth 
Oldsmobile 


; 


Pet. of 
Regis., 
5 Mos., 
1957 
23.29 
24.74 


Pct. of 

Regis., 

5 Mos., 
1958 


27.51 
21.12 
8.56 
7.22 
6.18 
5.26 
3.13 
3.00 
2.92 
2.95 
141 
1.16 


Pet. Pt. 
Change 
During 
Month 


+.61 
+.48 
—11 


—32 
—.49 
—.06 
+.52 
—.U 
—.23 
—.25 
—18 
—.10 
+.01 
—.4 
—.09 
—.05 
+.05 
—.03 


Pet. Pt. 
Change 
"58 vs. "57 


—44 
+.24 
—.63 
+57 


30.19 
19.01 
1.85 
Lil 
2.52 


Imports Up to 7.57% of Sales... 


| * *€ * 
| 


EALERS are certain that the~ 
recession has played a large 
| part in the sales slowdown on '58s. 
An unemployed man, of course, is 
|}out of the market. What hurts 
more, dealers say, is that people 
with assured jobs and incomes ap- 
pear reluctant to buy when neigh- 
bors and friends are out of work. 

There appears to a general 
feeling that the worst is over, 
and that business and industry 
will move upward for the rest 
of the year. 

Some dealers believe that a resto- 
ration of confidence will do more 


City-by-city reports are on 
Page 42. 
to hypo new-car sales than the 
flashiest of the new models can do. 
In the meantime, customers who 
|are buying appear to have plenty 
of money. Time and again, dealers 
told Automotive News correspond- 
jents that the percentage of cash 
deals is higher than it has been at 
any time in recent years. 
j * * * 


SED CARS continue to be the 
bright spot in the picture, al- 
| though sales of second-hand units 
are also running below year-ago 
\levels. In some cities, dealers say 
the used-car market is spotty, but 
they look for an improvement this 
| fall. 

In no marketing area do deal- 
| ers anticipate any difficulty in 
| the cleanup. Some expect to be 
“dry” weeks before the ‘58s 


| appear. 
They hasten to add, however, 
that this does not mean that the 
remaining ‘58s will sell themselves. 
Plenty of hard work lies ahead 
for the summer months. 

Dealers report that factories have 
applied virtually no pressure to 
‘order more cars as assembly lines 


OWEST-PRICED cars held the| with 6.26 percent for the first | near the changeover shutdown. 


sales spotlight during May, ac- 
cording to just-released registration | 
figures for the manth. 
The only gains in market pene- 
tration were charted by lowest- 
priced makes — Chevrolet, Ford, 
Rambler, Studebaker, Metropoli- 
tan and miscellaneous (which are 
comprised chiefly of econom y- 
priced imports). 

Registrations of imports set still 
another record during the month 
by climbing to 32,040, The previous 
record was April’s 30,404. 

+ * * 

eAneer penetration of imports, 
which does not exactly parallel 
that of miscellaneous makes, was 
7.57 percent during May, and was 
also a record. The previous record 

was 7.27 percent in April. 
For the first five months, im- 
ports accounted for 6.54 percent 
of the overall market, compared 


Inside Automotive News... 


Carolina dealer is unionized, Page 6, 

Only four output gainers, Page 2. 

Auction prices on imports, Page 34. 

Truckers rallied to fight choking laws, Page 16. 
ATAM’s summer meeting, Page 3. 


| four months. 


With the single exception of Mer- | 
cury, the market penetration of | 


| every medium and high-priced car 
| in the domestic lineup sank to new! 


ng May. 

= > 

Was participating in the low- 
priced surge during the month, 

Chevrolet, Rambler, Metropolitan 

and miscellaneous makes soared to 

their highest point in market pene- 

tration achieved thus far in 1958. 

Plymouth was the only car in 
the low-priced field which failed 
to join in the month’s improve- 
ment for its field. 

Biggest gainer during May was 
Chevrolet, which added 0.61 per- 
centage points to its share of the 
market. Other increases amounted 
to 0.52 points for Rambler, 0.48 for 
Ford, 0.05 for Metropolitan and 0.01 
for Studebaker. Miscellaneous 
makes were up 0.28 percent. 

Heaviest loss during the month 
was sustained by Buick, which 
dropped 0.49 percentage points. 
Other losses were: Oldsmobile, 
down 0.27; Dodge, 0.25; Cadillac, 
0.23; Chrysler, 0.12; Plymouth, 0.11; 
Mercury, 0.11; DeSoto, 0.10; Lincoln, 
0.09; Pontiac, 0.06; Imperial, 0.05; 
Edsel, 0.04, and Packard, 0.03. 

” = +. 
R the first five months of 1958, 
as compared with the, year-ago 
period, best gain was racked up 
(Continued on Page 4, Col. 1) 


lows for 1958 duri 
= 


| Retailers who are ordering addi- 


| . . 
tional cars are picking with great 
(Continued on Page 4, Col. 4) 


President’s OK 
Of Sticker Bill 
Is Awaited 


Wy Assncaron. — President 
Eisenhower's signature on the 
Monroney price-labelling bill, which 
will require manufacturers to affix 
price tags to all new cars, was 
expected momentarily as AvuToMO- 
tive News went to press last week. 

The law would become effective 
Oct. 1 or on the day a manu- 
facturer introduces his 1959 mod- 
els, whichever shall occur last. 

Authored by Senator A. S. Mike 
Monroney, Oklahoma Democrat, the 
price-sticker bil! stipulates that 
each new car shall bear a tag 
showing the retail price of the car 
(including excise tax and suggested 
delivery-and-handling charges), the 
price of each item of optional 
equipment and transportation 
charges. 


Tj THE sticker price, a dealer 
would add only state and local 
taxes, license fees and dealer- 
installed accessories, according to 
the Senate report on the bill. 
Manufacturers or importers are 
(Continued on Page 8, Col, 3) 
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GM, Rambler Set First-Half Pace... 


Only 4 Makes Hike Output Shares 


By Martin L. centage points, and Oldsmobile, up 
Staff Writer 1.22 points. 
pane! four makes of U. S.- = * oe 
produced automobiles—Cadillac, OSERS of percentage points in 


order of their decline were 
Dodge, down 2.56 points; Plymouth, 
2.27; Mercury, 2.22; Ford, 1.80; De- 
Soto, 1.27; Buick, 1.16; Chrysler 
(excluding Imperial), 0.80; Pontiac, 
0.53; Imperial, 0.38; Studebaker and 
Nash, 0.11 each; Packard, 0.07, and 
Lincoln, 0.05. 

Nash and Hudson no longer are 
produced and Continental is now 
included under Lincoln’s banner. 
Edsel was not in production the 
first half of 1957, but picked up 0.31 
percent of total industry output 
this year on 6,944 assemblies. 


Chevrolet, Oldsmobile and Rambler 
—chalked up percen t-of-industry 
gains over a year ago as car output 
during the first six months of this 
year fell 33.5 percent below the 
corresponding half of 1957. 

Car output for the January- 
June period of this year totalled 
2,242,039 units, compared with 
3,370,982 assemblies during the 
corresponding period of 1957. It 
was the first time since 1954 that 
U. S. car production dropped 
below the three million level for 
the first six months of the year. = oo 

™ ut on rec-| On a corporate s, only Gen- 
a —— aadnabe onike Repduest eral Motors and American Motors 
during the January-June period of | were able to chalk up percent-of- 
1955. Lowest production during the | industry gains over the first half 
same period in the postwar era was|°f last year—-GM climbing 8.73 


1947, when 1,721,690 cars were| points on gains at three of its five 
saad from ‘the lines. divisions and AMC 2.49 points on 


| Rambler’s upsurge. 
Rea” ote | Chrysler Corp. led the corporate 
_— years that produced declines among other manufac- 
fewer cars during the first half| turers with a 7.28 percentage-point 
than were assembled during the/dip from a year ago, while Ford 
January-June period of this year | 7 


Modueed’ 1919, whee 2388707 units| Ortland Dealers 


were rolled from the lines, and 1948 | . 
with 1,788,939 assemblies, In 1954,, boost ‘Auto Row 
the last year first-half output sank | 
below the three million level, 2,958,- 
519 cars were assembled. 

The 2,242,039 cars produced 
during the first half of this year 
also was a 18.3 percent decline 
from the second half of 1957, 
when the industry rolled 2,744,522 
ears from the assembly lines. 

On an individual basis, Chevrolet | ROW.” 
showed the biggest percentage gain | 





auto rows, have started a campaign 
|to keep their buildings attractive, 
to advertise them as efficient auto 
outlets and to increase parking 
facilities. 

They also have ordered a large 


picked up 8.28 percentage points,|of the group. He said 31 makes of 
while Rambler, producing at a|domestic and imported cars are 
record level, captured 4.14 percent /| sold in the 11-block strip and there 
of total factory output. Other/are 13 service departments in the 


gainers were Cadillac, up 0.92 per-' area, 


Auto Debt Outstanding Dips 
For 7th Consecutive Month 


WASHINGTON.—The volume of 
automobile credit outstanding fell 
during May for the seventh straight 
month, the Federal Reserve Board 
reported. 

The credit total fell by $75 
million in May to $14,713 million 
on May 31. That figure is $170 
million below the total for the 
like date of 1957. 

The auto debt total reached a 
peak at the end of last October 
when it stood at $15,579 million. 
Since then the auto debt total has 
fallen $866 million. 

Auto credit outstanding has not 
been so low as the May 31 total 
since Apr. 30, 1957, when it stood 
at $14,691 million. 

The fall in the debt total is not 
so much a matter of rapid repay- 
ments of existing loans as it is a 
matter of fewer new loans being 
obtained. 

The amount paid off in May 
was $1,237 million, somewhat less 
than the $1,323 million repaid in | 
April and the $1,321 million for 
May of last year. 

However, the amount of auto 
credit extended in May fell to 
$1,212 million from the $1,222 mil- 
lion in April and $1,513 million in 
May, 1957. 

Of the auto credit outstanding 
on May 31, commercial banks had 
extended $6,214 million, unchanged 
from the Apr. 30 total and $117) 
million more than on May 31, 1957. | 

Finance companies held $6,888, 
million of the May 31 total, down 
$80 million during the last month 
and down $384 million during the 





ment credit outstanding increased 
for the first time in five months. 
The installment total fell in the 
first four months of this year after 
reaching a peak in December. 

In addition to auto credit, three 
items make up the installment 
total—Other consumer goods paper, 
repair and modernization loans 
and personal loans. Each of the 
three showed an increase in May 
and each increased over the last 
12 months. 


Auto Production 
Truck Production 
Auto Registrations— Year to date. 


Truck Registrations—yYear to date. 
Steel Production—Tons 

Lumber Production—Boord feet... 
Paperboard Production—tTons ... 
Soft Coal Output—tons 

Oil Refinery Output—Borrels .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 
Department Store Sales index .. 


last 12 months. Other financial in-| 

situtions held $1,117 million, up 

$9 million during the month and up 

$113 million during the last 12 

months. July 2 June 25 1958 Range - 
Auto dealers held the other 12% 14%- 8 

$494 million of auto debt out- A7%y 47 -57%-44 

standing on May 31, a drop of ; 

$4 million during the month and 41% 42-37% 

a decline of $16 ‘million during 38% 40%-33% 

the last year. * Kaiser Industries, parent firm of Willys Motors. 


PORTLAND, Ore. — Dealers on | 
W. Burnside, one of the city’s two) 


sign identifying the area as “AUTO! 


John Nussbaumer, general man-| 
over the first half of 1957 as it | ager of Wolfard Ford, is chairman | 


Business Barometer 


Automotive News Economic Index — 


99.2 Percent of Last Week 
90.2 Percent of Like Week Last Year 


$82,742,825,000 
Commercial and industrial Loans $29,856,000,000 
$28,259,000,000 


(July 7, 1958) 





How They Fared... 


skidded 3.76 points and Studebaker- 
Packard 0.18 points. 
* * + 

LTHOUGH three other makes 

were able to chalk up percent- 

of-industry gains over a year ago, 
Rambler was the only line that 
showed a numerical output gain 
over the January-June period of 
1957. 

Rambler, which jumped from 
12th to seventh place in overall 
output, turned out 92,812 cars 
during the first half of this year 
to mark up a 67.1 percent gain 
over the same period of 1957, 
when AMC built 55,537 cars, of 
which 50,631 were Ramblers. 

Elsewhere on the production 
front, numerical output losses 
ranged from 9.4 percent for Cadillac 
to 72.7 percent for DeSoto. 

On a corporate basis, numerical 
output was off 20.8 percent at GM;| 





ury 
GENERAL MOTORS 
Buick 
Cadillac 
Chevrolet 
Oldsmobile 


712,491 
179,386 
120,185 


Total, Big Three 


AMERICAN MOTORS .... 
Hudson 


41.7 at Ford Motor; 44.7 at S-P, SE Ce 
and 56.1 at Chrysler. | IED -cactscncrectsansoen 
- IE © Aedewdichdeendinccncivaicts 


Packard 


NDIVIDUAL LOSSES in numeri-| issiniionancttiaes 
Studebaker ...... 


cal output were: DeSoto, down 
72.7 percent; Imperial, 68.7; Dodge, 
67.1; Packard, 66.2; Mercury, 62.5;) 
Chrysler (excluding Imperial), 58.3; 
| Plymouth, 46.9; Buick, 44.3; Stude- 
| baker, 41.5; Pontiac, 39.5; Ford, 
38.4; Lincoln, 38.1; Oldsmobile, 27.5; 
| Chevrolet, 10, and Cadillac, 9.4. 
Industry-wide, Big Three out- | 
put was off 35.1 percent from 3,- | 
279,706 assemblies during the first 
| half of 1957 to 2,129479 units 
during the first six months of 
this year. The Little Two, on 
| Rambler’s heavy upsurge, raised 
| its numerical output from 91,227 | 
units a year ago to 112,560 this 
year—an increase of 23.4 percent. 
Rambler alone increased its as- 
semblies 83.3 percent. 
| One highlight of Big Three op-| 
| erations during the first six months | 
was the return of GM to above the & 
50 percent level in total industry) 
| output. 
| GM, which sank to 45.78 percent) 
| during the first six months of 1957, 
built 1,222,208 cars during the) 
January-June period of this year 
for 54.51 percent of total output. 
A year ago, the corporation rolled 
1,543,314 cars from the lines but 
“captured less of the entire industry | 
| total. 
. * * 
Hy=4vr output losses by Chrysler | 
Corp. and Ford Motor, however, 
offset GM's gain and enabled the 
| Little Two to pick up 2.31 per- 
centage points in total industry op- 
erations. 
| The Big Three’s output of 2,- 
129,479 cars was good for 94.98 
| percent of total industry assem- Like so many of his generation, 
| blies this year, as compared with | Pinkson went to work for the 
| 97.29 percent on 3,279,706 units |Chronicle in 1893 as an office boy 
(Continued on Page 45, Col. 4) 


Total, Little 2 ................ 
Total Cars, U. S. . 


With 65 Years 


“PINK” is 80 today (July 7)—and 

65 years with the San Fran- 
cisco Chronicle as the dean of 
automotive editors. 

Known to thousands of auto deal- 
ers and factory executives, Leon 
Jacob Pinkson 
amazes his as- 
sociates with his 
inexhaustible en- 
ergy — putting in 
a full day at the 


to Detroit one 
week and to Los 





Much of this 
freedom may be due to the fact 


lor, “I married my profession,” he 
says. “My work has also been my 


Part of his pleasure, too, has 
been acting as AvuTomotive News 
correspondent in San Francisco for 
the past 20 years. 


dollars a week.” Soon promoted to 
cub reporter at $6 per week, Pink 
raised a mustache after his father 
died in 1901 and he was the sole 
support of his mother and three 
sisters. 





- * * 


be GETTING quite a bit older 
and think I should have more 
money,” he told John P. Young, 
the managing editor. He got a $2 
raise and shaved off the mustache. 

Pinkson helped cover the 1906 
earthquake, and a year later be- 
came coast telegraph editor and 
assistant automotive editor. 
took an active interest in road 
and traffic conditions and is 
credited with a major role in 
construction of the Union Square 
underground garage in downtown 
San Francisco, the famous Bay- 


Chevrolet Erecting 
Denver Building 


DETROIT. — Construction has 
started on a new zone office and 
master warehouse building at Den- 
ver to serve customers and dealers 
of the Rocky Mountain area, ac- 
cording to E. N. Cole, Chevrolet 
general manager. 

The building, a one-story struc- 
ture which will contain more than 
130,000 square feet of floor space, 
is scheduled for completion next 
spring, the company said. 

A master warehouse for the GM’s 
Parts division will handle parts 
and accessories for more than 850 
Chevrolet, Oldsmobile and Pontiac 
dealers of the region, Cole said. 


Percent of 
Percent of Like Week 
Last Week Last Year 


109.3 73.3 
97.1 68.9 
76.7 
80.7 
82.9 
917 

101.8 
86.2 
95.7 
97.1 
84.7 
91.4 
94.0 


92,277 
16,510 
1,957,752 
283,594 
1,666,000 
241 456,000 
277 A29 
8,775,000 
46,586,000 
11,757 000,000 
345,362 

117 

331.2 


95.1 
98.0 
102.7 
104.8 
99.3 
98.5 
99.3 
84.8 
100.2 


105.1 

93.0 
119.7 
108.9 
123.6 


99.9 
100.7 
100.7 
115.5 


July 2 June 25 1958 Range 
33% 36 -27 
9 10%- 7% 
26% 27%-21% 
5% 6%- 2% 

48 -40% 


Chronicle, flying) 


Angeles the next,| 
attending at least) 
three dinner} 

; | 1948, the Automotive Old Timers 
meetings a week.| presented him a scroll naming him 


that “Pink” is a confirmed bache- | 


at the age of 15—for “four silver) 








First-Half Output—'58 vs. ' 


(U. S. Production) 


Pet. of 
ist Half 
Output 


14.11 
1.35 
0.34 
0.89 
2.50 
9.03 

26.36 
0.31 

22.52 
0.66 
2.87 

54.51 
5.93 


Total 
Output, 
1957 
721,082 
72,614 
24,377 
712,860 
170,443 
380,788 


791,995 
228,642 
198,672 


3,279,706 


55,537 
1,345 
3,561 

50,631 

35,689 
4,573 

31,116 


91,226 
3,370,932 


5.02 
100.00 


* Continental's 444 assemblies in "57 included in Lincoln totals. 


on the Job, 


It’s 80 Candles for ‘Pink’ 


shore Highway, the Broadway 
Tunnel and the all-year highway 
to Yosemite and Lake Tahoe. 

He took over as automotive editor 
and auto advertising manager of 
the Chronicle in 1913 and his col- 
umn, “Pink’s Pickups,” has become 


| familiar reading to northern Cali- 


fornians. For 17 years he conducted 
the Soap Box Derby contests for 
the Chronicle and each year per- 
sonally escorted the local winner to 
Akron for the finals. 


* * * 


r 1940, he was given a banquet 
and a plaque by the San Fran- 
cisco Motor Car Dealers Assn. In 


the “Dean of Auto Editors.” 


In 1951, Pinkson was presented 
a new Pontiac by the Bay Area 
Pontiac dealers group and fac- 
tory officials at a big banquet 
devoted to “Pink” (even to the 
decor). 


Pinkson is well-known to auto 
greats, and one of his ambitions is 
to bring his interviews with the 
Ford family through the fourth 
generation. He tells Henry Ford II: 

“I intend to hang on a bit longer 
until I can get your son (Edsel) 
to say a few words for the press.” 


Bill-Paying Habits 
Turn for Worse 
In 2nd Quarter 


MINNEAPOLIS. — The nation’s 
bill-paying habits took a turn for 
the worse in the second quarter, 
the American Collectors Assn. said 
in its quarterly report on the activi- 
ties of bill-collecting agencies which 
are members of the group. 


The association’s index on debt 
problems dipped to 84.1 in the sec- 
ond quarter, compared to 94.0 in 
the first quarter and 99.6 in the 
second quarter. It has not been so 
low as the current reading since 
the second quarter of 1955 when it 
stood at 82.7. 


The index gives an overall pic- 
ture of consumers’ debt problems, 
combining such information as 
number of debts referred to col- 
lection agencies, size of debt and 
amount of payment and number of 
repossessions. 

The association found the aver- 
age agency received 723 accounts 
for collection in the second quarter 
of this year, up 8 percent from the 
average of 672 accounts referred in 
the like period of 1957. 

The average size of the debt 
referred was down by 4 percent in 
the second quarter, compared to 
the year-earlier figure. In addition, 
the average payment on the bill 
was off by one percent. 
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Dealer Forum 


by Robert M. Finlay 








Ler heard it argued again 
that dealers are being engineered 
out of their important place in 


the auto business. Some old-timers | 


point to the tendency of some fac- 


tories to spread service support to| 
independent garages and filling | 


stations. 

They say that already improved 
modern car engines have engi- 
neered dealers out of the major 
overhaul business and that cen- 
tralized lubrication has cut down 
on the maintenance business. 
And what about those new alumi- 

num engines that are upcoming? 


they ask. If the engines turn out! 


to be sealed units, these auto men 
say, you can bet that the powers 
that be in the auto business have 
decided that the industry should 
fall in with the supermarket trend 
and away from a network of deal- 
ers with loyalty to a particular 
make. 

Another argument: How come 
the factories have been crabbing 
about warranty costs for three 


Chicago Dealers 
To Seek State Ban 
On Sunday Sales 


CHICAGO. —A campaign to ob- 
tain a Sunday closing law in the 
next session of the Illinois General 
Assembly was approved at the 54th 
annual meeting of the Chicago 
Automobile Trade Assn. 

Members agreed that in the 
meantime they should try to get 
new-car dealers in the Chicago area 
to close voluntarily on Sundays dur- 
ing July and August. 

It was reported that Buick deal- 
ers already have decided to close 
on Sunday during these months. 

Some of the difficulties in obtain- 
ing a statewide Sunday closing law 
were reviewed by Seymour Lewis, 
CATA general counsel. 

Five directors were elected to 
three-year terms at the meeting. 
They are: 

Maxwell S. Evans (Oldsmobile), 
Kenneth Johnson (Lincoln- 
Mercury), Joseph Levy sr. 
(Chrysler-DeSoto-Plymouth), Nick 
Zasiebida (Studebaker-P ac kar d) 
and Earl T. Zweifel (Ford). Evans 
and Zweifel were reelected. 


Talks on Leasing 


Slated in Oregon 


PORTLAND, Ore. — NADA will 
sponsor a Pacific Northwest confer- 
ence on leasing and renting of 
autos Aug. 7-8 at the Multnomah 
Hotel. 

NADA director Chet McRobert 
said all NADA members in British 
Columbia, Washington, Idaho and 
Oregon will be invited to attend. 

Similar conferences have been 
held by NADA in other sections of 
the country. 
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years and doing nothing about it? 
Unless they had some long-term 
solution in mind, they would have 
done something to meet the prob- 
lem, like increasing inspections at 
the factory. 
2 * * 

Losing Identity? 
ee also point to the tendency 

of dealers to lose their identity 
as dealers in a particular make by 


| dualing with other lines. 


Just as factories have found it 
necessary to diversify to broaden 


profit opportunities, so dealers have | 


found it necessary to broaden their 


profit opportunities by taking on| 


additional makes. And the Anti- 
trust division of the Justice Depart- 


ment has served notice on the fac-| 
tories that it will take a dim view | 
of any interference with this trend. | 


Despite the arguments, how- 


ever, we feel that it is misguided | 


thinking that factories would go 
along with the supermarket trend 


where the different brands are | 


displayed in profusion and the 
public is invited to march through 
and take its choice. 


Under such a setup, some makes | 


which have been popular through 
the years, and will be again, would 
be out of business this year. 

7 * 


Protection Needed 


7s auto industry has to guard 
against fast and fickle shifts 





Can’t Close U. C. veaters, 


Milwaukee County Told 


MILWAUKEE. — Milwaukee 
County does not have the power 
to require used-car dealers to 
close on Sundays or holidays, ac- 
cording to an opinion by James 
J. O'Donnell, an assistant county 
corporation counsel. 


He said an ordinance requir- 
ing closing could not be enacted 
because the county had not taken 
advantage of a 1950 law which 
empowered it to license and regu- 
late used-car dealers. The Badger 
State Auto Dealers Assn. said 
used-car dealers in the city 
closed on Sundays and holidays 
and suffered “unfair competition” 
from some dealers who remained 
open in the county. The associa- 
tion sought the ordinance, 








in the public fancy. It has to pro-| 


tect itself against a public which 
one year pushes makes toward the 
big package and high horsepower 
and the next year complains that} 
the industry refuses to give people 
what they want—economical trans- | 
portation. It has to be wary of a 
public that talks clean, classic lines | 
and buys cars gunked up — 
jewelry. 

It has to insure that its line 
will carry through a year in 
which the public shuns it. And 
the only way it can do this is by 
countering the trend away from 
brand loyalty by a strong pro- 
gram to promote dealer loyalty. 
Instead of becoming less impor- 

tant, the distribution level becomes 
more important. Keep an eye open 
and you will find that the factories 
with foresight will be out cement- 
ing ties with dealers. 

It takes a strong, loyal dealer 
body to save a factory in a bad 
year. Some factory men—and they 
are the ones most often in hot 
water—take what they call a real- 
istic dollar-and-cents view toward 
dealers. They say dealers are loyal 
only as long as they can make a 
profit on your line. 

Yet throughout the history of the 
auto business loyal dealers have 
pulled factories through bad years 
at great sacrifice to themselves. 

. * «* 


Service Side 


THE service side it does 
appear that there is some effort 
on to spread the business. This 
may be the result of a trend to- 
ward fewer dealers selling a much 
greater number of cars each year. 
But this argument also overlooks 
the fact that many dealers look on 
service more as an opportunity 
than an obligation. 

Over the years there have always 
been dealers who made money in 
good times and bad by looking on 
their backshops as an_ essential 
part of their sales. 

They built friendships through 
service, and they sold cars to the 
friends they had built through 
service. 

When they talked of taking 
care of their owners, they were 
not using a factory-inspired ad- 
vertising gimmick—they were 
talking of something they had 
demonstrated to their communi- 
ties through the years. 

So we're placing our money on 
the factories with long-term pro- 
grams of building loyalty at the 
distribution level, and on dealers 
with long term programs of build- 

ing public confidence. 





How They Fareed... 


1958 





Farm Market Firm... 








Truck Sales Decline 


DETROIT. — New-truck registra- 


|tions fell off by more than 19,000 
| units in May with the farm market 


apparently the only solid push be- 
hind sales. 

May sales totalled 63,238 units, 
according to data from R. L. Polk 
& Co. The figure is 23.17 percent 
below the 82,308 registrations in 
May of last year and .26 percent 
below the 63,403 total for April 
of this year. 

Only six states showed more reg- 


| istrations in May than in the same 


| month a year ago and all six have 
oe & * * 
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Commercial Car Registrations 


By Makes 


First Five Months, 1958 vs. 1957 


First 
5 Months, 
1958 


Make 


Chevrolet 
Ford . ; 
International 
GMC ...... 
Dodge 
Willys 
White* 
Mack 
Studebaker ... 
Diamond T 
Brockway ‘ 
Miscellaneous** .... 


. 98,898 
. 79,232 

36,386 

21,162 
. 15,773 
. T5Al 
5,055 
4,640 
1,899 
1,175 

327 
11,506 


Total 283,594 


First 
5 Months, 
1957 


121,105 
111,022 
38,040 
27,396 
20,382 
8,966 
6,718 
5,489 
3,297 
1,452 
307 
7,309 


351,483 


Percent 
Share of 
"57 Market 
34.46 
31.59 
10.82 
7.79 
5.80 
2.55 


Percent 
Share of 
"68 Market 


34.87 
27.94 
12.83 
7.46 
5.56 
2.66 
1.78 
1.64 
67 
Al 
12 
4.06 


100.00 


* White includes Autocar, Freightliner, Reo and Sterling. 


** Miscellaneous includes Corbitt, Divco, 


Herrington, Peterbilt, etc. 


Four Wheel Drive, Kenworth, Marmon- 


—Compiled from R. L. Polk & Co. data. 





ATAM Is Told of Plans 
For NADA Field Staff 


} 





| 


By J. H. Reed 


Staff Correspondent 


SAN ANTONIO.—NADA is con- 
sidering a field staff to recruit and 
retain members, NADA President 
Dean Chaffin told the midsummer 
meeting here of the Automotive 
Trade Assn. Managers. 


Calling it a controversial sub- 
ject, he estimated such a pro- 
gram would cost NADA about 
$160,000 annually, with each field 
man receiving approximately 
$1,000 a month for compensation 
and travel expenses. 

“I definitely believe it would be 
the answer to our problems in the| 
fields of membership, communica- | 
tions and dealer loyalty,” Chaffin 
said. 

He said results of the associa- 
tion’s May-June membership drive 
convinced him and the membership 
committee of three things: 

1. It takes personal contacts; 
you can’t get members by mail. 

2. It takes personal contacts to) 
get area chairmen to work. Few of 
the nearly 400 new members re- 
cruited were obtained as a result) 
of the area chairmen responding to | 
mail appeals. 

3. It takes coordinated teamwork | 
among NADA directors and staff 
members and managers and presi- 
dents of the state organizations. 

He said NADA’s membership 
committee is studying the value of 
the field staff. 

“I have discussed this idea with 
hundreds of individual dealers 
and they all agree NADA should 
consider this step,” Chaffin said. 

He also discussed other activities 
in which NADA is engaged or is 
contemplating. 

The ATAM adopted a resolution 
commending auto manufacturers 
for deciding to halt factory sales 


Fire Hits Cummings 
WESTON, W. Va.—Cummings 
Motor Sales Agency in downtown 
Weston, owned by Harry Cum- 
mings, was gutted by fire of unde- 


to state and municipal governments 
at below-dealer prices. 

Lew Ullrich, managing director, 
Kentucky Automobile Dealers 
and the Motor Transport Assns., 
was elected president of ATAM. 
He succeeds Carl Lane, executive 
vice-president, Connecticut Auto- 
motive Trades Assn. 

Les Sander, executive manager, 
Illinois Automotive Trade Assn., 
moved up from secretary-treasurer 
to vice-president. Otto Hennen- 
berger, business manager, New 
Jersey Automotive Trade Assn., was 
| named secretary-treasurer, 

Directors elected to two-year 
terms were: John J. Evers, execu- 
tive vice-president, New York State 
Automobile Dealers, Inc.; D. B. 
Broderick, manager, South Dakota 
Automobile Dealers Assn. and 
Howard J. Steib, Oregon Auto Deal- 
ers Assn. 

Salt Lake City was selected as 
the site for the 1959 summer meet- 


| ing July 11-18. 


By 19,000 for Month 


big farm markets for trucks. They 
are Kansas, Maine, Missouri, Ne- 
braska, South Dakota and Wash- 
ington. 

In five other states, sales were 
off by less than 100 units and all 
but one of them—Rhode Island— 
are farm states. The other four are 
Delaware, Montana, North Dakota 
and Vermont. 

In the other 37 states and the 
District of Columbia, sales were off 
more sharply with most of the big- 
gest losses concentrated in the 
states which normally buy large 
numbers of trucks. 

Despite a sales decline of almost 
2,500 units, California was able to 
regain its accustomed rank as the 
top truck-buying state. Texas was 
in first place in March and April. 

The top 10 states and their regis- 
trations for this May and last were: 


May, May, 

1958 1957 
1. California ........ 5,640 8,116 
iy FD. shtnneseosenies 5,497 6,912 
3. New York ........ 3,285 4,748 
4. Pennsylvania . 2,991 3,796 
5. Georgia 2,677 3,284 
6. Michigan 2,602 3,046 
De: CED ccseviaprecened 2,533 3,576 
i SI ctstntiinnsnagnetiitied 2,451 3,641 
9. Florida _............ 2,166 2,527 
10. Missouri ............ 2,006 1,880 


Chevrolet was the top-selling 
truck in May, although registra- 
tions fell off by almost 5,000 units. 
Ford, which was in first place in 
May, 1957, saw its sales fall off by 
nearly 11,000 units and landed in 
second place. 

All other producers, with the ex- 
ception of the miscellaneous group, 
had fewer sales in May than they 
did in the like month of last year. 
The producers and their sales for 
May of this year and last were: 





May, May, 

1958 1957 
Chevrolet ..................23,183 28,125 
SUTNIIIEE. Sicdaienneninesntndiadd 17,413 28,276 
International .......... 7,533 8,585 
|RSS 5,651 
Dodge ....... . 3,271 4,450 
[ae 1,716 
ID -sinicceistinestittectseateel 1,446 
I iiencennintinmaiais 1,125 1,257 
Studebaker ......... 424 644 
Brockway ................ 70 98 
Miscellaneous . 2,664 1,792 
es 63,238 82,308 


For the first five months of this 
year, truck registrations totalled 
283,594, down 19.32 percent from the 
351,483 units sold in the like period 
of last year. 

Brockway and the miscellaneous 
group had increased sales in the 
declining market. Brockway’s reg- 
istrations totalled 327, good for .12 
percent of the market and gain of 
03 percentage points. 

The miscellaneous group sold 
11,506 units or 4.06 percent of the 

(Continued on Page 45, Col. 1) 





Trade Managers Elect Officers— 


Carl R. Lane (Connecticut), left, retiring 


president of the Automotive Trade Assn. 


termined origin June 21, Eight cars Managers, presents a gavel to Lew Ulirich (Kentucky), newly elected president, at 


were destroyed in the blaze, and the| the group's summer meeting. in San Antonio, Looking on are Otto 


loss was estimated at $90,000. 


Henneberger 
Jersey), second from right, secretary-treasurer, and Les Sander (Illinois), vice-president. 


(New 
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Imports Bag 7.579% of May Sales... 
Lowest-Priced Cars Score Gain 


(Continued from Page 1) 
by Chevrolet, which advanced 4.22 


percentage points... 
Rambler gained 1.44 points; 


Oldsmobile, 0.55; Cadillac, 0.7; 
Metropolitan, ; Lincoln, 0.01, 
and 3.36. 


All other makes had smaller 
shares of the market than they did 
in 1957. 

Ford, by dropping 3.62 percentage 
points, had the biggest shrinkage. 
Other losses, in descending order, 
were: Mercury, 1.77 percentage 
points; Plymouth, 1.60; Dodge, 1.47; 
Buick, 1.10; DeSoto, 0.76; Chrysler, 


| 0.50; Pontiac, 0.37; Imperial, 0.23; 
Studebaker, 0.12, and Packard, 0.04. 

There were two changes in posi- 
tion by volume during the month: 
Cadillac moved up from 10th to 9th, 
displacing Dodge, and Metropolitan 
ousted Imperial from 16th. 

+ * > 


oe registrations during May 
numbered 423,484, compared 
with 418,255 in April and 556,324 in 
May a year ago. It was the smallest 
May total since 1952, when the 
count was 422,217. 

At the corporate -level, only Ford 





Motor Co. and American Motors 





Wolfson Case Won’t Affect 
AMC’s Rise, Romney Says 


DETROIT.—The Wolfson de- 
velopment makes no change in the 
American Motors outlook, accord- 
ing to George Romney, AMC pres- 


ident. 

said AMC earnings are 
continuing to rise and should ex- 
ceed $12.3 million for the first 
nine months (ended June 30) of 


of $5 million for the quarter 
ended June 30. 

In a statement issued in re- 
sponse to press inquiries, Romney 
praised the prompt action of the 
Securities & Exchange Commission 
in probing into statements and 
transactions involving shares held 
by Louis E. Wolfson, formerly 
AMC’s major stockholder. 

(The SEC has accused Wolfson 
of stock fraud and manipulation in 









Woman Retires 
After Selling 
10,000 Cars 


HARRISBURG, Pa.—Ora C. Shaf- 
fer, 63, is retiring from the auto 
business after 44 years and more 
than 10,000 sales. 

But it’s hard to break the habits 
of a lifetime, so Mrs. Shaffer has 
left a loophole in her retirement— 
she'll still sell cars “to anyone who 
wants to buy one from me.” 

Mrs. Shaffer sold her first car in 
1914—a used Hupmobile that she 
bought for $65 and sold for $200. 
She decided that selling cars wasn't 
a bad occupation. 

Before she was 20 she was a 
dealer for the Huffman Six, 
franchise she held until that make 
left the market. 

Looking back, Mrs. Shaffer cred- 
its hard work, good judgment and 
good service for her success. She 





has a word of advice for today’s 
salesmen: “Pay more attention to 
the woman in the family. She 
makes most of the decisions.” 





AMC shares, and he has been 
barred from trading in the stock 
pending the outcome of an Aug. 5 
hearing on an SEC request for an 
injunction. Wolfson has disposed of 
his 400,000 AMC shares.) 

“The conflict between public 
statements made in connection 
with American Motors stock trans- 
actions of Mr. Wolfson and his 
associates makes it apparent that 
the prompt action by the SEC has 
been not only a real public service 
but is particularly protective of the 
rights and interests of American 
Motors’ stockholders, employes and 
dealers,” Romney said. 

“As the SEC has already made 
clear, neither the company nor its 
management is involved in this 
development in any way. 

“At the time of the original 
statement that Mr. Wolfson had 
sold only 100,000 shares of the more 
than 420,000 shares for which he 


submitted proxies at the last annual | 
meeting, comment by me was im-| 
possible because the company had | 


no way of knowing whether Mr. 


Wolfson had disposed of his stock. | 


“The record of our transfer agent 
showed a maximum of only 90,000 
shares held in Mr. Wolfson’s name. 
These shares were transferred from 
his name in February and March. 
We had no way of knowing then, 


nor do we know now, whether he| 


|}sold them at that time or simply 
transferred them to others. 

“At no time did Mr. Wolfson or 
his representatives ever indicate to 
me when they were selling stock, 
nor did I know in advance of Mr. 
Wolfson’s public statement that he 
had disposed of his complete hold- 
| ings in the company. 

“Not only is any individual 
normally free to buy and sell 

American Motors stock, but this 


and the SEC. Therefore, the com- 
pany is dependent on the SEC to 
determine what has happened 
and who is responsible for it. 
“The SEC will have our full 
backing and support in determining 
whether there has been shocking 
deception,” Romney continued. 
“Mr. Wolfson’s relationship with 
American Motors has been that of 
a stockholder. He did not determine 
policy nor did he have any hand in 


his stock ownership did not change 
them. The sale of his stock will in 
no way affect the company’s op- 
erations or plans for the future. 


Ppany’s operations which are even 
more profitable than previously ex- 


“Improved operating results will 
give the company more than enough 
and securities to pay off its 
indebtedness of only $5 mil- 








had larger market shares in May 
than in the previous month. 

AMC’s penetration set a record. 
AMC rose 0.57 percentage points 
and Ford Motor was up 0.24 points. 

May was the worst month of 
the year for GM, which skidded 
044 percentage points from its 
previous month’s penetration. 

Chrysler Corp. was off 0.63 points 
and S-P dropped 0.02 points. 

For the five-month period, GM 
was 3.77 percentage points above 
its year-ago total and AMC was up 
1.51 points. 

Chrysler Corp. was down 4.56 
points; Ford Motor, 4.42, and S-P, 
0.16. 

—Rosert M. Lignert. 
* > > 





Sales Score 


For May 


New-car registrations for May: 


1958 1957 
Pos. Make Pos. 
1—118,515 Chev. 134,322— 2 
2— 89,196 Ford 139,127— 1 
3— 36,924 Plymouth 58,202— 3 
4— 28,819 Olds, 33,699— 5 
5— 22,951 Buick 35,198— 4 
6— 20,700 Pontiac 30,359— 6 
7— 16,347 Rambler 10,616—10 
8— 12,590 Mercury 27,118— 7 
9— 11,959 Cadillac 13,165— 9 
10— 11,924 25,332— 8 
1l— 5,299 Chrysler 9,973—11 
12— 4,322 DeSoto 9,807—12 
13— 3,808 Studebaker 5,129—13 
14— 3,355 Edsel 
15— 2,327 Lincoln 3,160—15 
16— 1,289 Met. 1,036—16 
17— 1,253 Imperial 3,441—14 
18— 252 Packard 534—17 
31,154 Misc. 16,106 
Total All Makes 
423,484 556,324 








e 
Foreign-Car 
e ° 
Registrations 
All states for five months: 
| 
Make Pos. 
1— 33,866 Volkswagen 26,556—1 
2— 14,231 Renault 5,288—3 
3— 10,366 English Ford 4,414—4 
4— 6,335 Hillman * 
5— 5,887 Fiat * 
* MG 5,318—T 
- Metropolitan 4,056—5 
56,904 All Others 21,060 
Total All Makes 
128,089 66,692 


* Not in Top Five. 








But Profits Wait for 59s... 





Sales Score 
For Imports 


All states for May: 
958 


Pos. Make ~ 
1— 7,317 Volkswagen 5,576—1 
2— 3,515 Renault 1,891—2 
3— 2,880 English Ford 1,213—4 
4— 1,741 Fiat * 
5— 1,626 MG 1,293—3 
* Metropolitan 1,036—5 


14,961 All Others 
Total All Makes 
32,040 16,725 
* Not in Top Five. 


5,716 








Orderly Cleanup Begins 


(Continued from Page 1) 


care. Some are buying only units 
which have proved most popular 
thus far in the model year. 
Others are trying to outguess the 
buyer, and are stepping up the 
percentage of bottom-line units 


Space Assigned 
For Chicago Show 


CHICAGO. — Representatives of 
18 makes of passenger cars last 
week drew floor space for the 1959 
Chicago Automobile Show in the 
International Amphitheatre Jan. 17- 
25. The 5ist annual show will be 
sponsored by the Chicago Automo- 
bile Trade Assn. 

The representatives contracted 
for approximately 140,000 square 
feet of exhibit space available in 
Exposition Hall, the same location 
as last year. Drawings will be held 
at a later date for truck exhibits. 


Tax Burden Perils Future, 
Business Groups Declare 


By William Ullman 
Washington Bureau Chief 


| high tax burden not merely an im- 
| pediment to speedy recovery from 


equipped with six-cylinder engines 
and devoid of power equipment. 
* * * 
OST dealers feel that the 
foreign-car market is going to 
taper off during the ’59 model 
year. 

Some dealers who industriously 
sought a foreign-car franchise 
earlier in the year have now 

| turned cold on the imports. 
| Even now, the little jobs are 
| finding market penetration more 
| difficult than it was last year. 
“Just a fad—like pizza pie,” 
snorted one Detroit dealer. 
| A Buick dealer in Southern Cali- 
fornia said, “We talked to a fellow 
the other day who’s bought Buicks 
from us for a long time. He wants 
a second car for his wife. 


“The price of an Opel left him 
cold. So he shopped the U. C. lot, 
bought a °'54 Buick at half the 
|price and figures the little addi- 
| tional gas he'll buy is worth the 
extra protection of a large Ameri- 
can car.” 
| In discounting imports, another 
|dealer said, “They have the same 
|problems we have and they have 
just about filled their market.” 

> 7: > 





THE other hand, a dealer 
who sells a “captive” import 
and holds grosses ranging from 


WASHINGTON.—The existing| the recession but also as a very | $350 to $450, said, “I turned down 
tax burden is too heavy for the) serious roadblock to capital forma-|q Volkswagen deal about three 


future health of the nation’s econ- 
omy, according to a summing up of 
the opinion that has been pouring 
in on Congress in increasing vol- 
ume for some time now. 

The opinion—together with ad- 
vice—has come from practically 
every segment of business—large, 
small, 


agriculture, railroads, etc. | 


Trade associations representing 
virtually every line of business 
have told Senate and House finance 
committees that they regard the 


Promotion Linked 
To Moly Grease 


LOUISVILLE. —A new service- 
station merchandising program was 
introduced in five states last week 
when Standard Oil Co. of Kentucky 
began marketing moly grease as 
the regular chassis lubricant 
through its 2,000 Class “A” stations 
and several thousand dealer outlets. 


Containing the additive Molysul- 
fide, this new type of grease is said 
to eliminate squeaks, provide easier 
steering and reduce parts wear. 

In the merchandising program, 
Standard is placing increased em- 
phasis on the grease job, which 
many experts feel is a vastly under- 
promoted service. Company officials 
reportedly decided to market moly 
grease after observing its success 
in the bus and truck fleet field. 


Rambler 10-Day Gain 
Placed at 48 Percent 


DETROIT. — Roy Abernethy, 
American Motors Corp. automotive 
distribution and marketing vice- 
president, said Rambler sales con- 
tinued to soar in the second 10-day 
period of June. 

Rambler deliveries in the 10-day 
period totalled 5,509 units, Aber- 
nethy said, a gain of 48.3 percent 
over the 3,716 sold in the like pe- 
riod last year and an increase of 
53.1 percent over the 3,598 sold in 
the first 10 days of, June. 

‘ 


tion necessary for future growth. 


lyears ago because I thought it 


All seem agreed that there is|was a fad. My mind is changed 


need for far-reaching tax revision. 
Much of the advice and opinion 
that has come to the Senate Fi- 
| nance Committee concerning finan- 
|cial conditions in the U. S. deals 
| with that point of view. 

According to G. Keith Funston, 
| president of the New York Stock 
| Exchange, his organization has 
|computed that the U. S. will need 
| between now and 1965 not less than 
| $350 billion for new plants and 
|equipment for the country’s indus- 
trial system. 


| Necessary to such an achieve- 

| ment, Funston said, is a compre- 

| hensive national tax program to 
“energize the flow of venture 
capital and move us toward the 
goal of meeting these capital 
needs.” 


Such a tax program, he said, 
should include “substantial reduc- 
tion in the high progressive rates 
of personal income taxes, a further 
cut in the double tax burden on 
dividends, cutting capital gains in 
half, reducing the capital gains 
holding period to three months, 
raising the maximum capital loss 
offset to $5,000 from $1,000, cutting 
the company tax rate and increas- 
ing depreciation charges allowable 
for tax deductions.” 


The U. S. Chamber of Commerce 
and the National Assn. of Manu- 
facturers took similar positions that 
taxes are a severe drag on economic 
growth. 

The president of the National 
Assn. of Small Business declared 


heavy.” 

NAM President Milton Lightner 
said “a load of taxes in excess of 
one-third of the national income 
should be viewed with deep con- 
cern.” 

“The major handicap to growth 
is the income-tax structure,” he 
added. 


are fed up with the big cars be- 


| now. 


| “Imports are here to stay and 
| will get bigger shares of the 
| market for a long time to come.” 

Most dealers who have dualed 
imports with a domestic make 
advise it is only a means of sup- 
plementing a monthly income. The 
limited volume plus the increasing 
tendency to discount limits their 
ability to make a substantial con- 
tribution to their monthly profit 
picture. 

It is generally felt that imports 
have just about reached their full- 
est penetration on the East Coast 
and West Coast, with a possibility 
for expansion in the Midwest. 

> > > 


EVERAL dealers commented 
that many of their customers 


cause of their high original price, 
high maintenance and difficulty in 
handling in traffic. 

These dealers believe the mar- 
ket is hungry for modestly priced 
smaller cars that are less expen- 
sive to buy and operate. 

Dealers in the survey are pretty 
much divided as to whether U. S. 
makers will come out with smaller 
cars within the next two years. 

If a small American-built car 
should appear, some dealers believe 
it would be a good thing, while 
others say they would be unhappy. 
Nearly all agree that its future in 
the market would be uncertain. 

A dealer in the West said, “If 
Ford were to buy the Volkswagen 
plant, ship it to the U. S., build 
Volkswagens and put a Ford 
nameplate on them—I don’t think 
they’d sell a dozen.” 

It looks like a long time till 
autumn. 


Idaho Convention Set 
BOISE, Id. — The 25th annual 
convention of the Idaho Automo- 
bile Dealers Assn. will be held here 
May 17-19, 1959, according to Leon 
L. Weeks, secretary. 
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..-helps us be 


fully competitive...” 


say J. E., R. L. and W. H. Anderson of ANDERSON BROS. MOTORS, Ford dealer, Berwyn, Illinois 


“With as many dealers as we have around the Chicago been in business. They can be depended on for suffi- 
Metropolitan Area you’ve got to be on your toes to get _— cient wholesale and retail credit, and more important, 
your share of sales. CommerciaAL Crepit’s alert and the local people work hand-in-glove with us on our day- 
aggressive attitude helps us be fully competitive in every to-day sales problems. Our sales people are trained to 
segment of our market. That’s why we’ve used ComMer- _ talk up the house plan from the moment they start with 
cIAL Crepit and have most of the thirty-five years we’ve a prospect. We’ve found it pays off.” 


TH 


LOW EST= 
THE Lo” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommerctaL Crepir CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . .. offices in principal 
cities of the United States and Canada. 
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More Sabotage at GM... 


Shop Pact with Union 
Is Carolinas’ First 


By Frank Gawronski 
Staff Writer 
E first union contract in the 

Carolinas covering mechanics at 

an automobile dealership has been 
signed by Machinists Lodge 2163 
and Central Chevrolet Co. in Co- 
lumbia, S. C. 

There have been contracts in the 
Carolinas between 
mechanics for truck- 
ing firms and truck 
dealers, but this is 
the first timea 
union has penetrated 

the ranks of new and used-car 
dealers. 

A union spokesman said the con- 
tract, covering 60 mechanics, wash- 
ers, greasers and related employes, 
provides a work week averaging 42 
hours, and a 50-50 split between 
the dealer and the mechanic on flat 
rate, or work taken on an hourly 
basis according to times set forth 
in a guide book. 

He added that laborers, which 
include washers, polishers, greas- 
ers and car jockeys, get 90 cents 

hour, compared with 
the old rates of 75 cents to $1.04. 

The one-year contract, effective 
today (July 7), includes a no-strike 
clause, and grievance and arbitra- 
tion procedures. 

Other contract clauses include 
seven paid holidays, six days vaca- 
tion a year for employes with less 
than three years service, nine days 
for three to six years and 12 days 
for more than six years, and sick 
leave and leave of absence proce- 
dures. 

The union won a collective bar- 
gaining election, 47-13, last Febru- 
ary and has been negotiating since. 


Dealers Sign Contract 
SPOKANE, WASH., two deal- 
erships, Buchanan Chevrolet and 
Harms-Rofinot Chevrolet Co., have 
signed new one-year working 
agreements with Machinists Lodge 
942. The contract calls for a $10 


In St. Charles, Mo., 13 nonsuper- 
visory employes of St. Charles Mo- 
tors, Inc. (Oldsmobile), have banded 
together to protest union attempts 
to organize the dealership’s shop 
employes. The protest was in the 
form of a newspaper advertisement 
paid for and signed by the workers. 

Although the dealership has been 
picketed since Oct., 1957, the work- 
ers said the union has never con- 


Dealers Urged 
To File Reports 
On Safety Checks 


WASHINGTON.—M. R. Darling- 
ton jr., managing director of the 
Inter-Industry Highway Safety 
Committee, last week urged dealers 
to “complete the Circle of Safety” 
by sending in their reports on the 
1958 Vehicle Safety-Check drive. 

Calling the "58 campaign the 
“most outstanding yet conducted,” 
Darlington said at least 1,800 com- 
munities sponsored drives during 
May and June. 


states not requiring f 
by offering the 10-point 


nationwide summary 
conditions,” Darlington 


Safety-Check 





tacted them and that they are not 
on strike, 

Claiming to represent all shop 
employes, the signers said they are 
satisfied with present working con- 
ditions and have a good vacation 
and hospital and surgical program. 

However, they pointed out that, 


because of the picketing, their a 


comes have dropped off about 10 


percent. They urged the citizens of | 


St. Charles to patronize the deal- 
ership. 

In Seattle, an offer of the auto- | 
mobile salesmen to end the 98- 
day-old strike by returning to 
work under their old contract 
was fermed as “nothing new” by 
J. E. Knudtsen, president, Metro- 
politan Automobile Dealers Assn. 





Guests of Chrysler— 


The wives of Chrysler Corp. dealers and salesmen in San Diego were luncheon 
guests of Chrysler Motors Corp. The women were urged to “get out" and help their 


husbands sell cars. 


Get Out and Help Sell, 


“We've had this offer before,” | Salesmen’s Wives Urged 


Knudtsen said. “They seem to fall | 
back on it when there is nothing 


SAN DIEGO. — “Tell everyone! 


prospecting for leads, and men- 


else. We won't even hold a meeting | you meet—friends, neighbors, co-| tioned that it takes an average of 


to consider it.” 


The salesmen went on strike 
Apr. 1 in opposition to dealer de- | 
mands to change the formula for | 
paying salesmen’s commissions. | 
The old contract has been in effect 


for 12 years. 
= = * 


Contract Talks Recessed 


OX THE factory front, charges) 
of sabotage by General Motors | 
and the closing of two Chrysler 
Corp. plants because of labor) 
trouble last week strained the no- 
cortract truce between the United) 
Auto Workers and the Big Three. 


GM said 24 Chevrolet bodies 
had been scratched at its Fisher 
body No. 2 plant in Flint. Over 
200 bodies have been damaged in 
Fisher body plants in Kansas 
City, Baltimore, Flint and Euclid, 
O., since June 1, the company 
said. 

UAW officials said union mem- 
bers were not responsible. 


At Chrysler, meanwhile, the) 
Plymouth body and assembly plants 
in Detroit were closed for several 
days, idling about 2,700 workers. 


The UAW said a “100 percent” 
speedup in one trim department 
operation had resulted in “in- 
human” production standards. The 
employes involved could not keep 
up with the line, the union officials 
said. 

A Chrysler spokesman said the 
company was asking that its em- 
ployes “simply put forth a reason- 
able amount of effort, as estab- 
lished through industrial engineer- 
ing studies of these operations.” 

There was no progress at the 
Chrysler, GM or Ford Motor. Co. 

(Continued on Page 41, Col. 1) 





SAFETY-CHECK SUMMARY REPORT 
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Report Card— 


This is the card received by dealers 
who conducted their own vehicle safety 


said dealers who used the of-| checks and used materials supplied by 
materials re-| the Inter-industry Highway Safety Com- 
report card for| mittee. The committee has appealed to 
sending statistics to the com-| dealers to return the filled-in cards so the 


lat the El Cortez Hotel. 
|the girls was given a handbag to 


workers, store clerks, the postman 
—what a great salesman your hus- 
band is and what a reliable dealer- 
ship he works for,” George Fenne- 
man, of the Groucho Marx TV 
show, told the wives of 50 dealers 
and salesmen assembled for a 
luncheon meeting here. 

Local Chrysler Corp. dealers 
cooked up the idea of asking sales- 
men’s and dealers’ wives to get in 


|} and help sell cars. They previously 


had asked Chrysler regional person- 
nel to help and now are reaping 
the benefits. 


The format was simple. The 
wives were invited to a luncheon 
Each of 


remember the occasion, and after 
lunch Fenneman took over to pitch 
the need for family cooperation. 
“TV won't take the place of a 
husband,” said Fenneman. “But 
the dealers of San Diego for whom 
your husbands work want you to 
know they appreciate your tolera- 
tion of the long hours, night work, 
phone calls and other problems of 
being a salesman’s wife.” 
Fenneman told the women about 


Traffic Deaths 
Fall Again in May; 
9th Month in Row 


CHICAGO.—Traffic deaths across 
the nation dropped in May for the 
ninth straight month, the National 
Safety Council reported. 

The decrease was 3 percent, 2,910 
deaths this May against 3,000 in 
May last year, NSC said. 

This brought the traffic-death toll 
for the first five months of this 
year to 13,240, 7 percent below the 
14,200 total for the corresponding 
period last year, the Council said. 

On the basis of incomplete re- 
ports, disabling traffic injuries for 
the five-month period were esti- 
mated at 450,000. 

The nation entered the season of 
heavy vacation travel with 17 of the 
last 18 months showing fewer traf- 
fic deaths than the corresponding 
months of the year before. The only 
month in the last 18 to show an 
increase was last August. 

Of the 48 states reporting for 
May, 26 had fewer deaths than 
May, 1957, one reported no change 
and 21 showed increases, the Coun- 
cil said. At the end of five months, 
33 states had better records than 
for the similar period last year, and 
15 showed increases. 





Tennessee Dealer 


Robbed of $4,333 


EAST RIDGE, Tenn.—James A. 
Baird, operator of Baird Motor Co., 
was robbed of $4,333 by two armed 
men in what seemed to be a “holdup 
by appointment.” 

The night before the holdup, 
Baird said, a telephone caller had 
asked Baird to meet him at Baird’s 
office at 6:15 a.m, to show a used 
car Baird had advertised. The caller 
said he worked until 5:45 a.m. and 
wanted to see the car before going 
home. 

Shortly after he arrived, Baird 
said, the armed men entered and 


statistics can be included in its summary.| took the money. . 


45 telephone, mail or personal 
contacts to sell a car. He discussed 
the sources of prospects and 
stressed the importance of “selling 
your husband” as the best man in 
town. 

Other details of a salesman’s life 
discussed were the importance of 
proper delivery of a car and fol- 
lowup for leads to other pur- 
chasers. 

Suggested was the point that 
wives might question their 
salesman-husband about unusual 
features of Chrysler-built cars. 
Why? To sharpen up the husband 
and remind him there is some- 
thing else to sell but price. 

The women were hit right in 
their new handbags by Fenneman’s 
concluding remark that more pros- 
pects mean more business, and 
more business means more income 
for the family. 

After the luncheon was over, 
Rawdon R. Reynolds, new-car man- 
ager, Western area office, Chrysler 
Motors Corp., interviewed a num- 
ber of the women. 

“This program struck a respon- 
sive note with all the women and 
they appreciated the personal rec- 
ognition and attention of being 
included in the highly exciting and 
interesting business of selling cars,” 
Reynolds said. 

“Most of the wives were defi- 
nitely interested in knowing more 
about the methods and techniques 
required to be a successful sales- 
man. And I'm sure we enhance our 
stature, and that of the dealers, 
by taking the wives out to lunch 
and bringing them into the auto- 
mobile business.” 

The affair was organized for the 
dealers by the Chrysler Motors 
Corp. field force. In addition to 
Fenneman and Reynolds, J. R. 
Joyce, Plymouth district manager; 
N. C. Jordan, Chrysler district 
manager, and W. Carps, Dodge 
district manager, 
meeting. 
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Chevrolet Outlet 
In Midtown Detroit 
Is Closed by Rose 


DETROIT.—Grand River Chevro- 
let, one of the city’s top-volume 
dealerships, closed last Monday 
(June 30). Saul H. Rose, president, 
said Chevrolet division bought the 
assets of the business. 

The dealership, located at 5133 
Grand River Ave., is in a midtown 
area that has shifted to heavy in- 
dustry. Rose said he and Chevrolet 
decided that the dealership point 
should be discontinued for this rea- 
son and because of new trends in 
auto buying. 

Rose said he believes the auto 
dealer of the future will be a 
neighborhood dealer and that he 
may handle more than one line of 
cars and may be a part of a chain 
of other neighborhood deals in 
other communities. 

He believes that the dealer's busi- 
ness will be built on sound mer- 
chandising and quality service and 
that the dealer will strive to de- 
velop a counselling service to help 
his customers select the proper car 
and price range. 

Grand River Chevrolet was 
formed in 1932, and Rose became 
owner and president in 1944. Among 
his innovations have been an “un- 
qualified money-back guarantee” on 
late-model used cars, inaugurated in 
1950; an “indoor test track” for 
diagnosing service needs and a 
method of inventorying mechanics 
skills and upgrading them. 

Rose did not announce his plans 
for the future. He is president of 
the American Driver Training 
Assn., an organization of driving 
schools operated through new-car 
dealerships. 


Ford F-600 to Use 
British Diesel 


PETERBOROUGH, England.—F. 
Perkins, Ltd., announced that it is 
building a six-cylinder diesel en- 
gine that will be offered in Ford 
Motor Co.’s 154-inch-wheelbase F- 
600 trucks. 

The trucks, which are U. &. 
models, will be equipped with the 
Perkins F-340 diesel at Ford as- 
sembly locations throughout the 
world. The engine will be sold on 
a factory-installed basis, and trucks 
with the F-340 will be available 
from all Ford sales and assembly 
plants outside the U. 8. 

The F-600 models have GVW 
ratings of up to 19,500 pounds. The 
F-340 diesel engine is rated at 110 
horsepower at 2,850 r.p.m. and has 
a maximum torque of 240 pounds- 
foot at 1,700 r.p.m. Displacement 
is 339.3 cubic inches, and compres- 
sion ratio is 17.5 to 1. 


Murphy Folds in Omaha 


OMAHA. — Andrew Murphy & 
Sons Co., Omaha's oldest auto deal- 
ership, has gone out of business. 
The company switched from Chrys- 
ler to Oldsmobile several months 


ago. 


Newspaper Representatives Elect— 


The new officers and directors of the Detroit chapter of The American Assn. of 
Newspaper Representatives for the 1958-1959 term are, seated from left, E. S. Stagg, 
Kelly-Smith Co., first vice-president; William E. Anderman jr., Hearst Advertising 
Service, Inc., president; Stanley E. Cloutier, Story, Brooks & Finley, Inc., second vice- 
president. Standing: John H. Baker jr., Jann & Kelley, Inc., treasurer; Robert Erickson, 
Moloney, Regan & Schmitt, Inc.; Edwin Charney, Branham Co.; Joseph R. Scolaro, 
Scolaro, Meeker & Scott; John D. Burke, Hearst Advertising Service, Inc., and John L. 
Sterling, Cresmer & Woodward, Inc., secretary. 
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SPECIAL NOTICE TO ADVERTISERS 


(Especially automobile advertisers) 
about a major selling opportunity 


DURING JULY, 1958 


$60,000,000 READY CASH 
IN RETROACTIVE PAY 












WILL BE PAID TO 


WASHINGTON, D.C. AREA 
GOVERNMENT WORKERS 


Annual wage increase amounts to $106,000,000 


Sixty million dollars in extra buying power, or 
$300 per person for 200,000 government em- 
ployees, will be waiting for you in July in 
Washington, D. C. 


This provides a unique selling opportunity for 
advertisers, and calls for greatly expanded news- 
paper schedules in the Nation’s Capital. 


The annual pay increase amounts to $106,000,000, 
more than $525 per person per year. This follows 


Washington Daily News e The Washington Post 


and Times Herald 


recent separate pay increases for postal em- 
ployees, military people, civil service retirees 
and government labor and mechanical employees 
living in Washington. This is a vast sum of 
ready spending power added to the Washington 
Metropolitan Area’s already huge $4,500,000,000 
annual net buying income. 


Make sure you share this unprecedented pros- 
perity by expanding your Washington news- 
paper schedules now. 


e The Washington Star 
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Army Will Buy 
Only 13 Cars in ’59, 
Congress Told 


WASHINGT ON.—The Army| 


plans to buy only 13 new automo- 
biles during the 1959 fiscal year, 
according to procurement officers. 
They told the House Defense Ap- 
propriations subcommittee that $15,- 
000 has been budgeted for the pur- 
chase. 

The Army budget for the year is 
$8.8 billion. 


Col. W. H. Connerat said the 13 
cars are replacement vehicles under 
a ceiling of 29,200 passenger-type 
vehicles imposed by the last Con- 
gress. 

He said the Army has at least 
10,000 cars more than six years old 
which are no longer economical to 
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| 


wide inventory of Army autos that 


| purchases can be considered. 


Another witness, Lt. Gen. C. B. 
Magruder, said the Army has about 


| bat and civilian types throughout 
| the world and in reserve and Na- 
| tional Guard units. This was said 
|to average about one vehicle for 
|every five persons working for the 
| Army. 





New Oregon Levy Eyed 


Milo K. McIver, chairman of the 
| Oregon Highway Commission, pre- 


| dicted that the 1959 Legislature | 


| will be asked to increase gasoline 
| taxes and auto-license fees to pro- 
| vide additional money for match- 
jing Federal highway grants. 


must be completed before additional | 


| 320,000 man-driven vehicles of com- | 


keep in repair and operation. But, | 


Connerat said, Defense Secretary | 
Neil McElroy has ordered a world-| 





Ike’s Signature Expected .. . 


OK of Stickers Is Due 


(Continued 


subject to a fine of up to $1,000 
for false endorsements or for 
failing to affix the label, and 
there is a maximum penalty of 
@ $1,000 fine and a year in prison 
for any person who removes or 
alters the label before the car is 
delivered to the ultimate pur- 
chaser, 

The sticker law is the second 
major piece of automotive legisla- 
tion enacted during the last two 


years. In 1956, the O’Mahoney day- | 


in-court law required manufactur- 
ers and dealers to act in good faith 


Increased capacities and lightweight... 


NEW Series “C” 
Brown Aluminum Bodies 


Select your new truck body from one of Brown’s New 
Series ““C” aluminum Cargo Vans. 

Brown built its first, aluminum truck body over 25 
years ago. Today, 25,000 bodies later, it offers you the 
New Series “C” line. There are three types in this new 
line . . . all engineered to feature the strength and tough- 


ness required by operators. 


You get increased loading 
lightweight in all three types, 


capacities and money-saving 
because the New Series ““C” 


makes full use of newer aluminum alloys that are stronger 


aggre, 


TRAILERS 


division 


CLARK 


Sts 
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|in their dealings with each other. 
| The price-labelling enactment 
| will have a much wider day-to-day 
|effect on the industry since it in- 
volves every new car built by U.S. 
makers and every new imported 
|}unit that enters the country. 
| * > * 
_— provisions of the sticker bill 
and a section-by-section analy- 
sis of the measure were included 
in a committee report which ac- 
companied the legislation to the 
House floor. 
The report was authored by 





yet light in weight. Also, aluminum is rust-proof and does 
not require paint or preservatives. And it refuses to 


wear out.* 


The single unit rear frame, in this heavy-duty, trailer- 
type construction, prevents wracking,” maintains door 
alignment and protects the body from dock damage. 


More than a hundred reputable body builders sell and 
service Brown Cargo Vans throughout the United States. 


*The first Brown aluminum Cargo Van—built in 
1931—is*still in constant use on its fifth chassis! 


For complete specifications and prices contact your Brown Cargo Van Dealer—or write to: 


BROWN TRAILER DIVISION 


CLARK EQUIPMENT COMPANY -» Elgin, Illinois « Box 275 


‘ 


Rep. Peter F. Mack jr., Illinois 
Democrat, of the House Inter- 
state and Foreign and Commerce 
Committee. 

The Mack report was similar to 
that written by Senator Monroney 
after the upper-chamber committee 
finished its deliberations on the bill. 
Following is a _ section-by-section 
analysis of the act from the Mack 
report: 

Section 1 cites this act as the 
“Automobile Information Disclo- 
sure Act.” 

Section 2 contains the definitions 
which are largely self-explanatory 
—(manufacturer, dealer, final as- 
sembly point, etc.) The bill applies 
only to passenger cars and station 
wagons. 

* * * 

Fo the purposes of the bill, a 

car would remain “new” until 
it is sold to the ultimate purchaser, 
which is defined as the first person, 
other than a dealer purchasing in 
his capacity as a dealer, who in 
good faith purchases such new 
automobiles for purposes other 
than resale. 

Section 3 requires every manu- 
facturer, or importer of a new 
car for resale, to place a label 
upon the windshield or side 
window of he car setting forth: 

(a) The make, model and serial 
or identification number or num- 
bers; 

(b) The final assembly point; 
(c) The name and the location 
of the place of business of the 
dealer to whom it is delivered; 
(d) The name of the city or town 
at which it is to be delivered to 
such dealer; 

(e) The method of transporta- 
tion used in making delivery of 
such automobile, if driven or 
towed from final assembly point 
to place of delivery; and 
(f) The following information: 

(1) The retail price of such 
automobile suggested by the 
manufacturer; 

(2) The retail delivered price 
suggested by the manufacturer 
for each accessory or item of 
optional equipment, physically 
attached to such automobile at 
the time of its delivery to such 
dealer, which is not included in 
| the price of such automobile as 
| stated pursuant to paragraph 
(1); 

(3) The amount charged, if 

any, to such dealer for the 

transportation of such auto- 
| mobile to the location at which 
it is delivered to such dealer; 

(4) The total of the amounts 
specified pursuant to paragraphs 
(1), (2) and (3). 

> * 

ves 4 provides that any 

manufacturer of automobiles 

| who fails to affix a label with the 

|} endorsement required by Section 3, 

| or who makes a false endorsement 

}on the label, shall be fined not 
|more than $1,000. 

Any person who willfully re- 
moves, alters or renders illegible 
such label prior to the time that 
such automobile is delivered to the 
actual custody and possession of 
|the ultimate purchaser, except 
where the manufacturer relabels 
the automobile in the event the 
same is rerouted, repurchased or 
reacquired by the manufacturer of 
such automobile, shall be fined not 
more than $1,000 or imprisoned not 
|more than one year, or both. 
Section 5 provides for an effective 
date of Oct. 1, 1958, or the first 
day of the introduction of any 
new model of automobile in any 
line of automobile beginning after 
the date of enactment of this act, 
| whichever date shall occur last. 
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* 
Discount Out, State 
To Delay Buying 

DENVER. —The State of Colo- 
rado needs new autos but won’t 
buy any until about November 
because of the discontinuance of 
factory discounts, according to Lacy 
L. Wilkinson, State purchasing 
agent. The State usually buys 300 
to 400 cars a year, he said. 

For several years the State has 
bought new Fords and Chevrolets 
at factory discounts for well under 
$2,000 per car, he said. 

The lowest bid without factory 
discount was too high under a 
State law prohibiting payment of 
more than $2,000 for any auto ex- 
cept one for the Governor and two 
for the State Patrol, Wilkinson 
said. 
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‘| get a [M]Td-size NEw CAR MARKET 


What a market. And what a selling opportunity when 
you know for certain that you can reach this big new car 
LIFE gives you a vast, sure, responsive market market with LIFE. 

every single week. For in communities all across 
the country ... 


if 
e 
»- 


These figures from LIFE’s Study of Consumer Expendi- 
tures reaffirm what LIFE advertisers already know: that 
e Asingle issue of LIFE reaches 31% of all house- » all across the country, people who read LIFE are the 
holds—a total of 15,320,000 U. S. households. people who are receptive to selling messages . . . the people 
who actually do the better-than-average purchasing. 


its 
hs 
e And these 31% account for 44% of all new car 
iles expenditures. 
the 
a 3, 
ent 
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No wonder U.S. passenger car manufacturers in the 
first four months of 1958 invested more dollars and bought 
more pages in LIFE than in any other magazine. 
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Only LIFE gives you so much selling support...so swiftly, so surely 
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Excise Setup Is Based 
On Dollars, Not Sense 


By William Ullman 
Washington Bureau Chief 

Yr. that the same old auto excise rates are going to 
plague us for another year, you can almost hear the 
industry’s wail of frustration: How come something always 
happens to block reduction? Are our spokesmen in Washing- 
ton failing to present our side of the story strongly enough? 
oe 


Why is the auto business al- : A: 


Ways singled out for such 
unfair treatment? 


In looking for an answer to that 
last question, it should be remem- 
bered that the auto industry is not 
the only one to be saddled with a 
discriminatory excise rate. 

The 10 percent tax on new cars 
and trucks is also levied on light 
bulbs, cosmetics, luggage, air con- 
ditioners, radio and TV, musical in- 
struments and local and long- 
distance telephone calls, to name 
but a few products. 





There is a 5 
percent Federal 
excise rate slap- 
ped on household 
refrigerators, 
electrical, gas and 
oil appliances and 
home movie pro- 
jectors. 

See any pat- 
tern? Find any 
consistency? 
No, and nobody 

else does either. You can’t call 
all these products “luxuries” by 





William Uliman 





any means. A light bulb is no 
more of a luxury than a truck, 
and an air conditioner—at least 
during a Washington summer— 
doesn’t seem like one. 

It would be difficult to convince 
|@ bass fiddle player, who supports 
a wife and three children on his 
musician’s pay, that his instrument 
is more of a luxury than a me- 
chanic’s tools. 

Or try to tell a travelling sales- 
man that his luggage isn’t essen- 
ital, or any young lady, however 
poor, that she doesn’t need lip- 
stick. 

* * 


* 
‘Luxury’ Label Improper 

HILIP M, TALBOTT, chairman 

of the board of the U. S. Cham- 
ber of Commerce, has called the 
whole mess “a hodge-podge of in- 
discriminate excises,” and hardly 
anybody in or out of Congress dis- 
agrees with him. 

The excises are not “luxury 
taxes,” and they were never meant 
to be, because a government can- 
not secure enough excise revenue 
simply by taxing mink feather 
dusters and sterling silver candle 
snuffers. 

It was an unhappy day when 
somebody called excises “luxury 





taxes,” because it has oénfused 


the issue. On occasion, industry 
spokesmen appearing before Con- 
gress have consumed time and 
paper arguing that cars and 
trucks are essential to American 
commerce, which is a little like 
arguing that two times two 
equals four, That isn’t the point. 

What is the point? It is that ex- 
cise taxes—the current indiscrim- 
inate ones—bring in the dough. It 
is estimated that during fiscal 1959 
(which began July 1), the tax on 
new cars will produce about $1 
billion for the U. S. Treasury, and 
the truck tax will mean another 
$250 million. 

The tax on appliances will bring 
in $75 million, and that on refrig- 
erators, $44 million. The 10 percent 
levy on business machines—a non- 
luxury if there ever was one—is 
expected to draw about $93 million. 
Communications taxes will account 
for more than $1 billion more. 

* = * 


Excise Is a Revenue Plum 


BVIOUSLY, the Government is 

loath to give up such a lucra- 
tive source of revenue—whether it 
is fair or not—unless it can make 
up the loss by applying other taxes. 
In fiscal 1958, excises brought in 
about $8.9 billion in revenue, and 
that money would have to come 
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cars .. 


e Can double engine life . 
sub-zero cold. 


of gasoline. 


forjevery new car! 


Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
. a “must”’ for new cars! 


. . in summer heat, 


@ In effect, increase the octane rating 


e Help control engine knock, pre-ignition 
ping, spark plug fouling. 


Outsells all other 
year-’round oils by far! 


e Increase gas mileage, engine power. 








Another reason you’re Miles Ahead with Mobil 


| with the 
| present system which causes re- 








from some other source if excises 
were sharply reduced or abolished. 

Where should the Government 
make up the loss? Few individuals 
would care to see income tax rates 
increased, and most businessmen 
are convinced that the corporate 
tax rate is too high now. 

The solution most often 
broached by business spokesmen 
is a general excise tax—on all 
manufactured end products ex- 
cept food—to replace the present 
“hodge-podge.” This is not a new 
notion; a bill calling for one has 
been introduced almost every ses- 
sion for years by Rep. Noah 
Mason, Illinois Republican. 

Back in 1953, a spokesman for 
the National Assn. of Manufac- 
turers told the House Ways and 
Means Committee that his group 
was convinced “that the Federal 
Government must always make use 
of excise taxation .. . We must 
face squarely the kind of excise 
tax structure that will be most 
equitable for producers and con- 
sumers and, at the same time, most 
beneficial from the revenue stand- 
point.” 

. > > 


Is Broader Tax Needed? 


HE NAM wanted a flat manu- 

facturers’ excise tax rate, set 
at someplace between 4% and 5 
percent. They favored that ap- 
proach because it would be “fair 
to everyone” and would do away 
“discrimination of the 


sentment and controversy.” 

The NAM’s reasoning, which 
many Washington tax observers 
consider extremely realistic, is prob- 
ably just as valid today, five years 
later, as it was then. In fact, the 
House Ways and Means Committee 
favorably reported a uniform manu- 
facturers’ excise tax bill 26 years 
ago, but saw it defeated on the 
floor. 

Congress, which generally rec- 
ognizes the serious flaws in the 
present excise structure, is 
understandably reluctant to grant 
special relief to just one industry. 
It did make an exception several 
years ago by cutting the rate on 
motion picture admissions, and it 
cut the freight tax this year. 

But these are rare exceptions, and 
many in Congress opposed even 
these reductions. Most lawmakers 
are aware that piecemeal relief will 
only add fuel to the controversy. 

The- best hope for eventual auto 
industry relief—and for relief of 
other industries as well—may lie 
in supporting some sort of general 
tax on all products. If the industry 
cannot do away with excises, it 
might be able to stop their dis- 
criminatory application. 

> > 7 


Earnings Drop 40 Pct. 


ARNINGS after taxes of U. S. 

manufacturing corporations fell 
to $2.5 billion in 1958’s first quarter, 
a decline of 40 percent from the 
like period of 1957, according to 
the Securities and Exchange Com- 
mission. 

Durable goods industries ex- 
perienced the largest drop, with 
net profit after taxes of motor- 
vehicle makers off 54 percent 
from a year ago. 

Other groups with profits off 50 
percent or more included iron 
and steel, machinery (other than 
electrical), nonferrous metals, 
stone-clay-glass products, furni- 
ture, lumber and textiles. 

The only industries in SEC's re- 
port which reported higher earn- 
ings than a year ago were tobacco 
and drugs. Ee 


Foreign Investment Poll 


= first survey in eight years 
of U. S. business investments 
abroad is being taken by the Office 
of Business Economics of the De- 
partment of Commerce. 

At the time of the last survey in 
1950, private U. S. foreign invest- 
ments had a book value of about 
$12 billion. The new survey, which 
has a deadline of Aug. 31, 1958, is 
expected to reveal a foreign invest- 
ment of about $24 billion. 

+ * * 


$13 Billion in Road Aid 


7; Federal Highway Act of 1956 
‘was two years old June 29, the 
anniversary of its signing by Pres- 
ident Eisenhower. Since that time, 
about $13 billion worth of Federal- 
aid projects, involving more than 
93,000 miles of construction, have 
been put into the works or com- 
pleted. 
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NOW=-A BIG COMPETITOR CONFIRMS 


Rambler Is The Modern 
Yardstick of Car Values... 


Read What “PRINTERS’ INK,” Leading National 
Magazine of Advertising and Marketing, Reports— 


Ford and Rambler are staging a real tilt over comfort and economy claims 


Ford's current ads provide plenty of excitement. 
The situation here is that an automotive David has 
been pitching rocks at an industry Goliath, and 
apparently the stones are hurting. This could be 
read into the recent flare-up of newspaper and radio 
ads which Ford division of Ford Motor Co. is using 
to combat the ads of American Motors Rambler. 

For years Rambler has talked about ‘‘big-car 
room with small-car economy”’ and has frequently 
had gas consumption figures to prove the latter 
claim. Now Ford “‘sets the record straight’’ with 
the results spelled out in actual miles of a NASCAR- 


supervised run in which a Ford *‘six’’ required less 
gasoline than ‘‘the six-passenger American car 
that has been claiming small-car gas economy.” 

There can be no question that Ford has singled 
out the Rambler for special attention and that it 
regards this car as a new competitor. Previously 
Ford had regarded Chevrolet and Plymouth as its 
chief rivals, and this is certainly a new tack for one 
of the Big Three to take. Chevrolet and Plymouth 
have not altered their copy theme. 

Now why is Ford so exercised about Rambler? 
A look at their respective sales figures might offer 


a Clue. Ford, second to Chevrolet, sold only 324,179 
cars through the first four months of this year, 
compared with 492,702 in the same period last 
year, off 35 per cent. 

Meanwhile, Rambler enjoys the best year in 
American Motors history. In the 1957 model year 
Rambler sold 85,000 units. In the 1958 model year 
to date Rambler has sold 125,863, and will probably 
sell 165,000 before it finishes this model year. This 
nearly 100 per cent increase, as against Ford's 35 


per cent decrease, could lie at the bottom of the feud. 
REPRINTED FROM “PRINTERS’ INK,” June 20, 1958, Page 9 


















e--Here Are The Facts 


e ON ECONOMY -« ON PRICE «+ ON 
RESALE e ON QUALITY AND VALUE 
On every one of these basis of comparison, Rambler is happy to present 
the facts. 
What About Economy? 
Rambler 6 consistently is the recognized leader in official gasoline economy 
runs and gets owners’ votes for economy, too! 





Mobilgas Economy Run— 


Rambler 6 holds two all-time economy records. 
For cars with overdrive—31.05 miles per gallon. 
For cars with automatic transmission—27.47 miles per gallon. 


Rambler 6 holds three official NASCAR Economy Records: 


Border-to-border and coast-to-coast for less than a penny a mile for 
gasoline (6 with overdrive). 


Nationwide survey among 1958 car owners! 


According to a recent impartial survey, Rambler owners report their 
cars deliver substantially better gasoline mileage than do owners of 
Car “‘F”’—both 6 and V-8. 


Rambler Dealers Have The Facts. 


What About Prices? 


In claiming lower prices, in recent advertising, Car “‘F’’ didn’t even bother 
to compare similar models. They compared their two-door model prices with 
Rambler four-door prices. Actually, the lowest priced Rambler 4-door sedan 
is priced under the lowest priced 2-door, 6-passenger sedan of Car “F,” 
and well under Car “‘F’s” comparable 4-door sedan, according to published 
manufacturers’ suggested retail factory-delivered prices. 





We Have the Product for the Expanding Compact 
Car Market... YOU Have the Opportunity! 


Rambler Franchises Also Available In Canada and Important export markets. 
In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto 


In basing their price claim on their two-door sedan, Car “‘F’’ ignored the 
lowest-priced Rambler American two-door five passenger sedan which is 
priced $266.00 less than the lowest-priced Car “‘F”’ 2-door, six passenger sedan. 


Rambler Dealers Have The Facts. 


What About Resale Value? 

The latest Red Book National Market Report covering 1956 and 1957 
cars shows that every model of the Rambler 6 sedan depreciated substantially 
less than corresponding models of Car ‘“‘F’’—less, in fact, than any of the 
other low-priced cars. Both national authorities on used car values, the Red 
Book and the Used Car Guide of the National Automobile Dealers’ Associa- 
tion, show Rambler consistently at the top in resale value. 


Rambler Dealers Have The Facts. 


What About Quality? 

Rambler is built with modern, all-welded Single Unit Construction— 
stronger and safer than old-fashioned construction. So are Car “L”’ and Car 
“C” and Sports Car “T’’, high-priced prestige cars built by this other 
manufacturer. But not Car “F,”’ which is built with old-style separate 
body and frame. 

Rambler’s compact size makes it far easier to turn, park, and garage than 
any other American-built car. Yet, in important comfort dimensions, such 
as shoulder room and headroom, Rambler beats Car “‘F’’ in both front and 
rear seats. 

Rambler Dealers Have The Facts. 


Comparison Is The Proof 


We agree that owners of Car “F’’—and others—should compare before 
buying another car. Because, when they compare, many of them switch to 
Ramblers. In fact, today twice as many Car “F”’ owners are trading for 
Ramblers as last year! 


No wonder Rambler sales are up 78%! 


RAMBLER The Only Car That 
Gives You The Best of Both: 


@ American big-car room and comfort. 
@ European small-car economy and handling ease. 
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Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Gentlemen: Will you please provide me with more complete information 
about the Rambler franchise. | understand that | am under no obligation 
and my inquiry will be held in the strictest confidence. 
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It's Time to Start Real Drive 
For Excise-Tax Relief 


iS, sources indicated some time ago that it 
looked like the auto industry had a good chance this 
year of getting relief on excise taxes. 


There was strong popular support in Congress for the 
idea of seeking to spark auto sales by reducing an unjust 
tax. 


And no one argued that the excise case on cars was just. 
Obviously it is an unfair tax that has remained on the books 
because the industry has not made an effective effort to re- 
move it. 


Several congressmen made a strong effort in the present 
session. The argument that beat efforts at relief was simply 
that the Federal Government needed the money — if the 
taxes were cut, the U. S. deficit would grow. 


It should be obvious to the industry that it is not going 
to get rid of the tax in times of distress. Big Government 
has become accustomed to those billions. It won’t let go 
without a terrific struggle. 


And if it ever does let go, it will have to be in a period 
when it can afford to do so or when the auto industry demon- 
strates that the revenue level can be kept up by a substitute 
tax. 


A fair solution would be to make all manufactured prod- 
ucts bear a small load instead of a few products carry a 
large load. 


The time to start planning to get rid of this burdensome . 
and unfair tax is right now. 


Last-minute efforts have failed. Relief will take long and 
concerted action by the auto industry. 


The auto industry has demonstrated unusual ability to 
carry a heavy tax load, but, as with all golden geese, there 
is a limit. 








Coming 
Events 


Dealer Conventions 


Aug. &9—Montana Automobile Dealers 
, East Glacier Hotel, Glacier Park, 
ont. 





Aug. 10-12—Georgia Independent Auto- 
mobile Dealers Assn. Bon Air Hotel, 
Augusta. 


Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 


Aug. 17-18—Georgia Automobile Dealers 


Assn., General Oglethorpe Hotel, Sa- 
vannah. 
Sept. 5-7—Maine Automobile Dealers 


Assn., Eastland Hotel, Portland. 
Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs, 


Sept. 7-9—Wyoming Automobile 
Assn., Lander, Wyo. 


Dealers 


. 8 — New Hampshire Automobile 
ealers Assn., Farragut House, Rye 
Beach, N. H. 


Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 


Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 


Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 
Louisville. 


Sept. 21-23—Ohio Automobile Dealers 
Assn, The Neil House, Columbus. 

Sept. 21-23—New York State Automobile 

alers, Lake Placid Club, Lake Placid. 


Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 


Sept. 21-23—New York State Automobile 
ealers, Inc.. 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 


Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 


Oct. 19-21—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 


Oct. 25-27—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 


Oct. 27-29—New Jersey Automotive Trade 


Assn. Chalfonte-Hadden Hall Hotel, 
Atlantic City. 


Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 


Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 


Nov. 16-I18—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 


Nov. 16-18—National Independent Auto- 
mobile Dealers Assn.. Edgewater Beach 
Hotel, Chicago. 


Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 





Letterbox 





Dec. 9—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 





Automotive Cartoon 


Of the Week 





Hoppes 


“Now remember, we can offer them an unlimited 
number of ‘58s as well as a complete variety 
of good used cars.” 





‘Echo of Whippet... . - 


This is an open forum for the discussion of any subject interest to our 


Jan. 31-Feb. 4—Nationa!l Automobile 


Dealers Assn., Chicago. 

March 1617—Automobile Dealers Assn. 
of North Dakota, Bismarck. 

May 17-19 — Idaho Automobile Dealers 


Whence Crosley? 

I notice a great deal in all trade 
papers about the invasion of small 
foreign cars in America and the 
speculation as to whether the Big 
Three would bring out an 
American-made small car. 

I remember back in 1948 and 1949 
we used to see quite a number of 
Crosley cars on the highways and 
the first thing any of us knew they 
disappeared and I presume the 
manufacture was discontinued 
about that time. I would like some 
general information as to why. 

Was it generally considered on 
account of the poor quality of 
the product or was it mis- 
management of the company, or 
was it ten years too soon? What 
became of the Crosley Company 


Assn., Boise. 


Auto Shows 


Oct. 419—Texas State Fair Automobile 
Show, Dallas. 


Nov. 5-ié—Turin Auto Show, Turin, Italy. 


Nov. 21-30—Cleveland Auto Show. Public 
Hall, Cleveland. 

Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, 
national Amphitheatre, Chicago. 
Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 
Apr. 6I!—Denver Auto Show, 

Auditorium, Denver. 
*- *+ *# 


General 


Inter- 


Denver 


hp, 19-47 — Bod a Costom World's and what became of their tools, 
or, ndus rial rts “ astern dies and equipment? 
— eee Wert Seringhetd, I have often thought that a small 


car with a motor about the size of 
the first Whippets brought out in 
1927 would find a ready sale in the 
American market if the car had 
refinements equal to the average 


Sept. &!!—National Truck Leasing Sys- 
tem, |4th Annual Meeting, Blackstone- 
Sheraton Hotel, Chicago. 


Oct. 6-8—Truck Body & Equipment Assn., 
Inc., convention - exhibit, Ambassador 
Hotel, Atlantic City. 


20 Years Ago . wal 
The Big Stories 


Firestone Tire & Rubber Co. this week in 1938, celebrated the 15th 
anniversary of the introduction of the first balloon tire. The first 
tire came through production at the Firestone plant in Akron in 1923. 

Automobile registrations for May, 1938, totalled 178,060 units, a 
decline of seven percent from the 192,243 registered in April. This 
compared with 391,697 units for the same month in 1937. 

Total of 22,556 new and used cars were financed in Canada for 
$10,089,544 in May, according to the Dominion Bureau of Statistics. 

The Illinois Manufacturers Assn. criticized the high taxes imposed 
on automobiles. In an analysis on auto taxes, the association said 
the driver of an auto is taxed 345 times, including 27 taxes on the 
purchase of the car, 117 taxes on its upkeep and 201 on the oil and 
gas used. “It is estimated that when you buy a new car, $63.81 goes 
for taxes,” the group said. 

—From the files of Automotive News. 








stock car in the lower price class 
of the Big Three. 

I have experimented just a little 
with small cars but the ones I 
experimented with were uncom- 
fortable-—Bue.t Scorr, Johnson, 


Kans. 
> > > 


‘We're Grateful, But...’ 


We want to thank you for the 
friendly mention of Naugahyde 
vinyl upholstery in AvtTomortive 
News of May 19, 1958. Such notice 
is flattering and we are extremely 
grateful. 

Should you have occasion to do 
so again, however, we would like 
you to word your reference to our 
product a little differently in the 
interest of protecting our 28-year 
old trademark. Naugahyde is a 
United States Rubber trademark 
and should not be used either in 
singular or plural form to describe 
a vinyl upholstery product. 

In the interest of our customers 
as well as ourselves, we want to 
avoid misuses of the very valuable 
Naugahyde trademark which we 
originated. Repeated misuses might 
cause it to pass into the language, 
where it could be used by competi- 
tors and imitators. 

As you may recall, this is what 
has happened in the case of many 
well-advertised product names, all 
once the trademarks of companies 
that originated these products — 
T. H. RaNnpecker, manager, adver- 
tising and sales promotion, Coated 
Fabrics Department, United States 
Rubber Co., Mishawaka, Ind. 


* + * 


Come On, Bethune, Smile 


I look forward to receiving and 
reading Automotive News each 
week, but one thing disturbs me— 
Bethune Jones’ picture. 

How about getting him a new 
one? Things aren’t that bad— 
Exuiorr Srepecseaver, Elliott Stadel- 
bauer Motors, Ltd., Toronto. 
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FEATURE THIS! Dad and Mother wait ’til the 
junior department has done its required read- 
ing. Small wonder. A galaxy of features flanks 
The Inquirer’s vital news: Thoughtful columns 
on world affairs, Personality stories, Broadway, 
Hollywood and TV news. Such interesting, 


amusing, informing features have won intensive 
reader interest that transfers itself to the ad- 
vertisements. Starch Reports show The Inquirer 
gets far higher attention and readership than the 
second newspaper in Philadelphia. Good place 
to advertise? Most advertisers think so! 


The Philadelphia Pnquirer 


Constructively Serving Delaware Valley, U. S. A. 


t 


Delaware Valley, U.S.A. — 14 


county Retail Trading Area... 
home of 5,200,000 people ... 
Philadelphia is the hub. 


LOS ANGELES 
FITZPATRICK ASSOCIATES 
3460 Wilshire Boulevard 
Dunkirk 5-3557 


DETROIT SAN FRANCISCO 
RICHARD I. KRUG FITZPATRICK ASSOCIATES 
Penobscot Bidg. 155 Montgomery St. 
Woodward 5-7260 Garfield 1-7946 


CHICAGO 
EDWARD J. LYNCH 
20 N. Wacker Drive 

Andover 3-6270 


NEW YORK 


ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 
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Testing Coolants— 
Harry W. Loper, head of the Dow auto- 


motive research section, inspects some 
metal discs thot have been submerged in 
test radiators. 
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Research on New Fluids 


Plays Key Car Role 


By Joseph M. Callahan 


Engineering Editor 
IDLAND, Mich.—Anyone producing the fluids that go 
into today’s cars has to be “on top” of all current and 
future developments in the dynamic auto industry. 
This becomes forcefully apparent if you visit Dow Chem- 
ical Co.’s new lab here and talk with Harry M. Loper, head 


of the firm’s automotive re- 
search section. 
While Loper and his 42- 


man staff don’t know exactly which 
direction the auto makers are 
going to travel “down the road,” 
he frankly discussed with AuTomo- 
tive News some of the radical 
developments Dow is preparing for. 
Among these developments are 
the transaxle, higher compression 
engines, aluminum engines, smal- 
ler transmissions and torque con- 
vertors, vapor cooling systems, 
sealed cooling systems, 12-inch 


oO 
wheels, disk brakes and central 


hydraulic systems. 

While some of these features may 
never appear on U. 8S. production 
cars, Dow nevertheless has to 
“cover all these bases” so as to be 


prepared for most any eventuality. | 


Styling trends also enter the pic- 
ture. For instance, lower hood lines 
will further complicate engine cool- 
ing and possibly produce higher 
brake fluid temperatures. 

> > > 


High-Density Fluid 
As. the coming switchover to 
unitized construction by some 


| “This 





of the auto makers compels Dow} people, their boiling point and 
to do more research on Latex| their odor.” 


paints because of 
their comparative 
safeness when 
used in body dips. 
This, however, is 
not in Loper’s op- 
erational area. 
One of Loper’s 
principal projects 
now is the devel- 
opment of a high- 
density torque 
convertor fluid ‘ 
that would be J. M. Callahan 
suitable for a smaller and more 
efficient torque convertor. He said 
that if a more efficient fluid were 
found, it could permit partial elim- 
ination of the front seat hump, or 
possibly it would be useful for 
transmitting more torque with the 
current-sized transmission. 
“We're now working with some 
high-density stuff that weighs 18 
pounds a gallon, compared to the 
normal Type-A fluid that weighs 
seven pounds a gallon,” he said. 
stuff is heavy, but not 
syrupy. We have had some com- 
pounds weighing as much as 25 
pounds to the gallon, but they 
still pour like water. 

“With these fluids, of course, we 
also have to consider their effect 
on metal and seals, their toxicity to 
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provides safe braking of heavy vehicles 
that use hydraulic foundation brakes 


With the 


WAGNER ROTARY AIR COMPRESSOR 
--» POWER CLUSTER 
.-» FOOT VALVE 


You give your customers 


of passenger car hydraulic braking systems. 


© SINGLE ACTION BRAKE APPLICATION 
(eliminates uncertain two-stage feel) 


® LOW PEDAL OR TREADLE 
© FAST APPLICATION AND RELEASE OF 


BRAKING PRESSURE DUE TO HIGH CAPACITY 


APPLICATION VALVE. 


With 35 years of experience in manufac- 
turing braking systems, Wagner is the only 
manufacturer producing ali of the air and 
hydraulic components necessary for a com- 
plete air-over-hydraulic power 
The vehicles you sell will be safer when 
they are equipped with Wagner Air Brake 
Systems —the systems with the Rotary 


Compressors. 


brake system. 


tion brakes. 


Wadner Electric @rporation 
6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO, U.S.A. 
(Srenches in principe! cities in U.S end in Conede) 


the advantages Gg 


Get the whole story on Wagner Air-Over- 
Hydraulic Systems—first in economy, 
reliability and safety. 

SEND FOR CATALOG KU-201. It points out 
the many advantages you gain with Wagner 
Air-Over-Hydraulic actuation on all your 
vehicles equipped with hydraulic founda- 




















The toxicity of any fluid or chem- 
ical is a major potential problem 
to Dow and a separate building and 


;| staff is maintained to make ex- 


haustive toxological studies with 
animals on all Dow products before 


they are sold. 
+ * * 


No Single Fluid Yet 


ISCUSSING transmission fluids, 

Loper said: “Smaller transmis- 
sions are also possible if better 
fluids can be developed. Normal 
operating temperature of a trans- 
mission is 250 to 275 degrees Fah- 
renheit. But we now have fluids 
that can operate at 350 degrees, 
and even at 400 degrees for a 
short term.” 

Asked about lubricants needed 
for the transaxle (rear-end trans- 
mission and axle), he said that it 
could be lubricated, either with two 
separate fluids or with a combined 
fluid. 

“However,” he explained, “It’s 
hard to conceive at the present 
time of one fluid that could do 
both jobs. The differential, with 
its sliding gears, requires a fluid 
that is almost a grease, contain- 
ing 20 to 40 percent chemicals. 

“On the other hand, the trans- 

mission uses a light oil. A further 
complication is that some trans- 
missions and torque convertors re- 
quire separate fluids.” 

In a reference to today’s crank- 
ease fluids, he said that they are 
gradually using more chemicals and 
less oil. Loper asserted that the 
current multi-grade oils use about 
8 percent chemicals and 92 percent 
petroleum, compared to 98 percent 
petroleum 10 years ago. 

“Five percent of these fluids con- 
sist of viscosity index improvers. 
Other chemicals are detergents, 
anti-oxygenates, corrosion inhibitors 
and anti-foam elements. Of course, 
Dow doesn’t market any of these 
chemicals. We sell the elements to 
the producers,” he said. 


Ready for New Brakes 


OPER said that Dow now has a 
brake fluid ready for projected 
12-inch wheels which would oper- 
ate at higher temperatures and for 
disk brakes which create higher 
instantaneous temperatures but 
then quickly cool down. 

“We're also working on a fluid 
for a central hydraulic system,” he 
continued. “We're considering both 
petroleum and synthetic fluids. 
What is needed here is a new fluid 
that would include all the prop- 
erties of the various fluids—for the 
brakes and everything.” 

Switching to his principal area 
of research, engine cooling sys- 
tems, Loper feels that vapor—or 

ebullient-cooled engines are a 

strong possibility for the future. 

“The problem is to get a liquid 
that will form a vapor and not 
freeze,” he said. “Ordinarily, one- 
third of the heat of an engine is 
dissipated directly through the en- 
gine and one-third is dissipated 
through the cooling system. The 
rest of the heat performs the func- 
tion of warming the engine so it 
will operate more efficiently. 

“Now, if you use a vaporized 
coolant, it is possible to use some 
of this ordinarily wasted heat— 
perhaps to drive a fan, or a genera- 
tor. With this system, it would be 
possible to use a smaller radiator 
or to put the radiator under the 
floor or in the trunk, because a 
good part of the heat or energy 
would be used to convert the fluid 
to vapor.” 

* + > 


Self-Circulating 
[om said that this system 
would also save the five to 10 
horsepower that now is required to 
pump the fluid around the engine 
because the vapor would circulate 
itself. All that would be needed 
would be a small pump to return 
the condensation. 

Loper’s staff is also experimenting 
with a sealed cooling system that 
would last the life of the car or 
until an accident occurred. 

“We already have developed one 
of these systems,” he said. 

Declaring that there is a grow- 
ing interest among the auto 
manufacturers in engine cooling, 
Loper said the three-stage cool- 
ing systems in the Mercury, Edsel 
and Lincoln signify this. 

Other automotive chemical re- 
search projects now being con- 
ducted in the Dow labs or in Dow’s 
1,100-car test fleet include arctic 


antifreeze, radiator cleaners, water 
(See TURNINGS, Page 15, Col. 1) 
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How They're Pushing Sales 


Dealer Ad Ideas 


Dealer Switches TV Show 


Penn nine years, Courtesy 
Television Theatre (Channel 9, 
WGN-TV) is switching from the 
10 p.m. spot on Sunday to 10 p.m. 
Monday, effective June 2. 


The Courtesy Television Theatre 
at 10 p.m. Friday (Channel 7, 
WBKB-TV), will continue uninter- 
rupted, said Jim Moran, president, 
Courtesy Motor Sales, Inc., Chi- 
cago. 

“The principal reason for the 
switch,” said Moran, “is the pres- 
ent overlap between our Friday 
night feature film show and the 
Sunday night show. We feel that 
we can get greater coverage of the 
market by changing to Monday 
nights, We also find that the shop- 
ping habits of car buyers are such 
as to indicate the change will no- 
ticeably help our midweek busi- 
ness.” 


* * * 







S-P Deale 
Conducts Own 


> 
‘Mile-A-Thon’ 

EELING MOTORS, INC.) 

(Studebaker-Packard), Frank-| 
lin, Ind., conducted its own “mile-a- | 
thon” to demonstrate the economy | 
of the Studebaker Scotsman. 

H. A. Keeling sr. said the winner, 
driving over a four-direction course 
to equalize the effect of the wind, 
got 38 miles on one gallon of gas. 
His prize was a Fan-O-Matic fan| 
release. The runnerup drove 36.55 | 
miles and the third-place winner 
got 36.4 miles, Keeling said. 

He said the test car was a four-| 
door Scotsman equipped with a 
Fan-O-Matic and a standard gallon 
jug on the front of the car where) 
it was in sight of the driver and| 
passengers. A pressure gauge was) 
mounted on the dash. 

The course measured 29 miles, 
Keeling said, and the driver con-| 
tinued on a second lap if there) 
still was gas in the jug when the) 
course was completed. Each driver | 
had to take three riders to act as) 
witnesses and he could drive as he} 
wished, Keeling added. 


Watches & Wine 
They Build Goodwill for 


Rogers Plymouth 


RIVATE-STOCK” champagne 

and gold watches are part of 
a campaign that is helping Irving 
Rogers, of Rogers Plymouth, Levit- 
town, N. Y., establish closer rela- 
tions with customers. 

Through an arrangement with a 
wine distributor, Rogers has a sup- 
ply of champagne with labels that 
read “Maison Rogers.” He sends a 
bottle to new-car customers with 
the suggestion that they entertain 
friends at an announcement party. 

He gives a gold wrist watch to 
anyone who refers a prospect who 
buys a new car. According to 
Rogers, “This is one of the most 
effective promotions we ever have 
used. It brings us good prospects 
every day, and the cost is modest.” 

a 


* * 
‘Higher-Price’ Ads Pay Off 
‘OF prices are not the lowest” 

said the headline on a two- 
column ad inserted by Broad St. 
Pontiac, Inc., Newark, N. J. The 
firm then gave five reasons why 
it said people were willing to 
spend a little more to deal with 
Broad St. Pontiac. 

“In view of the alarming 
amount of price advertising prev- 
alent among dealers today, es- 
pecially in our area, we tried a 
slightly different approach in the 
belief that perhaps an ad stating 











the exact opposite of the other 


TURNINGS 


(Continued from Page 14) 
pump lubricants, windshield wash- 
ing fluids, coolants for aluminum 
and gas turbine engines, synthetic 
lubricants for two-cycle and four- 
cycle engines and improved glycol 
and methanol antifreezes. 

In conclusion, Loper said it’s 
surprising how often some chemical 
Product can overcome an automo- 
tive engineer’s design problem. 


ads might do some good,” said 
Robert Burns, vice-president of 
the firm. 

“The response to this ad both 
on the telephone and in our 
showroom was overwhelming and 
most gratifying,” he continued. 
“In contrast with our previous 
price ads which brought little or 
no results, this theme actually 
brought genuine buyers and pros- 
pects into our showroom. 

“We can positively state that 
we took six orders the day after 
this ad appeared, and have at 
least 30 prospects that we can 
consider possible sales in the 
very near future.” . 


* * * 


Thanks ‘Buy Now’ Buyers 


ILT NODLER MOTORS 
(Dodge), Meadville, Pa., placed 


an advertisement in the form of a/| 


thank you note to express its grati- 
tude to “all of you who helped 
make You Auto Buy Week such a 
big success.” 

The ad listed those who had 


i 
5 


bought or ordered new cars and 
trucks during the week, thanking 
them and “the many, many people 
who bought one of our dependable 
used cars.” 


The dealership, which was re- 
ported to have had top sales among 
all makes during the campaign, 
said it was continuing You Auto 
Buy Week deals for another week. 

= * . 


Announcing Midway Motors 


A BULLETIN-BOARD approach 
was used in a six-column ad 
anouncing the opening of Midway 
Motors, 200 N. Vermont Ave., Los 
Angeles. 


“Tacked” on the board were 
various announcements and pic- 
tures. The pictures showed Don 
K. Hankey, president; Jim Neill, 
general manager, and service em- 
ployes in a group. 

“Ford division of Ford Motor Co. 
is happy to welcome your newest 
Ford dealer,” said one announce- 
| ment. Others showed and described 
|cars and trucks. 

+ : 


Saluting the Town 


ARMENTER PONTIAC CO. 
Eugene, Ore., is running a series 
| of advertisements built around the 
theme, “We salute our town.” 

One of the ads, headed “A Trib- 
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ute to Our Lawyers,” declared: 
“The astute lawyer is a philosopher 
as well as a humanitarian, Your 
troubles are his troubles .. . he is 
truly your friend and counselor 
against the unjust and avaricious. 

“In this community, our excel- 
lent lawyers stand as a bulwark 
against inefficient government. 
Civic pride and betterment are 
their goals. We salute them today 


for magnificent achievements.” 
+ * * 


They’re with Ike 


ir AN advertisement captioned 
“OK, Ike,” State Motors, Inc., 
(Lincoln-Mercury), Manchester, 
N.H., said the company was doing 
its part in response to President 
Eisenhower's statement that “the 
upturn of our economy will be the 
result of millions of citizens mak- 
ing their purchases, having greater 
confidence.” 

“We, too,” said State Motors, 
“believe that hundreds of us, by 
buying now .. . by investing in 
our faith in America ... can gen- 
erate a powerful, job-making busi- 
ness upturn. 

“We have lowered our prices to 
give you, the people of New Hamp- 
shire, the opportunity of buying 
the car you need, at a price you 


15 


can afford. Sound business practice 
does not permit us to GIVE our 
cars away, but we have built up a 
reputation for 39 years of giving 
unusually high trades and giving 
out the best of deals, This week, 
more than ever, you will find this 
so.” 
& = . 
Supermarket Tiein 
L. O. Gates Chevrolet, South 

Bend, offered weekend visitors to 

a Kroger supermarket a free 
demonstration ride in a ’58 Chev- 
rolet. The visitors received free 
from the supermarket 100 gift 
stamps without any purchases 
being required. 

= + * 

Service Night and Day 
 ear~coraen OLDSMOBILE, INC., 

Rochester, N. Y., promoted 
service business with a newspaper 
ad announcing that motorists 
could have their cars serviced at 
night. 

The firm said its entire service 
department was being kept open 
for business until 10 p.m. Monday 
through Friday. The service depart- 
ment advertises it is serving cus- 
tomers 14% hour a day. 


"insure a steady lift 
and even feeding 
to our elevator.” 


Perfection Hoists help sand hauler 
O. C. Warner, Lodi, Ohio, to keep 
his customers satisfied. Says his cus- 
tomer, Mr. Don Whitwright, V.P. of 
Best Ready Mix, Inc., “Perfection 
puts the lift where it will do the most 


good. 
even feeding to our elevator. 


” 


It insures a steady lift and 


To 


this, Mr. Warner adds, “We use Per- 
pection Hoists because of their dur- 
ability under heavy hauling.” Write 
for free technical advice on your 


application. 


OF PERFECTION HYDRAULIC HOISTS 


Company. 


Street 


he PERFECTION 
TEEL BODY Co. 


GALION, OHIO 


City & State 


Attention: 
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Choking Legislation } 


Points Up Need for 
Fast Industry Action 


dealers in that state and manu- 
facturers who face meeting un- 
realistic demands on the trucks 
they build for the use of Pennsyl- 
vania haulers. 


HE truck industry must come 

up with some means of getting 
faster action on supplying sound 
data and suggestions to meet the 
demands of state highway admini- 
strators and legislators or it may Faced with what they considered 
face a situation like the one that|to be a serious situation because 
existed before World War II when! of the many steep grades and the 


laws in several states created bot-| limited number of turnpike roads) 


tlenecks that throttled free trans-|in their state, Pennsylvania offi- 
portation of commodities to and| cials in 1956 asked the industry for 
from the East. | suggestions as to requirements 

An example of what it costs (they could write into their law 
the makers, dealers and thou- | that would assure safer operation 
sands of users when the industry | of heavily loaded trucks. 
“drags its feet” is now happening | The industry had no formula to 
in Pennsylvania, according to loffer at that time. 
| And today, six months after en- 
|} actment of a law to meet what the 
| State Legislature felt was a crisis, 
brought on by a number of bad 
accidents on hills in various parts 
|of the country, the industry has 
| yet to come up with a formula that 
| will meet the demands of this state 
|or any other state 
similar conditions. 

> > > 


Solution May Be Near 


UT thanks to the Automobile 

| Manufacturers Assn. and the 

|earnest cooperation of a number 

|}of truck and trailer makers, the 

| industry apparently is nearly ready 

|to offer a formula that should be 

ae to legislatures and users 
e. 

Where, Oh Where? | While the need for amending the 
VERYONE I talked to when I| manufacturers’ Gross Vehicle 
was digging up the data on the| Weight formula that went into 

adjoining story was agreed on one/ effect in 1948 has been known for 


Truckin’ 





point, at least. That was, it is high | at least 10 years, nothing has been | 


time the truck industry as a whole| offered by the states to solve the 
faced up to the fact that it will| two state problems of safety and 
continue to have bad legislation | equitable basis for taxation. 
forced on it as long as it diddles| 
along and fails to come up with a| 
basic formula that the states can) 
use for taxation and safety regu- 
lations. 
These basic formulas should be 
written as minimum guides only 
and should steer administrators 
and legislators away from writing 
regulations that tend to stifle) 
progress and which cannot give) neers. 
credit to new designs or products It was only when the AMA and 
that can materially lessen the prob-| the Truck Trailer Manufacturers 
lems faced. Assn. formed a committee com- 
As one engineer said, the in- posed of approximately the same 
dustry has not yet come up with (engineers, in caliber and experi- 
any good yardstick to soundly ence at least, that reasonably fast 
measure GVW ratings. He said | progress has been made in meeting 
that what was being used now | the demands of, for instance, Penn- 
was a rubber yardstick. Another | sylvania. 
called the attempts up to this | This committee, formed by mak- 
time as “guesstomatics.” |ers who had many reasons to 
This industry is too big and vital| realize the urgency of getting an 
to go along letting misguided and|industry answer to the problem 
uninformed legislatures write laws/of “hill ability,” may be within a 
and regulations that put hard-|few months of meeting a target 
ships on user, dealer and maker) that should have been met in 1956. 
alike. , =. © 


Nor should this industry allow| Porkable Formula N 
its vehicles to be saddled with the — a Needed 


say, for the Society of Automo- 
tive Engineers to bring forth 
these formulas and suggestions, 
that body has been found too 
ponderous and deliberate to meet 
the changes in legislation deemed 
necessary because of the im- 
provements in design and new 
developments by its own engi- 
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| White Distributor Council— 


A preview look at the White-Autocar line of trucks and a review of company | among 








sales and service policies were the highlights at the annual meeting of the White 


National 


Distributor Council. Shown are council co-chairmen from throughout the 


U. S. and Canada. Standing are N. O. Gresham, White wholesale manager, ond 


Henry J. Nove, executive vice-president, who conducted the sessions. Seated, from | 


left, ore Frank Evans, San Diego, Colif.; Libbus Lewis, West Haven, Conn.; R. M. 
Bennett, Amarillo, Tex.; D. P. Patterson jr., Columbia, S. C.; R. P. Chipman, Winnipeg, 
Manit.; R. A. Bailey, Newcastle, Pa., and R. R. Terry, Ottawa, Ill. Bailey was elected 


faced with) 


While it would be ideal, many | 


entire odium of bad accidents 





when ICC reports clearly state that 
in the majority of such accidents 
that have gained newspaper head- 
lines, the lack of proper mainte- 
nance and bad driver judgment 
were primarily at fault. 

> * * 


Unfair Penalties 

Ss finest engineered truck in 
the world in the hands of an 

irresponsible driver can do as 
(Continued on Page 19, Col. 1) 
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RANTED that without sufficient 

facts, developing a formula 

that will satisfy the legislators and 
(Continued on Page 17, Col. 1) 


chairman of the council. 





Seasonal Selling a 


Truck Buying Hints 


UCK salesmen who follow vo-| vince these users of the savings | 


cational and seasonal truck 
selling to get best results from 
their efforts are now intensively 
trying to close the common carrier, 
dairy product and paper product 
prospects they have been working 
on for the past two to three 
months. These users should be 
ready to buy this month. 

These salesmen are carrying on 
an intensive solicitation of auto- 
motive and service establishments, 
cartage firms, clothing and tex- 
tile mills, farms, fuel oil dealers 
and wholesalers, moving and stor- 
age firms, and smaller school dis- 
tricts for buses. These users will 
normally buy in August in prepara- 
tion for their heavy use season. 

Southern farmers started buy- 
ing actively in April, as the 
| registrations for that month 

indicate, but there still are thou- 

sands of northern farmers, espe- 
cially those who specialize in 
crops that do not come into the 
market until later in the year 
who are just beginning to think 

about whether they will buy a 

new vehicle this year. 

Before calling on fuel oil men 
|it would be well for the salesman 
|to get in touch with his equipment 
distributors and “bone up” on the 
jlatest designs and materials in 
|tanks, with a view of being able 
|to offer the prospect a complete 
unit with the least tare or com- 
|plete vehicle weight to handle the 
gallonage he will need to haul in 
|his peak months. 

cd * > 

AND July is the time to get out 

all of the literature and data 
in the shop on forward control 
| bodies. This is the month to start 
lining up and cultivating the bak- 
| ers, radio and TV dealers and other 
| firms with a door to door delivery 
problem. 

Many such firms in your area 
may still be using panels or pick- 
ups for this work, and you and 
your forward control body distribu- 
tor should be able to show and con- 





Ride Piggyback Coast-to-Coast? 


NEW YORK.—Transeontinental piggyback freight service may 
be launched this summer as a result 6f an FCC rate decision. 


The ICC has allowed western 


railways to set a flat rate of 42 


cents a car mile on flat cars between Chicago and the West Coast. 
The railroads contended that this rate would allow them an 11-cent 


profit on freight shipments. 


At the same time, General American Transportation Co. (GATX) 
bought the basic piggyback patents from Piggyback, Inc., and will 
take over promotion and operation of the special cars. 


‘ 











possible in using the enclosed body 
that allows the driver to get in 
and out in a hurry, haul more 
merchandise and keep the merchan- 
dise in better condition. 


Also in July the “bull haulers” | 
or live stock transporters are | 
beginning to think about re- | 
placing their present equipment 
with something that may be 
more reliable and more economi- 
cal to run. Newspapers as a rule 
also are beginning to think 
about replacing the older units 
in their fleets. 


All of these under normal con-| 
ditions should be coming into the 
market as active buyers late in| 
August and early September, and 
now is none too soon to be culti- 
vating the buyers, finding out who 
is the key figure in the deal and} 
getting acquainted with the drivers | 
who usually can be quite influential 
as to which salesman gets the 
order. 

—JacK WEED. 


Carrier Outlays 
For Equipment 
Top $7 Billion 


ASHINGTON.—Trucking indus- 

try expenditures for fuel, tires 
and parts this year will be approxi- 
mately $7% billion, according to 
Walter F. Carey, president of Auto- 
mobile Carriers, Inc., Flint, and 
former president of the American 
Trucking Assn. 


Carey made the estimate before 
a symposium on ending the reces- 
sion, conducted by the U.S. Cham- 
ber of Commerce board of directors. 
He reported that other transporta- 
tion industries are planning the 
following outlays this year: 

Air, $3 billion, primarily for jet 
planes; railroads, $2.4 billion; ship- 
building, $1.2 billion; pipelines, $245 
million, and waterways, $775 mil- 
lion. 


The recession has held back some 
trucking improvement programs, 
but overall indications are for sub- 
stantial investments by carriers to 
prepare for the demands of a busi- 
ness upswing, Carey said. 

“As the level of business moves 
upward,” he added, “transportation 
will be found ready to discharge its 
task of keeping the markets sup- 
plied efficiently, economically and 
dependably.” 

Carey is chairman of the ATA 
Foundation. 


Best Selling Job 
Done on Coast, 


Truck Study Finds 


Cooperation of Dealers, 
Body Distributors 
Tops Other Sections 


EST COAST truck dealers are 

leading the way toward ener- 
getic and sound truck-selling prac- 
| tices, according to a survey by the 
Truck Body & Equipment Assn. 
its body and equipment 
| distributors. 

For a number of years, every 
survey asking whether the truck 
dealer was working with the 
truck-body and equipment dis- 
tributor on sales has found the 
least cooperation existed on the 
West Coast. 

This recent survey, however, not 
|only shows a marked reversal of 
this attitude but indicates that 

West Coast dealers outnumber 
those in other sections by 3 to 1 in 
working with distributors to pro- 
mote sales. 

Following the West Coast in co- 
operation are dealers in the South 
Atlantic and West South Central 
states. In those states, however, 
most distributors say there has 
been no noticeable improvement in 


| cooperation. 


> > * 


HIS survey also seems to indi- 

cate that where business is 
good or looking much better, co- 
operation between dealer and dis- 
tributor improves. The only section 
to note a marked pickup in business 
by the distributor is the South 


| Atlantic states. And even here most 
| distributors contacted said 


there 
had been no pickup in sales thus 
far this year as compared with last 
year. 

The survey found that dealer- 
distributor cooperation was down 
in only two sections—the Middle 
Atlantic and East North Central 
states. 

One distributor in the South At- 
lantic states felt there was better 
cooperation to improve business 
relations among truck factory men. 
But he found no noticeable im- 
provement in the attitude among 
the dealer's salesmen. This lack of 
interest among the salesmen was 
attributed to the absence of profit 
in sales. 

* * > 

N THIS connection, distributors 

commented favorably on the 
Chevrolet TV program of June 22, 
in which bodies not only were fea- 
tured but credit was given to body 
makers for knowing what to make 
for each type of haul. 

The program went on to say: 
“Your Chevy dealer has more ex- 
perience in solving a special haul- 
ing problem. He’ll work with you, 
and with a special truck-body 

(Continued on Page 18, Col. 3) 





Top Trucks 


New-truck registrations for 
five months: 

1958 1957 
Pos. Make Pos. 
1— 98,898 Chevrolet 121,105— 1 
2— 79,232 Ford 111,022— 2 
3— 36,386 Intern’l 38,040— 3 
4— 271,162 GMC 27,396— 4 
5— 15,773 Dodge 20,382— 5 
6— 17,541 Willys 8,966— 6 
7— 5,055 White 6,718— 7 
8— 4,640 Mack 5,489— 8 
9— 1,899 Stude. 3,297— 9 
wW— 1,175 Diam. T. 1,452—10 
1l— 327 Brockway 307—11 
11,506 Misc, 7,309 
Total All Makes 
283,594 351,483 


Further details on Page 38. 
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Industry Must Be Prepared to Act... 


Pa. Brake Lawa Call for Action 


(Continued from Page 16) 


users alike is a tough job. But it 
is a far tougher and more expen- 
sive job to knock bad legislation off 
the books once it has been passed. 


It took a world war to tone 
down, but not eliminate completly, 
the weight and length limitations 
that made the bottlenecks out of 
a number of states and formed an 
effective barrier to East-West and 
North-South truck transportation. 

User groups have put up a 
valiant fight against much of this 
bad legislation but normally they 
go into court with two strikes 
on them. They operate trucks 
for a profit and, in far too many 
cases, some of their own mem- 
bers are among the offenders the 
legislatures are seeking to control. 


Every clear thinker in the truck 
industry admits the necessity of a 
sound, uniform method of rating 
truck capacity for tax purposes 
and to control overloading. 


Now, several states in addition to 
Pennsylvania desire a workable 
formula on truck performance, 
especially on climbing hills and 
controlling loaded trucks going 
down hills. If it is not ready by the 
time their legislatures reconvene, 
they may follow the Pennsylvania 
law. 

* > = 


Weaknesses of Pa. Law 


ENNSYLVANIA attempted to 

control the downhill movement 
of trucks by devising a formula 
that is based on square inches of 
brake surface in relation to max- 
imum load. The law has become 
a pain in the neck to makers, deal- 
ers, users and even to some of the 
men who wrote it, it is claimed. 


Such legislation effectively 
freezes design and progress in 
engineering and does not take into 
consideration developments’ that 
have practically eliminated the 
need for any such requirement, 
according to engineers and others 
who have studied the problem. 


For instance, the “retarders” 
that have been developed and 
which are built into at least one 
make of truck automatic trans- 
mission, are not recognized in the 
Pennsylvania law. Nor does it 
take into consideration the ef- 
ficiency of metallic lining. 


The AMA-TTMA committee has 
about reached agreement on form- 
ulas that would provide a measur- 
ing stick for power to take a truck 
up grades at acceptable speeds in 
relation to load and control the 
vehicle going down hill. These 
will be minimum standards. 


These, with the manufacturers’ 
GVW rating and the tire makers’ 
rating on their product, should 
provide the state legislatures and 
highway administrators with ac- 
ceptable controls to write into their 
legislation—controls that will keep 
their constituents off their necks 
until indisputable facts are de- 
veloped by the AASHO tests, or 
until some other such basis for 
establishing factual data can be 
provided. 


* * 2 


States Must Help 


n= these will not provide all 
the safety that many are work- 
ing toward in truck operation nor 
eliminate the problem of trying to 
flow both passenger-car and truck 
traffic over the same _ two-lane 
highways unless the states also do 
their part in meeting some require- 
ments of the problem. 

To eliminate strangling traffic 
on long, steep hills, states will have 
to provide turnouts for the trucks 
or live under the whip of irate 
passenger-car drivers. 

The economy of this country 
demands that trucks be built to 
operate economically, and more 
than essential horsepower not 
only lowers economic operation 
standards but raises another 
problem of too much power on 
the level that may lead to abuses. 

Safety demands more efficient 
inspection and a more universal 
method of requiring proper main- 
tenance of heavily loaded trucks. 

These no doubt will bring cries 
of anguish from farmers and 
Many operators for hire, but in 





most bad truck accidents, ICC re-| 

ports point out that the truck was 

not maintained in a safe condi-| 

tion, and in many cases the driver | 

used faulty judgment that was the| 

prime cause of the accident. 
+ * = 


stifles progress and limits engi- 
neering developments. They also 
should reeognize and oppose the 
tax-grab type of laws that break 
down free reciprocity. 


Ton-mile taxes such as_ those 


| adopted by Illinois and Ohio make 


Dealers’ Responsibility 


Sipe e legislation is here to stay 
and everyone in the truck 
business must do his part in keep- 
ing it reasonable and workable so} 
that it does not affect our economy 
adversely. 

Dealers are not immune from 
this responsibility. In fact, they 
should be in the forefront of the 
fight for equitable legislation in 
their own states. This in itself 
may be one of the big dividends 
that truck committees in the vari- 
ous state organizations may de- 
velop. 

These state truck committees 
should fight legislation that 


truck operation into or through 
those states a hardship. They in-| 
crease costs that ultimately must} 
be borne by the public. 

“We simply cannot afford 
place ourselves in a position where 
a reciprocal trade act is involved 


to | 


every time a truck crosses a state! formed, active and, above all, co- 





S-P Offers Nonslip 


On 34-Ton Trucks 

SOUTH BEND, — Studebaker- 
Packard’s Twin Traction safety 
nonslip differential now is avail- 
able as an option on the Stude- 
baker Transtar three-quarter-ton 
trucks, S. A, Skillman, sales vice- 
president, announces, Previously 
the Twin Traction option was 
available in the truck line only 
on the half-ton trucks. 

Offered on S-P cars since 1956, 
Twin-Traction has an advertised 
delivered price for the three- 
quarter-ton truck of $55.95. 





line,” Arthur Butler, director of | operative.” 


the National Highway Users Con- 


ference, said recently in talking to| 


x = * 


the Growers and Shippers League | ICC Slaps 2 Carriers 


of Florida. 


“On this subject, 
others that affect at once our) 


as on many | 


imperative that we be alert, in- 


On Safety Violations 
WASHINGTON.—The Interstate) 


pocketbooks and actually our whole | Commerce Commission has ordered | 
national standard of living, it is| Ace Lines, Inc., Minneapolis, and 
Penn-Dixie Lines, Inc., York, Pa., 


17 


to cease and desist from safety 





violations noted by ICC in investi- 
gations instituted in August, 1957. 

The two firms were ordered to 
bring their operations into com- 
pliance with ICC motor-carrier 
safety regulations by Aug. 1, 1958. 
Failure to comply could lead to 
revocation of the carriers’ operat- 
ing rights. 


The cease and desist orders 
were the latest results of investi- 
gations instituted last year by 
the ICC into safety violations of 
six Class I motor carriers. 


Proceedings against Transameri- 
|ecan Freight Lines, Inc., Detroit, 
were discontinued in March when 
the commission, upholding an ex- 
| aminer’s report, found the company 
| to be in substantial compliance 
| with the motor-carrier safety regu- 
lations. 

Still pending are final reports of 
the investigations of Eagle Motor 
Lines, Inc., Birmingham, Ala.; Safe- 
way Truck Lines, Inc., Chicago, 
and Watkins Motor Lines, Inc., 
Thomasville, Ga. 
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OTTAWA STEEL DIVISION 
Young Spring & Wire Corp. 
Ottawa, Kansas 


Mah 


the Ottawa BACKHOE 


WITH NEW IMPORTANT FEATURES! 


@ Digs 12% feet deep @ Has 190° continuous swing @ Turret-type seat pivots 
with boom @ Reverse-mounted cylinders place rods up safely from rocks and 
dirt @ Rod-fed cylinders do away with exposed hydraulic lines @ “Bite” has 
7,000 Ib. force at bucket edge @ Two levers (dual “One-Trols”) control all 


now mounts on the 
easel 








backhoe actions @ Ejector bucket automatically forces all wet sticky material 
from bucket @ Hydraulic laydown shifts backhoe up and over rear axle for 


perfect roadability @ Quick on-and-off frees truck for other work in minutes! 
WORK MANY JOBS — IN DIFFERENT AREAS — THE SAME DAY! 
The Ottawa Truck-Mounted Backhoe is designed to meet the need of public 
utilities, plumbers and contractors for a COMPLETELY MOBILE DIGGER! 
It’s an UNBEATABLE COMBINATION for 
MUSCLE! The powerful hydraulic system of the Ottawa “Big Muscle” Backhoe 
provides EXTRA POWER for fast, smooth, economical operation! 
MOBILITY! Use it anywhere, anytime . . 
locations during one day! The Ottawa WORKING UNIT is also the MOBILE 
UNIT ready to move anywhere with great roadability, ready for operation 
seconds after arrival at a new jobsite! 
VERSATILITY! Dig trenches and ditches faster 
to truck . . . dig square graves that need no hand finishing . . . dig and 
maintain irrigation channels . . . clean roadside drainage ditches . . . dig 


. one job or several jobs at different 


. . . load dirt direct from trench 


building footings and septic tanks . . . use as a boom to lay lightweight pipe 
... the Ottawa Backhoe is COMPLETELY MOBILE to your needs! 


BUY the Ottawa BACKHOE and the Chevrolet TRUCK! GET the BEST BENEFITS of each . . . PLUS 


.... the NEW, DYNAMIC ADVANTAGES of the COMBINATION TRUCK-BACKHOE! 
AVAILABLE ONLY AT YOUR CHEVROLET TRUCK DEALERS! 
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High-Visibility 
Paints Chosen 
For Fleet Use 


DETROIT.—A new safety paint- 
ing service developed especially for 
use by bus and transportation in- 
dustries has been announced by 
Ditzler Color division, Pittsburgh 
Plate Glass Co. 

To be known as the “Ditzler 
safety series,” the color program 
is said to utilize high visibility 
color combinations to provide the 
greatest visibility directed at mo- 
bile equipment on the highways at 
all periods of the day. 

Colors used include those with 
special advantage for recogni- 
tion during daylight, dusk and 
nighttime driving conditions as 
well as colors possessing special 
properties for quick detection 
under foul weather driving con- 
ditions such as fog, sleet, snow 
and rain. 

Color selections were based on 
the findings of Pittsburgh Plate’s 
color research program in collabor- 
ation with John Hopkins University 
for Cooperative Research and the 
graduate psychology school of the 
University of Pittsburgh. 








"Fishing for Profits’ — 


W. D. Moore, left, Dodge advertising 
and sales promotion director, and J. G. 
Mohl, Dodge truck account executive, Ross 
Roy, Inc., take time to practice their fish- 
ing technique. They are getting ready for 
Dodge's “Fishing for Profits” truck sales 
campaign, in which Dodge truck dealers 
are “baiting their lines” for truck pros- 
pects from coast to coast. 


Dealer-Distributor Ties Tops .. . 





Best Truck-Sales Job 
Found on West Coast 


manufacturer if you like, to sup- 
ply the right truck and body to 
do your best job. Yes, to get the 
right truck with the right body, 
and the right power, to do your 
job faster and at lowest cost, see 
your Chevrolet dealer soon.” 
This is looked upon as concrete 
evidence that truck manufacturers 
want their dealers to work with 





| because they know the buyer can 
|get the most economic and satis- 
factory return from his investment 
only if he is sold the right truck. 


Distributors in the South Atlantic 


states felt that business in 1958 was | 


approximately the same as in 1957, 
but that it was less profitable. 


One distributor in the East North | 


Central states felt there was better 
cooperation to improve business re- 
lations but thought the economic 








| body and equipment distributors | 


(Continued from Page 16) 


| conditions “has something to do 
| with this.” 


| * * * 


| 4 NOTHER in the same area said 
he saw no noticeable improve- 
ment in business relationships, and 


AMC Booklet Offers Tips 


On Boosting Fuel Economy 


DETROIT.—“More Mileage for 
Your Money,” a booklet which pro- 
vides maintenance and driving tips 
| designed to give motorists maxi- 
| mum operational economy, has been 
published by American Motors. 

Copies of the 16-page booklet are 
available at all Rambler dealerships, 
AMC said. The publication covers 
the four factors which influence 
gasoline mileage: The driver, car 
care, auto design and the weather, 
AMC added. 





» dependable service... 


specify Hercules Dump Bodies and Hoists 


Here’s why... 
Hercules gives you 
“Stronger Backing” 
...all the way! 


¢ Strong Distributors 
© Dependable Service 


e Complete Line 


e Outstanding Company 
e Years of Experience 
e Efficient Production 


e Latest Features 
© Modern Design 


© Sound Engineering 


e Fast Delivery 








Your local Hercules distributor provides fast, reliable service when and 
where you need it. His well-equipped service shop and factory-trained per- 
sonnel assure trouble-free installations—offer dependable repair, adjustment 
and overhaul facilities that build your reputation. 

His technical know-how puts new equipment on the road in record time, 
saves your customers countless dollars with sound advice on preventive main- 
tenance, minimizes costly downtime whenever service is required. 

Hercules friendly “teamwork” in all matters related to parts, service and 
sales helps you attract new business, brings you profitable repeat orders. For 
complete sales-service satisfaction, always consult your nearest Hercules man 
on sales proposals, always recommend genuine Hercules equipment and 
service for trucks and trailers. 


Hlewules 


DUMP BODIES and HOISTS 


HERCULES STEEL PRODUCTS COMPANY - Galion, Ohio 


H-358 











said “there is an apparent lack of 
interest among the truck salesmen 
to plain just get out and sell 
trucks.” 

A distributor in the West South 
Central States said he thought 
his business was down 25 percent 
the first four months of this year 
over the corresponding period last 
year. Another in the same area 
felt there was better cooperation 
to improve business relationships. 

On the West Coast one distrib- 
utor said he thought business was 
only about 70 percent of the cor- 
responding period for 1957. Another 
attributed low cooperation to the 
lack of product knowledge by the 
truck salesmen. 

Another West Coast distributor 
said that while business was up 
about 14 percent in the first quar- 
ter, the first two months of the 
second quarter were showing a 
loss of nearly 50 percent. 

* * + 
Goa up this survey, dis- 
tributors blame any lack of co- 
operation between them and the 
dealers on truck salesmen who do 
not know the product well enough 
to recommend a body or equipment 
to their prospects. 

This seems to point out the 
real need for all in the field to 
educate these salesmen on the 
finer points of the truck business. 
This is a field that should be of 
concern to truck factory men, 
truck dealers and body and equip- 
ment distributors alike. 

While equipment men may think 
this is not their job, several sound 
distributors across the country have 
proven that conducting an educa- 
tional campaign stimulates their 
business and pays off in the long 
run. 

And, of course, the customer is 
the one who benefits as a direct 
result of close cooperation in the 
sale of truck and the bodies and 
equipment needed to make the 
truck an economic hauling unit. 


Trucker-Owned 


Insurance Firm 
Reports Profits 


DES MOINES —tTwenty-nine 
months of profitable progress were 
reported at the annual meeting of 
Carriers Insurance Exchange, 
nationwide industry-o w ned insur- 
ance company, and Carriers, Inc. 
affiliated management company. 

The insurance venture was 
launched in 1955 by a group of 
truck owners. 

“The assets of the Exchange in- 
creased by $686,553 during 1957,” 
reported William S. White, Des 
Moines, vice-president and general 
manager, “and our management 
company had an increase of $36,347 
in its assets. By careful under- 
writing and thorough safety en- 
gineering, the Exchange had a loss 
ratio of 58.21 percent, well below 
the national average. We are con- 
tinuing this trend in 1958.” 

Officers reelected by Carriers, 
Inc., were John Ruan, Ruan Trans- 
port Corp., Des Moines, president; 
T. J. Rolain, Olson Transportation 
Co., Green Bay, Wis., secretary- 
treasurer, and James E. Jones, Des 
Moines, assistant secretary- 
treasurer. 

Carriers Insurance Exchange re- 
elected John Murphy, Gateway 
Transportation Co. Green Bay, 
Wis., chairman; Dan Dugan, Dugan 
Oil Transport Co., Sioux Falls, vice- 
chairman; Mike McCrary, Des 
Moines, claims vice-president; Don- 
ald Anderson, A & H Truck Lines, 
Inc., Evansville, Ind., secretary- 
treasurer, and James Estell, Des 
Moines, assistant secretary- 
treasurer. 





Highway Trailer Cancels 


Shutdown as Orders Roll 

EDGERTON, Wis.—A 100 per- 
cent increase in the truck trailer 
division’s backlog over the level 
of three months ago has caused 
Highway Trailer Co. to cancel 
the division’s annual plant shut- 
down in July for the first time 
since World War II. 

Harold Meagher, president, said 
“our daily production is 15 per- 
cent over that of the second 
quarter of 1957, and we have 
just stepped it up to double that 
of the first three months of this 
year. Our expectations are that 
we may be forced to further ac- 
celerate production by Aug. 1.” 
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- that might give them a slight sales) °° 

ink advantage for the moment. 
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ave Agreement at Last? *.. 

ica- T LOOKS now as if all truck) ., 

1eir manufacturers are in practical *e. 

ong agreement on these points. Good JN 
progress has been made in the last ° 

+ is year on the “ability” factors that a 

rect are being proposed to be added to . x ; . 

the the manufacturers GVW ratings as - saith = saath .* 

and a guide for future legislation. e ., 

the When the drafts eventually get 2 > 
out of the AMA-TTMA committee e ° 
let’s get behind them solidly as an : : 
entire industry, with but one! ° . 
powerful front that will include ° > 
dealers, all interested manufacturer . 
groups and users. . 

Let us as a united industry fight . e 

for sane universal legislation that e . 

‘ine will eliminate the state legislative 

ere barriers that have prevented the) 

of industry from giving the user the | 

ge best possible vehicle at the lowest 

ure possible price. Truck transporta-| 

ne © tion is vital to the welfare of this) 

% nation. Let’s keep it so. 
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ent New Unit Added | 

347 CHICAGO. — International Har- 

ler- vester has added to its line of| 

en- International trucks with Metro 

oss bodies, several new Metro Van 

low body sizes, a new aluminum Metro-| 

on- Lite body and a new metallic ex-| 
terior finish. 

ers, Increased cubic capacity is of- 

ns- fered in three new all-steel Metro 

nt; Van models. Twelve-foot 71-inch, | 

ion 14-foot 7-inch, and 16-foot 7-inch 

ry Metro Van bodies now are avail- 

Jes able on the International model 

ry- AM-160 chassis (14,000-16,000- 
pound GVW), with increased in- 

Fe- terior height and width dimensions 

vay that provide capacities of 564, 644 

ay, ®> and 724 cubic feet, respectively. 

yan Two smaller Metro Van bodies 

ce- | are available in 9-foot 6-inch and 

es 10-foot 6-inch lengths, have 75- 

on- inch interior heights, 78-inch in- 

les, terior widths and capacities of 375 

ry- and 415 cubic feet, respectively. 

| Rey St ge fein WOMEN EXPLORERS 

sy AM-130, AM-150 chassis ranging in 
oo from 5,400 to 11,000 pounds. 

he Metro-Lite series h been : 2 9 ° 

me ee eee ees See Soe want Delco DC batteries. That’s why they’re easier to sell 

ls an aluminum body in 9-foot 8-inch, 

oll tenn hn nan tb und And women explorers aren’t alone in this preference. In fact, the surveys of three different 

r- 448 cubic inches, respectively. national magazines proved that all America names Delco as its No. 1 battery preference. It 

= ee eae a figures. Delco Dry Charge batteries offer the freshest power money can buy and they are backed 

= caps have been incorporated in by General Motors warranties that are good all over the United States and Canada, too. That 

. these aluminum bodies. isn’t all. Delco supports your sales efforts with the strongest advertising in the battery busi- 

ne Arvin Merges Divisions ness—full page ads in Life, Look, Post, and Reader’s Digest—plus the Lowell Thomas News- 

id 4 COLUMBUS, Ind. — Consolida- cast on radio. Even if your customers aren’t explorers, they'll seek out the dealer who handles 

: ‘0; i : : . 

. electronics and appliances a oe he Delco. Like we said before: It’s easier to sell Delco DC, because more people know Delco DC. 

ve re and housewares divisions 

at | imto a single consumer products 

is division has been announced by 

at Glenn W. Thompson, president. 

e John C. Marshall, former general 


Manager of the electronics and ap- 
Pliances division, will head the new 
division. 





General Motors leads the way—Starting with Delco Batteries 
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Chevrolet Observes 
40th Year in Trucks 


DETROIT. Automotive his- 
tories record the World War I 
era as the time of the big switch 
from wagon to truck, according to 
H. P. Sattler, Chevrolet assistant 
general sales manager for trucks. 

“Trucks were proving themselves | 
beyond all doubt in moving men} 
and supplies on the European) 
battlefields,” he said. “The horse | 
had seen his best days. Cost ac- 
counting was 
closing in on 
him.” 

Commercial- 
vehicle output in 
1918 hit more) 
than a quarter 
of a million, he} 
said, nearly twice) 
the number pro- 
duced the year) 
before. Nearly 50) 
companies had)! 

H, P. Sattler rushed into the 
truck industry, and it was the real | 
beginning of truck competition, 
Sattler added. 

This was the year Chevrolet 
elected to enter the field. In com-| 
menting on that decision, he said, | 
a trade paper writer of the day! 
declared: 

“When a big organization) 
branches out into a new line of en-| 
deavor such as the manufacture) 
of motor trucks, it is usually with) 
the knowledge that big things will 
be expected of it.” 

On the occasion of Chevrolet's 
40th anniversary of truck produc- 
tion, Sattler said “it is safe to say 
that big things were realized.” 

About 3% million Chevrolet | 
trucks are on the highways 
today, he continued, nearly 40 
percent of the nine million trucks 
the company has built since 1918. 

Forty years have wrought a lot 

of changes in trucks and another 
40 will bring many more than one 
would have the vision to forecast 
now, he said. 

The truck of 1918 was relatively 
modest, Sattler recalled, but it did 
beat anything a buckboard had to 
offer. He said the National Auto- 
mobile Chamber of Commerce of 
that day set up the following defi- 
nition of a standard chassis for 
gasoline commercial vehicles: 

“A standard chassis of a com- 
mercial vehicle to be propelled 
by an internal combustion engine 
shall consist of an assembly of 
all essential parts of a truck 











y * TS: S fo) N es athe 
. .. when they change to WoLr’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, top, because 
satisfied customers keep coming 
back for more. Be sure to stock, 
display and sell Wo.r’s Heap, 
100% Pure Pennsylvania—the 
superior premium quality motor 
oil that makes the difference. 

© Lower oil consumption 

® Smoother engine performance 
© Satisfied customers 

@ Greater profits 








ment, a set of tires attached to 

the wheels; driver’s seat with 
padding or cushion on all chassis 
rated at one-ton capacity or 
more, front-wheel fenders, run- 
ning board or mounting step, tool 
compartment, priming coat of 

lead on all parts to be painted, a 
pair of front lights and one tail 
lamp, license brackets, warning 
signal, jack and a set of tools 
commonly used for making ad- 
justments or minor repairs on 
the road.” 

The first Chevrolet truck model 
was listed at $1,125 without the 
body, Sattler said. It had a 2,000- 
pound capacity, four-cylinder en- 
gine, 125-inch wheelbase, 31 by 4 
pneumatic front tires and 32 by 4 
solids at the rear. The body was 
a flareboard type with a load space 
of 114 by 45 by 14 inches. The can- 
opy top was removable. 





It had} 


electric lights and electric starter. 


In comparison, he added, the 
1958 line of Chevrolet trucks in- 
cludes 136 models on 22 different 
wheelbases, the longest being 240 
inches. Other features are a top 
capacity of 36,000 pounds GVW, 
11 by 22% tubeless tires carrying 
8 pounds pressure; 19%-foot 
bodies and a 230-horsepower V-8 
engine. 

The mortality rate in the 
pioneering truck industry was 
high, he said. Some of the 1918 
roster since fallen by the wayside 
include Kissel, Kelly-Springfield, 
Garford, Pierce Arrow, Schacht, 
Velie, Vim, Service, Saurer, Dor- 
ris, Selden, Locomobile, Atter- 
bury, Klieber, Commerce, Stewart, | 
Walter, Mooreland, Peerless and 
Sterling. 

While the ranks thinned, Sattler | 
continued, truck-engineering prog-| 
ress and output kept booming, The} 
half-million mark was reached in| 
1925 and one million in 1941. The| 
total rose to nearly 1% million in| 
1951. Chevrolet hit its peak with) 
nearly 500,000 trucks in 1950, he 
said. 

With the continual development | 
of highways, increasing population, | 
rapid growth of suburbs and the 
overall expansion of the economy, 





Fleetside Pickup Line 
Expanded by Chevrolet 


DETROIT.—Chevrolet has ex- 
panded its new Fleetside pickup 
truck line to include two four- 
wheel drive models, James E. 
Conlan, national truck manager, 
has announced. 

The new full-width cargo boxes 
which feature 50 percent more 
load area now are available on 
the % and % ton all-wheel drive 
pickups. The half-ton model on 
114-inch wheelbase mounts a 6%- 
foot long box. An eight-foot box 
is offered on the 123%-inch-wheel- 


base % ton truck. 





he said, many observers look for a 
better than two-million truck year 
by 1975. 

Among the high spots of en- 
gineering development at Chevrolet, 
Sattler said, have been: 

First closed cab with truck de- 
sign becoming a separate field from 
the car in 1926; four-wheel brakes 


|on light-duty units in 1928 and on 


heavy-duties in 1930; start of unit- 
design bodies in 1932 and safety- 
glass windshields in 1933; all-steel 
cab construction in 1937; safety- 


plate glass all around and sealed 
beam headlights in 1940; 40 percent 
more glass area for better visibility 
in 1947 and another 25 percent in- 
crease in 1955. 

All the while there was a steady 
evolution in engines, transmissions, 
axles, brakes, shock absorbers and 
other major truck components, he 
added. 

“In the space of 40 years trucks 
have become the lifeline of the 
nation’s economy, have made pos- 
sible a relocation of farms and in- 
dustries, contributed to the spread 
of large suburban areas, aided man- 
ufacturing efficiency, changed the 
whole pattern of wholesale and 
retail distribution and even altered 
eating and living habits,” Sattler 
said. 





Trucker Rides in Comfort 


CHICAGO. —A veteran Chicago 
truck driver has been awarded a 
scientifically designed knee-action 
seat by O. K. Motor Service, Inc., 
Chicago, A Bostrom Model 80 sus- 
pension seat was presented to Harry 
Braun in recognition of his 40 
years of service with the firm and 
as part of the company’s “Save a 
Driver” program. 








Jimmy 


if 


Lresel:---- 


gets a big hand! 


New GM “71E” Diesel produces lower-cost miles 
than ever obtained before—now available for 
any make truck 26,000 GVW and up 


You can’t fool cost-conscious fleet operators, who 
often figure mileage costs to the third decimal point. 
They know when an engine is earning money—and 


saving money. 


And, in ever-growing numbers, they’re learning that 
this new “‘E” model of the famed GM 2-cycle Diesel 
is the most efficient ever built. Its new 4-valve com- 
bustion chamber—fed by new, more efficient fuel in- 
jectors—squeezes maximum mileage out of every drop. 


With its snappy acceleration and reserve torque, this 
Diesel takes on all comers on tough hill climbs—out- 
performs them all on the level or at high altitudes. And 


its lower fuel input per horsepower means extra, 
trouble-free miles for your fuel dollar. 


Want more facts? See your GM Diesel distributor 
about repowering your present equipment—gasoline 
or Diesel. When you’re in the market 
for new trucks, ask for this great 
new GM “71E”* engine. 


And if the truck you choose isn’t im- 
mediately available witha “Jimmy,” 
turn it over to the GM Diesel dis- 
tributor for a ““71E” installation. 
You'll be money ahead! 
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Displays Truck 
With Rear Engine 


COLUMBUS, O. — Clark Indus- 
tries has introduced a rear-engine 
truck with a refrigerated and in-| 
sulated body. It is intended for| 
the wholesale delivery of milk, ice} 
cream, meat and frozen foods. 

The first showing of the vehicle! 
was before members of the trade| 
and business press and Ford truck | 
dealers in Chicago. Units on dis- 
play were equipped with Ford 
chassis parts. | 

The company said the vehicle 
is so designed that all items are 
within easy reach inside the re-/| 
frigerated compartment. The 
driver need not crawl in and out 
of small side compartments. | 

Clark said the truck returns its! 
investment because the driver can 
make deliveries with less effort 
and thus can make more deliveries 
in less time. Clark Industries is a 
division of Clark Grave Vault Co.| 


Clark Industries | 
| 
| 





The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 





Clark's Seer-Bogies Model— 


A rear-engine truck with a refrigerated and insulated body has been introduced 
by Clark Industries, Columbus, O. The vehicle is designed for the wholesale delivery 
of milk, ice cream, meat and frozen foods. Clark Industries is a division of Clark 
Grave Vault Co. 


Sammers Sells to W onderlin Mercedes- Benz), 360 E. Main St., 

| Decatur, Ill. The firm has been re- 
Homer G. Wonderlin has pur-| named H. G. Wonderlin Co. Sum- 
| chased the interest of K. C. Sum-| mers has opened a used-car lot, 
mers in Wonderlin-Summers, Inc.|Summers’ Auto Sales, 1818 E. 
(Edsel - Studebaker - Packard -| Eldorado St: 








In 55,000-Pound Range .. . 


Light Diesel for GMC 


PONTIAC. —A new lightweight 


GMC diesel highway tractor with} 
65,000 pounds GCW. 


advanced engineering and design 
features fits any job in the 55,000 
pound and up hauling range, ac- 
cording to Philip J. Monaghan, 
GMC general manager. 

The new Model D860 has alu- 
minum construction features giv- 
ing it a curb weight of only 10,450 
pounds, the lightest in its class, 
Monaghan said. 

The GM 6-71SE diesel, develop- 

ing 189 horsepower at 1,800 r.p.m., 


and standard axles give the new} 
tractor ratings of 30,000 pounds| 


GVW and 60,000 pounds GCW, he 
added. The optional engine, a 6- 
71SE developing 210 horsepower at 


College Elects Truck Aide 





INDIANAPOLIS.—E lection of! 


James E. Nicholas, Indianapolis, 


general manager of the Indiana) 
Motor Truck Assn., to the board of | 


trustees of Tri-State College, An- 
gola, Ind., has been announced. 





tor 
ine 


*Truck and bus engines: “‘4-71E”’— 


“¢.71E" — 


utilize the energy of exhaust gases to deliver 


even higher power: ‘‘4-71T”’ 


“6-71T”’ —236 h.p. 





210 h.p. New Turbopower models 


—171 h.p.; 


Now — more than ever — it pays to 
standardize on GM Diesels — available 
in 1485 applications of power equip- 
ment built by more than 175 manu- 
facturers. Parts and Service Worldwide. 


140 h.p.; 


DETROIT DIESEL 
Engine Division of General Motors, Detroit 28, Michigan 


In Canada: GENERAL MOTORS DIESEL LIMITED, London, Ontario 


Regional Offices: NEW YORK, ATLANTA, DETROIT, CHICAGO, DALLAS, SAN FRANCISCO « Single Engines . 


. 30 to 364 H.P. Multiple Units . 


. Up to 893 H.P. 


2,100 r.p.m., and optional axles give 
ratings of 33,000 pounds GVW and 


Bumper-to-back-of-cab dimension 
is only 90 inches and permits the 
use of 35 or 40-foot trailers in 45 
and 50-foot length-limit states, 
Monaghan said. Trailer kingpin 
settings from 30 to 36 inches stay 
| within the 45-foot limit without fifth 
| wheel adjustment, he added. 


Monaghan said an entirely new 
device, the Economy Range Gov- 





ernor, is largely responsible for 
added fuel economy in the 6-71 
engines. 

Taking effect in top-speed gears, 
he said, the governor reduces max- 
imum engine speed to as low as 
| 1,650 r.p.m., leaving plenty of power 
| to handle the loads at cruising 
|speeds yet holding the engine in 
its maximum fuel-economy range. 

The low-engine r.p.m. will mean 
less wear, and much longer inter- 
vals between engine maintenance, 
Monaghan said. 

Other engine features include a 
four-valve head and a hydraulic 
| fan that runs only when the engine 
| needs cooling. This adds 12 addi- 
| tional horsepower about 50 percent 
|of the time the engine is running, 
| Monaghan said. 

Single and tandem rear axles and 
\5 and 10-speed transmissions make 
available a number of axle- 
pees combinations, he said. 


‘New ATA Group 
'To Seek Improved 


‘Interstate Ties 


WASHINGTON.—The American 
| Trucking Assns. has created a staff 
| group to specialize in improvement 
| of tax and regulatory arrange- 
| ments among the states. 

Harry E. Boot, legal research 
|}attorney in ATA’s Law Depart- 
ment, was named counsel for the 
new section and will serve as its 
chief. 

The section will be responsible 
for research and other activities in 
| connection with state reciprocal 
agreements, state fuel - purchase 
laws, state tax laws applicable to 
motor carriers, state Public Utili- 
ties Commission requirements, con- 
flicts of state laws pertaining to 
motor carriers, and other matters. 

The section also will prepare for 
use of the state associations and 
others comparative reciprocity 
studies, size and weight charts and 
information on Canadian recipro- 
city, licensing and size and weight 
laws. 














| MORE THAN 
_ ONE MILLION 
| VEHICLES 


More than one million truck- 
tractors, trailers and straight 
trucks are operated b 
TRANSPORT TOPIC 
subscribers. These are the 
big. vehicles used in inter- 
state operation to haul 
general freight, household 
goods, liquids, autos, just 
about everything that moves. 
TRANSPORT TOPICS 
is the national newspaper of 
these motor freight carriers. 
Subscription rate is $10.00 a 
year; 85 percent of subscrip- 
tions are sold for less than 
two years. A.B.C. net-paid 
circulation averaged 22,743 
(plus 6,200 on Third Monday 
issue controlled list) for the 
six months period ending 
December 31, .1957*. 

*Subject to audit. 

Copy of paper sent airmail on request 





Grausport Topics 


Washington 6, D.C. 
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News to Note... 


Truck World in Brief 





DETROIT.—The contest commit- 
tee of the United States Auto Club 
has awarded a certificate of per- 
formance to Champion Spark Plug 
Co. “for its service to American 
youth and to the racing fraternity 
through its ‘Highway Safety Pro- 


The Champion program, which 
also received a National Safety 


Council citation recently, has been 

presented to over one million high 

school students in nearly 1,600 high 

schools, the committee pointed out. 
* 2 > 


Bostrom Mfg. Corp. Board 
Approves Shorter Name 
MILWAUKEE.—The board of| 


Bostrom Mfg. Co. has voted to} 
change the firm’s name to Bostrom 
Corp. The new title will more 








It’s no wonder so many of America’s biggest long haul carriers 
choose dependable Timken-Detroit Axles. Their maintenance rec- 
ords show the millions of miles of proven service that makes 


Timken-Detroit their best 


With Timken-Detroit Axles, operators profit 5 ways: * In- 
creased payloads * Long trouble-free service * Unequalled parts 
interchangeability * Less maintenance * Lower operating costs. 

Profit by the advantages that make Timken-Detroit Axles the 
leaders’ choice. Demand the superior performance your equip- 
ment needs. Specify Timken-Detroit ...the accepted standard, 


WORLD’S LARGEST 
MANUFACTURER OF AXLES 
FOR TRUCKS, BUSES 

AND TRAILERS 


Plants at: Detroit, Michigan 
Oshkosh, Wisconsin * Kenton and 
Newark, Ohio » New Castle, Pennsylvania 


clearly reflect the growing diver- 
sity of the company’s activities. 

Known for its knee action sus- 
pension seating for trucks, tractors 
and earth-moving equipment, the 
company has recently added poly- 
urethane foam cushioning produc- 
tion. It has also established the 
Bostrom research laboratories to 
provide 
with scientific information on the 
effects of vibration on the human 
body. 


* * 


Fiberglass Body Maker 


Adds Plant in Ashtabula 
ASHTABULA, O.— Molded Fiber 


= 


Glass Body Co. has purchased from | 


Inland Container Foundation, Inc., 


|a 60,900-square-foot plant at 3714 
Ann Ave. here. 
The new buildings will house as- 


buy. 


AXLES 


x Accepted rl 
pan Accepted My) F 


[Standard 7 


industry and government | 





©1958, R-S Corp. 


sembly operations, a model and 

tool shop and sales and engineering 

departments. Renovation and in- 

stallation of equipment has begun, 

and the plant is expected to be 

ready for production by early fall. 
+ * * 


Twin Coach Sells Luther 


CLEVELAND.—Twin Coach Co. 
announced sale of a_ subsidiary, 
Luther Corp., Warsaw, Ind., to 
Robert F. Meyer, former Luther 
vice-president and general man- 
ager, and his father, Herman B. 
| Meyer. 


* * + 


| Trucking Industry Assails 
Railroads’ ‘War’ Goals 


trucking industry has charged that 
railroads wanting to wage “com- 


in the U. 8S. 
Testifying before the Senate 


|Committee, James F. Pinkney, 
general counsel of the American 
Trucking Assns., Inc., scoffed at 
the railroads’ charge that the 
Interstate Commerce Commission 
|held “a protective umbrella” over 





ane 


WASHINGTON. — The organized | 





petitive warfare to capture the) 
traffic” of regulated motor carriers | 


Interstate and Foreign Commerce | 


trucking rates. He said the ATA 

does “not advocate such a policy 

on the part of the commission.” 
+ aa a 

Highway Trailer to Supply 

Vans for AASHO Road Tests 


EDGERTON, Wis.— Highway 
Trailer Co. has received a contract 
to supply trailers for road tests to 
be conducted by the Highway Re- 
search Board, National Academy of 
Sciences, under sponsorship of the 
American Assn. of State Highway 
Officials. 

The. two-year tests, scheduled to 
start late this summer near Ottawa, 
Ill., are designed to determine the 


| effect of various vehicular-loads on 
pavements and bridges of differing 


design. 
. 


Truck Delivery Completed 


ELMIRA, N. Y. — The last of 
10 specially designed Ward La- 
France wrecker trucks have been 
delivered to the Department of 


* = 


|Sanitation of New York City. 
> 


Highway Trailer Forms 
Cargo-Container Unit 
EDGERTON, Wis. 


—_—— 





+e. BROOKE MATLACK inc. 


SETASLIEHED 148828 


Products of ROCKWELL-STANDARD Corporation 


Highway 





Trailer Co. has established a cargo 
container department in its truck- 
trailer division and has named 
Rudolph Casale sales manager of 
the new unit at 250 Park Ave., New 
York City. 

Casale formerly was in charge of 
the container division of Jeta Metal 
Fabricators, Yonkers, N. Y. High- 
way Trailer said cargo containers 
eliminate pilferage, protect against 
weather, reduce packing and han- 
dling costs and simplify invoicing. 

* + * 


Bids on Truck Repairs 
Bypassed; Delays Cited 


UTICA, N. Y.—Purchasing Agent 
| Charles Merlini said the City can- 
not follow competitive bidding 
| procedures in buying parts for 
trucks because of the delays that 
| would result. 
| He outlined his position after 
| newspapers reported that the City 
|has spent $25,958 on equipment 
|repairs for the Department of 
|Public Works this year without 
| bidding. State law requires bids on 
| purchases of $500 or more, but the 
City’s spending involved 252 
| vouchers for amounts below that 
figure. 


- + x 


| Chevrolet Trucks Equipped 


For Tree-Clearance Work 


| PHILADELPHIA.—Fifteen Chev- 
rolet medium-duty trucks equipped 
with a jointed hoist and a chipper 
| box body with which branches can 
| be ground, have been delivered to 
Asplundh Tree Expert Co. by sev- 
eral Pennsylvania Chevrolet deal- 
ers. 

Dealers making the deliveries 
were Bryner Chevrolet Co., Jenkin- 
town; William H. Stahl Chevrolet, 
Inc., Southhampton; McKean Chev- 
rolet, Inc., Philadelphia, and Stock- 


burger Chevrolet, Inc., Newtown. 
* > > 


Army Extends Lab’s Contract 


For Research on Vibration 
MILWAUKEE.—The Army Sur- 
geon General awarded a contract 
to Bostrom Research Laboratories 
for a second year of research on 
the effects of vibration and road 
shock on military drivers. 
Bostrom research will be aimed 
at determining what correlations 
exist during vibration between 
psycho-motor task and psysiological 
responses. Such items as reaction 
time on braking, steering control, 
visual acuity, and metabolism, 
pulse and breathing rates will be 
checked on volunteer subjects, 
Bostrom said. 
> 


Trucking Rates Boosted 


BOSTON.—T rucking rates in 
New England have been increased 
from 3% to 10 percent by the New 
England Motor Rate Bureau board 
|of directors. The decision came 
after a public hearing at which the 
Associated Industries of Massa- 
chusetts testified increased rates 
would hurt state industry’s com- 
petitive position. 

> 


1H Submits Low Bid 


SYRACUSE.—A low bid of $40,- 
761 was submitted by International 
Harvester Co. on a contract to sup- 
ply four new trucks for the public 
works department’s trash-collection 
operation. Other bidders included 
Purcell White Trucks, Inc., $44,395, 
and Brockway Motor Trucks, 
$45,270. 





* * . 


American Airlines Offers 


Truck Service in New York 


NEW YORK. — American Air- 
lines has introduced a radio- 
controlled pickup-and-delivery 
trucking service for airfreight 
shippers. 

Andrew B. Newcombe, district 
sales manager, said the service was 
inaugurated with four radio- 
dispatched trucks in Manhattan 
between the Battery and Fifty- 
ninth St. The service will later be 
extended to the Bronx, Brooklyn 


and Queens. 


* * * 


Banana Trucks Get Break 


JACKSON, Miss. — In a move 
aimed at inducing banana-import- 
ing firms to move from New Or- 
leans to Gulfport, the Mississippi 
Legislature enacted a bill permit- 
ting trucks hauling perishable com- 
modities from Gulfport on U. S. 
Highway 90 to the Louisiana line 
to exceed the State’s 59,000-pound 
truck load limit by 5,650 pounds. 
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Auto Personnel 


Thomas J. Ault, former president 
of several divisions of Borg-Warner 
Corp., has been elected president 
of: Saco-Lowell Shops. Malcolm D. 
Shaffner, former president, was re- 
cently elevated to chairman, suc- 
ceeding David F. Edwards, now 
honorary chairman. 

* * * 


Burns Gets Promotion 


Wilson P. Burns has been named 
manager of the Cleveland works, 
National Malleable & Steel Cast- 
ings Co. He replaces Stewart 
Tame, who is 
years with the company. 

* * = 


Fruehauf Ups Brandt 


Appointment of Maynard Brandt 
as manager of the Akron branch 
of Fruehauf Trailer Co. is an- 
nounced by F. S. Neumann, vice- 
president in charge of sales, Brandt 
has served as used trailer manager 
of the Northeast Region. 

* * = 
Simons Joins S-P as Chief 
Of Sales-Training Program 

Bert Simons has joined 
Studebaker-Packard Corp. as super- 
visor of sales 
training. He is a/! 
veteran of 26 
years in the auto 
business as sales- 
man, sales mana- 
ger, dealer and 
sales-training ex- 
ecutive. 

Author of “Case 
Histories of a} 
Salesman,” 
Simons formerly 
wrote a column 
for Automotive News. Before join- | 
ing S-P, he was with Chrysler Corp. 
Earlier he had been merchandising | 
and sale promotion manager for 
Kaiser-Frazer Corp. 

> > > 


Delman Names Mandy 


Research Director 


Robert R. Mandy 
pointed research 
and development 
director for Del- 
man Co., Detroit 
manufacturer of 
windshield wash- 
ers and other 
automotive speci- 
alties. 

Mandy has had 
electrical en- 
gineering experi- 
ence with Chrys- 
ler Corp., Kaiser- 
Frazer and Harrison radiator. 

> > > 


Trailmobile Promotes Olive 


Vv. U. Olive has been appointed 
used-trailer manager in Trailmo- 





} 
j 


Bert Simons 


has been ap- 





eA 


R. R. Mandy 


bile, Inc.’s Eastern division. He 
had been sales representative in 
the Long Island City (N. Y.) 
branch. 


> > > 
Minnesota Rubber Names 


Mattocks Sales Manager 


Richard K. Mattocks has been 
named sales manager for Minnesota 
Rubber Co., Minneapolis. In his 
capacity as assist- 
ant to the sales 
vice-president, 
Mattocks will 
have direct re- 
sponsibility for 
administering 
sales in the mid- 
west. 

Mattocks has 
been associated 
with Minnesota 
since 1956. He 
originally joined 
the company as assistant sales 
manager. Prior to joining the firm 
he had been with Illinois Bell for 
15 years in a variety of sitions. 

* * . 


R. K. Mattocks 


Lowell Joins Caldwell 


F. Dean Lowell, former general 
sales manager of GM’s Rochester 
Products division, has been ap- 
Pointed assistant sales manager of 
Caldwell Mfg. Co., Rochester, N. Y. 


* * * 


GMAC Shifts Telshaw 


Herbert L. Telshaw jr. has been 
appointed regional finance manager 
for General Motors Acceptance 
Corp. in Philadelphia. He will be 


retiring after 35 








responsible for a region extending | 


from Richmond, Va., to Trenton, 
N. J. His current territory com- 
prises Maryland. 


* * * 


Clark Appoints Phillips 
General Sales Manager 


B. E. Phillips has been appointed | 
general sales manager of the in-| 


dustrial truck di- 


Battle Creek, 
Mich. He replaces 
L. A. DePolis, 
who has resigned. 

Phillips has 
held sales posi- 


for 10 years. He 
began as sales- 
man for a Clark 
distributor, be- 
came a staff salesman, and in 1953 
was named sales supervisor. In 1955 
he was appointed northeastern dis- 
trict sales manager with headquar- 
ters in New York. Two years later 


B. E. Phillips 


vision, Clark) 
Equipment Co.,| 


j 
} 








tions with Clark} 


he was made assistant sales man- 


ager. 
* * = 


Simoniz Ups Cluck 


To Sales Director 


Donald E. Cluck has been named 
sales director of 
Simoniz Co., Chi- 
cago. 

During his 12- 
year association 
with Simoniz, 
Cluck has served 
as general sales 
manager and as 
a division and re- 
gional manager 
in Cleveland and 
New York, re- 
spectively. As 


D. E. Cluck 
sales director, Cluck will be a mem- 
ber of the company’s marketing} 
executive group. 

* iz * 


Wickson, Shirar, Wieland 
Promoted by Eaton Axle 


Three executives have been pro-| 
moted by Eaton Mfg. Co.’s Axle 
division. They are: 

Cecil C. Wickson, former gen- 
eral superintendent, 





promoted to} 


gineer, to general superintendent, 
and Robert A. Wieland, former as- 
sistant chief industrial engineer, 
to chief industrial engineer. 

+ a ++ 


White Promotes Weller 


To Vice-Presidency 

Harry D. Weller jr., Eastern re- 
gional manager for White Motor 
Co., headquar- 
tered in New) 
York, has been| 
named vice-presi- | 
dent in charge of | 
the region. 

Weller joined 
White as lease 
sales manager in 
Cleveland and 
was promoted to| 
national accounts | 
sales manager in| 
New York. In| 
1954, he was made an assistant to | 
| the sales vice-president, and in 1955 | 
he was appointed Eastern assistant 





H. D. Weller 


| regional manager. 


| Buckminster Is Advanced | 


By Chrysler Export Division | 
Philip N. Buckminster has been | 
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sion. He had been director of the 
division’s sales staff since 1957. 


Before joining Chrysler Corp., 
Buckminster was assistant director 
of dealer development for a large 
automotive manufacturer, and had 
served previously with Baldwin 
Rubber and Detroit Edison. 


* * * 


AMC Appoints Lehm 


Milwaukee Zone Chief 


Fred M. G. Lehm has been ap- 
pointed American Motors Milwau- 
kee zone man- 
ager. Assistant 
zone manager for 
more than two 
years, Lehm suc- 
ceeds the late R. 
L. Tuckwell. 

Lehm joined 
the company in 
1948 as car dis- 
tributor in the St. 
Louis zone after 
Several years as 
a finance com- 





Fred Lehm 
| served that zone as a district man- 


|pany representative. He later 
ager, parts and accessory merchan- 
|dise manager and sales promotion 
manager. He transferred to the 


assistant factory manager; Paul T.| named overseas operations director| Milwaukee zone in 1955 as sales 
Shirar, former chief industrial en-| for Chrysler Corp.’s Export divi-| promotion manager. 





FINGERTIP 


control of year-to-date figures of every kind, every day, 
is yours with the BURROUGHS Typing Sensimatic 


Only fresh, complete facts and figures can help automobile 


dealers avoid costly, stab-in-the-dark decisions. 


The answer: 


Even a newly trained opera 


Burroughs Typing Sensimatic accounting 
machine . . . descriptive accounting that brings the ultimate 
in management control right to your fingertips, without any 
need to change your factory-approved Seca 


Versatile? Wraps up four different jobs at the flick of a knob. 
tor can race through your daily 
accounting work. Speedy? Just watch the rapid-fire, jam-free 
typing of the unique box-writer. And the Typing Sensimatic 
accounting machine pays for itself in short order—then keeps 


on returning a profit year after year. 


For the whole story call our 
nearby branch office and ask 
for a copy of our free booklet 
on Automotive Dealer Ac- 
counting. Or write Burroughs 
Division, Burroughs Corpora- 


tion, Detroit 32, Mich. 





ping setup. 








BURROUGHS AND SENS! MATIC ARE TRADEMARKS. 
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Customer Loyalty = Profits For You 


...an efficient service operation can be the key! 


Customer loyalty is probably one of the 
greatest single assets of any dealership. 
It takes small knowledge of mathematics 
to realize that customer loyalty = profits 
for you. Of course, this isn’t confined to 
any single area of dealership operation 
—it’s a job for both sales and service. 


That’s why dependable, quality service 
—at fair prices—should be of vital inter- 
est to you. It can help promote that all- 
important repeat business in an area that 
returns nearly one-half of sales as 


gross profit. 


A staff of well-trained “‘service tech- 
nicians”’ is a good start, but there are 


other things to consider, too. You have 

; ; : FACTOR Y-TRAINED SERVICEMEN can be the 

your own public relations staff in your perfect complement to your sales staff. Floor sales- 

service manager and write-up men who men can tell the customer that because of him, your 
; dealership is in a position to care for all his needs. 

can get the ball rolling properly through 


prompt and courteous attention to cus- 
tomers. A clean, well-lighted and venti- 
lated shop area will make it attractive 
to customers and service personnel alike. 
Proper scheduling and space utilization 
will help prevent those jam-ups at your 
service entrance as well as the irritation 
of customers who thought their cars 
would be ready an hour ago. 


All of this will place you in a better posi- 
tion to bolster your sales of new and 
used cars and trucks. It can help build a 
good reputation so that customers will 
tell others: ““He’s the man to buy from. 
He’ll take care of you when you need 
service!”’ ae 
oad 
PROMPT SERVICE AND DELIVERY show the 
customer that you’re interested in his business; that 


you appreciate his patronage and will take special 
pains to please him. A good way to hold customers! 


FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 90 OF A SERIES 
FORD MOTOR COMPANY - THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD e THUNDERBIRD @ EDSEL e MERCURY ¢ LINCOLN e CONTINENTAL MARK Ii! © ENGLISH FORD LINE 
GERMAN FORD LINE ” FORD TRUCKS e¢ TRACTORS o FARM IMPLEMENTS + INDUSTRIAL ENGINES 
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Highways & Safety... 


AUTOMOTIVE NEWS, JULY 7. 1958 


Radar, Breath Tests 
Held Vital to Cut Toll 


Aaa by all states of radar| the motor-vehicle law is almost uni- 


systems and chemical breath 
tests would be a vital step in re- 
ducing the nation’s highway death 
toll, Pennsylvania Gov. George M. 
Leader told the 37th annual meet- 
ing of the Eastern Conference of 
Motor Vehicle Administrators, Re- 
gion One. 

A two-year study covering 
point systems for the suspension 
of licenses of traffic-law violators 
was made public for the first 
time at the conference. 

“Until every state has authorized 
the use of radar and until every 
American motorist accepts it as he 
does a traffic signal or policeman’s 
whistle, then and not until then 
will we begin to make substantial 
inroads into the nation’s highway 
death toll,” said Leader. 


> * + 


H® SAID the degree of intoxica-| 
tion could be determined by use| 


of chemical breath tests. 

“With such tests we could estab- 
lish standards applicable in all 
states,” Leader continued, “With 
such standards we could work to- 
ward making more uniform punish- 
ment fit the crime.” 

Fred Gassert, New Jersey Com- 
missioner of Motor Vehicles, said 
“due to the wide variations 
among jurisdictions, it is prob- 
able that no single definition on 


versal in the U. S. and Canada,” 
Gassert said in his report, based 
on replies to questionnaries sent to 
21 states and the District of 
Columbia. 

Gassert made the study with the 
assistance of B. J. Campbell, re- 
search associate of the Institute of 
Government, University of North 
Carolina. 

Harry A. Williams, managing 
director of the Automobile Manu- 
facturers Assn., stressed the eco- 
nomic importance of highway 
transportation and the automo- 
tive industry. 

“They are a direct source of 
employment for more than 10 mil- 
lion Americans, or one of seven em- 
ployed persons,” he noted, “Indi- 
rectly, they affect the livelihood of 
almost everyone in the nation.” 


He said the industry appreciated 


south commercial traffic in Michi- 
gan for this year. 
* = 


AAA Hits Emblem Use 


The AAA Auto Assn., Inc., Au- 
gusta, Ga. has been temporarily 
restrained from certain uses of the 
“AAA” symbol pending a hearing 
on a permanent injunction. The 
action was taken on a bill in 
equity filed by the American Auto- 
mobile Assn., Inc., and the Georgia 
Motor Club, Inc., against the local 
organization, The petition alleges 
that the local group has been dis- 
franchised as an AAA affiliate, 

* * © 


Insuring Drivers, Not Cars, 


Seen Way to Reduce Rates 


Compulsory insurance rates 
would be cut considerably if driv- 
ers, rather than motor vehicles, 
were insured, a Massachusetts leg- 
islative commission studying rising 
car-insurance rates was told. 


Joseph A, Cieri, chairman of the} Horger, 


State Motor Vehicle Liability Ap- 


Sales Champs Meet— 


At the conclusion of Chrysler division's 


series of Dealer Profit Forums, George 
left, of Horger-Haldeman, Los 
Angeles, was honored as the world's larg- 


peal Board, said, “if we insured) est Imperial dealer for 1957. He shakes 


the driver, he’d lose his license the} hands 


minute he was denied insurance 
for a poor driving record.” 
= > > 


Safety Film Honored 
“The Invisible Killer,” a safety 


the motor-vehicle administrators’| film produced by the Automotive 


efforts to increase highway safety. 
“Your efforts on behalf of uni- 


formity and reciprocity in motor-| 
vehicle regulations and your work} 


on licensing examination and re- 
newal are all vital to highway 
| safety,” Williams said. 


a point system for license sus- | 


pension will please everyone.” 


But he added that the various 
systems in effect seem to have the 
following three elements in com- 
mon: Different weights applied to 
violations; an objective criterion 
for selecting cases for action, auto- 
matic action of some kind at 
certain point levels. 

> * * 
ad bee practice of withdrawing 
the driver license upon con- 
viction for certain violations of 





Here’s the 
way to 


® * > 


Michigan Notes 10% Rise 
In North-South Trucking 


Michigan’s major north-south 


| highways carried an average of 10 
| percent more commercial traffic in 


1957 than in 1955, according to 
State Highway Commissioner John 
C. Mackie. 


He added that Mackinac Straits 
bridge reports for the first four 
months of 1958 showed 16.3 per- 
cent commercial traffic, compared 
with approximately 10 percent in 
the last year of ferry operation, 
indicating a further rise in north- 


Exhaust Research Institute, Cleve- 
land, has been awarded top honors 
for 1957 in the annual contest spon- 
sored by the National Committee 
on Films for Safety. The honors 
were accorded in the “transporta- 


| tion and traffic” category. The film 


told of the dangers of carbon mon-| b 
|commissioner said, 


| oxide from faulty exhaust systems. 


Accident-Prone Drivers 
Eyed in New Hampshire 


Every New Hampshire motorist! 


who has had more than one acci- 
dent will be re-examined, State 
Motor Vehicles Commissioner Fred- 
erick N. Clarke announced as the 
state’s first driver educational clinic 
was placed in service. 


The specially constructed driver 
educational clinic bus will also be 
used for testing motorists who 
have not been in accidents and 


of Walton 
the world's 


with Joseph Levy, 


Motors, Chicago, who was 


| largest Chrysler dealer for 1957. Both 


dealers participated in the forums pre- 


| sented in Atlanta, New York City, Chi- 


cago, Detroit, los Angeles and San Fran- 
cisco. 


student drivers. Clarke said that 
these persons will not lose their 
licenses if they fail to pass the 
test, but will be told how to im- 


| prove their driving. 


is not designed to 


rule motorists off the road,” the 
“but to re- 


habilitate and make them better 
drivers.” 


“The clinic 


> * * 


Nominations Are Sought 
For Hoffman Safety Award 


Nominations are invited for the 
second annual Paul Gray Hoffman 
Award for outstanding professional 
service in the field of traffic safety, 
it was announced by the Automo- 
tive Safety Foundation. 

Hoffman, a former president and 
chairman of the foundation, once 
headed Studebaker Corp. The 


os 








| survey to obtain basic data 


award, a sculptured silver plaque, 
is designed to recognize and en- 
courage the work of educators, 
engineers, enforcement officials, re- 
searchers, organization staff mem- 
bers and others who make their 
careers in traffic safety. 
* * . 


Record Year Is Forecast 


For Road Building in U. S. 


Road construction in 1958 
should reach an alltime high of 
$5 billion, according to an esti- 
mate based on an analysis of 
highway spending made by CIT 
Corp. 

Thomas E. Lenihan, CIT pres- 
ident, said road contracts in 
April exceeded those of the same 
month last year by as much as 
20 percent. 


ARBA Seeks Improvement 


In Construction Methods 


The American Road Builders’ 
Assn. is conducting a national 
in 
support of its program for the 
improvement of highway construc- 
tion practices and procedures. 


The results of the survey will be 
used for congressional testimony, 
presentation to the U. S. Bureau 
of Public Roads and a report to 
the American Assn. of State High- 
way Officials. 

a = = 


9 Calif. Dealers Honored 


Awards of merit for their par- 
ticipation in driver-training pro- 
grams have been given to nine 
Berkeley and Albany (Calif.) deal- 
ers by the East Bay Chapter of the 
National Safety Council. Honored 
were Berkeley Buick Co., Clarence 
Bullwinkle (Ford), Crockard Chev- 
rolet Co., Curt Campbell (Ford), 
Doten Pontiac, East Bay Chevrolet, 
Fidelity Motors (Oldsmobile), 
Golden Bear Motors (Ford) and 


J. E. French Co. (Dodge- 
Plymouth). 
Wondering how new-car and truck pro- 


duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year 


MAKE CAR SALES 


? 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

[= month a higher court held 
that a City zoning ordinance is 
invalid and unenforceable if the 
testimony fails to prove conclu- 
sively that its enforcement is neces- 
sary for benefit of the public 
health, safety, comfort, morals 
and welfare of the general public. 
For example, in Gordon v. City of 


Chevrolet automobile from Cooke 
Chevrolet Co, After receiving de- 
livery of the vehicle, Culligan used 
it until it was damaged in an acci- 
dent. 

Several days later Culligan re- 
turned the damaged vehicle to the 
Cooke Chevrolet Co. and demanded 
return of the purchase price. Culli- 
gan contended that the accident 
was caused by a defect in the 


to minimum resale prices for their 
products through contracts requir- 
ing the signature of only one re- 
tailer. 

The high state court held that 
the minimum retail price provi- 
sions of fair trade contracts could 
only be enforced against persons 
who signed them. The decision was 
given in a suit instituted by Gen- 
eral Electric. 


* * * 


Parking Space Is Used 
To Advertise; Fine Upheld 


FRANKFORT, Ky. — The Court 
of Appeals has upheld a $5 fine 
on a Middlesboro dealer for using 
parking-meter spaces for advertis- 





The ‘Otto’ Winners— 


oad 


ae te an ne oa nia 


Ford “Otto” winners in the Los Angeles district were honored for their sales 
: . * performance during March and April. Front row, from left, are William H. Klein, 
signs advertising his car lot, were (,, Angeles district sales manager; Don Hankey, Midway Motors, Los Angeles; Ira 
parked in downtown spaces. E. Escobar, Ira E, Escobar, Inc., El Segundo; Harold Johnson, Quinn-Johnson, Brawley; 

The court ruled that such ad-| tes Bacon, Bacon Sales Co., Hermosa Beach; Paul R. Hagerty, assistant Los Angeles 
vertising was in violation of an| district sales manager. Second row: Allen C. Patterson, Patterson Ford Co., Sante 
ordinance banning use of metered | Maria; Bill Dahn, Ramona Motors, Ramona; Jim Herring, Thompson Ford, Boulder 
space for carrying on a business.| City Nev. Third row: L. J. Snow, L. J. Snow Co., Colton; Hoyt Curtis, El Monte 
L, A. Cherry, the dealer, contended | Motors, El Monte, and Jim Pearson, City Motors, National City. “Otto” winning dealer- 
he was within his rights since he ships not represented in the presentation are Warren-Anderson, Inc., Riverside, and 
had paid the meter charge. Loge & Yount Ford, Redlands. 


Wheaton, 146 N. E. (2d) 37, it was) steering mechanism. 
disclosed that are 


Lorraine Motors! Contract Clause Cited 


Co. operates an 4 
automobile sales a a great deal of testimony 
dealership, garage was presented, the higher court 
and gasoline sta- held that Culligan could recover 
tion. The com-| no damages from the Cooke Chev- 
pany purchased a rolet Co. because the contract be- 
tween Culligan and Cooke Chevro- 


lot across the 2 
street from its| let Co. contained a clause, as 
follows: 


automobile sales 


ing purposes. His cars, carrying 





dealership. The 
City refused to 

L. T. Parker allow the com- 
pany to use the lot for additional 
space for the display, sale and 
parking of automobiles. 

In subsequent litigation, the 
higher court held that this City’s 
new zoning ordinance for residen- 
tial purposes is invalid, saying that 
it was arbitrary, unreasonable and 
without substantial relation to the 
public health, safety, comfort, mor- 
als and welfare. 





ae ae cee ——y = — eos Sales be useful to us all | what we were going to do with it. pickup on a new Chevrolet car 
° o bind all retailers in the state in teaching us . = =*s but we couldn’t allow him what i 

No Warranty Is Valid : Case to evaluate our HEN to add to our troubles a | WS right because nobody 
J D. WILSON, San Francisco, Histories stocks and to keep fellow moved down here from | Found here would have it with 
b 


* wrote in part as follows: “How 
can an automobile dealer protect 
himself against ‘phoney’ suits by 
customers who claim that they 
suffered injuries because the pur- 
chased automobile was defective?” 

The answer is: Include protec- 
tive clauses in the sales contract. 

In Cooke Chevrolet Co. v. Culli- 
gan, 282 S. W. (2d) 349, the testi- 
mony showed facts, as follows: A 
man named Culligan bought a new 





“It is expressly agreed that there 
are no warranties, expressed or im- 
plied, made by either the dealer or 
the manufacturer on the Chevrolet 
motor vehicles, chassis or parts 


furnished hereunder ... ’ 
= > = 


Ky. Court Expunges 


‘Nonsigner’ Clause 
FRANKFORT, Ky. — Kentucky’s 
court of appeals has ruled uncon- 
stitutional the so-called “nonsigner” 
clause of the state fair trade act, 








Crane Named Distributor 


For Vespa in Southwest 


NEW YORK.—David Crane, Inc., 
3607 S. Main St., Houston, has) 
been named as distributor for the! 
complete line of Italian-made Vespa | 
motor scooters. | 

A banker and imported-| 
automobile distributor, Herbert! 
Crane, corporation president, will! 
distribute Vespa throughout Texas, 
Nebraska, Kansas and Oklahoma. 


How Nation's Salesmen Meet 





Practical Problems of Selling 


A DEALER tells how swapping 
can be an important part of 
selling. Here is his story: 

It is not often that apparent 
misfortune can be turned to good 
account, but the experience we 

had recently might 


the problem of a 


nonselling car uppermost in our | 


minds. 


Our troubles started when we 
accepted a special order for a 
Suburban Chevrolet with a four- 
speed transmission for a local 
resident who wanted to use it in 
uranium prospecting in the west. 

When two months had 
elapsed and the order had not 
been filled, the customer can- 


| celled out because he couldn’t 

| wait any longer. 

| The car came in finally and 

| went on the lot but it was a dead 

| duck, because nobody wanted it 

| with the four-speed transmission. 
We kept it so long we didn’t know 


the northern part of the country 


Lee Filter Expands 
NORTH ARLINGTON, N. J.— 
| Lee Filter Corp. has taken over a 
| building at 250 Passaic St., Newark, 
|N. J. These facilities give Lee an 
| additional 45,000 square feet of 
| manufacturing space. The company 
also occupies a building at 179 Mt. 
Pleasant, Newark. 








/NET MORE PROFIT 


i 


and came in with a %-ton pickup 
with a three-speed transmission. 
That was all right where he came 
from, but it was an unsalable 
piece of merchandise in our terri- 
tory. 


He wanted to trade in the 


a three-speed transmission. 

Then I happened to think about 
our special Suburban with a four- 
speed transmission. So I pitched 
him a deal right away and he 
went for it. We put the three- 
speed transmission in the Subur- 
ban and took the Suburban’s four- 
speed transmission and put it in 
the pickup truck. 

We sold both of them the same 
week. 


Once you lick overhead, new and used car profits 
pretty well take care of themselves. Pennzoil’s pro- 
gram builds profitable service traffic that absorbs over- 
head by developing regular customers who will come 
back to you for all their car maintenance. 


It keeps all phases of your service operation busy, 
increases the number of repair orders and items per 
R. O. The extra profits you realize put you in a 
better position to trade—to make money on car sales. 


that support your good service by keeping cars in top 
condition and keeping customers satisfied. 


Second, it gives you a customer relations system 
that makes customers want to come in for the services 
they need when they’re needed. This is the exclusive 
Pennzoil Kontax System*—4 to 1 favorite over any 
other with car dealers coast to coast—the most pain- 
less way yet developed to get customers to ask for all 
the services they need. 


TS Se Sie 
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— 
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This program works two ways to increase service 
profits. First, it provides motor oils and lubricants 


Your Pennzoil Distributor has the proof. Call him, 
or mail the coupon now. 


Sales Manager, Kontax System 
Pennzoil, Oil City, Pa. 


NOW I TOP-GRADE 
MOTOR OILS FOR 
EVERY SERVICE 
AND PRICE CLASS! 





Let's see you prove the claims you make for your program. 


Name of system I use now. 





NAME 
—— 

t 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Pittsburgh 


New-car sales in the Pittsburgh 
area during the week ended June 
21 were exceeded by only one 
other week this year, according to 
the University of Pittsburgh’s Bu- 
reau of Business Research. 

Overall business activity de- 
clined slightly, however, and 
stood at 91.2 percent of the 1947- 
49 average. It was 94.5 percent 
the preceding week, 87.4 a month 
earlier and 84.8 in the corres- 
ponding week of April. 

Pittsburgh steel mills boosted op- 
erations to 60 percent of practical 
capacity, a new high for 1958. Bitu- 
minous coal production also reached 
a new high for the year, and origi- 
nating freight carloadings were 
slightly above those of the pre- 
ceding week. 


On the other hand, electric-power | 


output was somewhat lower; river 


traffic declined, and department- 
store sales decreased, Gross sales 
of Pittsburgh department stores 
were only about 1 percent less in 
the four weeks ended June 21 than 
in the like weeks of 1957.—(Leon 
M. Leffingwell.) 

* 


Los Angeles 


Imported cars soared to 15.9 per- 
cent of total new-car registrations 
jin Los Angeles County during the 
first 15 days of May, according to 
| figures compiled by Reuben H. 
Donnelley Corp. 

The foreign makes accounted 
for 1,403 of 8,799 new-car sales 
during the 15-day period, Volks- 
wagen took ninth place with 239 
registrations, and Renault, Fiat, 
Volvo, Triumph, MG, Opel and 
Hillman all captured spots in the 
second ten. 





first half of May were: Chevrolet, 
2,373; Ford, 1,900; Plymouth, 662; 
Oldsmobile, 402; Cadillac, 369; 
Buick, 309, Pontiac, 286; Rambler, 
272; Volkswagen, 239; Dodge, 222; 
Renault, 187; Mercury, 182; Chrys- 
ler, 132; Fiat, 131; Volvo, 111; Tri- 
umph, 105; MG, 83; DeSoto, 79. 
Opel, 75; Hillman, 70; Edsel, 58; 
Simca, 50; Metropolitan, 48; Con- 
tinental, 43; English Ford, 40; 
Studebaker, 39; Borgward, 34; Im- 
perial, 31; Austin-Healey, 27; Lin- 
coln, 25; Peugeot, 25; Mercedes- 
Benz, 23; Porsche, 23; Morris, 21; 
Jaguar, 20; Vauxhall, 14; Packard, 
6; miscellaneous, 83—(William 


Carroll.) 
- * > 


Cincinnati 


Motor-vehicle sales in Hamilton | 


County (Cincinnati) during the 
week ended June 19 totalled 1,594 





| total 





sales the previous week, but below 
the 1,754 units moved in the like 
week of 1957. 

The weekly total included 583 new 
cars and 44 new trucks, compared 
with 543 cars and 51 trucks in the 
week ended June 12. 

A total of 911 used cars and 56 
used trucks were sold during the 
week, compared with 834 cars and 
33 trucks the preceding week. 

Automotive repossessions took a 
decided drop during the week with 
only 21 reported. There were 47 the 
previous week and 38 in the like 
week a year ago.—(Frank Kappel.) 

* + = 


Providence 
New-car registrations in Provi- 
dence dipped slightly in May to 


979. The April figure was 
1,009, New-truck sales increased to 
97 from 91 a month earlier. 

By makes, May new-car regis- 
trations were: Ford, 265; Chevro- 
let, 198; Plymouth, 115; Rambler, 
82; Oldsmobile, 55; Buick, 42; 
Cadillac, 34; Dodge, 26; Pontiac, 


26; Volkswagen, 24. 
Chrysler, 16; Mercury, 12; Lin- 
|coln, 5; DeSoto, 4; Edsel, 4; Im- 


Registrations by makes for the|units, an increase over the 1,461/ perial, 4; Studebaker, 3; Continen- 


For Top Performance and Lowest Cost Per Mile— 


TANDEM DRIVE 


2-SPEED AXLES 





FRONT AXLES 


vies 


SINGLE-REDUCTION AXLES 








* 





costs, and longer truck life. 


There is a RIGHT 
in Eaton’s Full Line 
of Types and Capacities 





AXLE DIVISION 
MANUFACTURING COMPANY 


it takes the 


RIGHT TRUCK 


for the Job=- 


and the 


RIGHT AXLE 


on the Truck! 


AXLE 





Every hauler knows how important it is to buy 
trucks that are RIGHT FOR THE JOB. Dollars 
invested for ample capacity and the right equip- 
ment to handle the job, are paid back many times 
over—in reduced maintenance, lower operating 


When a truck is purchased, it is important that 
specifications call for the RIGHT AXLE FOR THE 
JOB. The hauling job may call for single reduction, 
double reduction, or 2-speed—and perhaps tandem 
drive axles. There is an Eaton Axle of the right type 
and in the right size—backed by almost 50 years 
of axle manufacturing experience, and by proven 
performance in more than two million trucks. 





Through research, engineering, and testing, Eaton 
Axles are continually improved in design and metal- 
lurgy to give haulers extra thousands of trouble- 
free miles without adding to weight or cost. 








CLEVELAND, OHIO 


| tional, 


}1; English Ford, 
= 





tal, 1; Nash, 1; 
miscellaneous, 61. 

New-truck registrations were: 
Ford, 28; GMC, 26; Chevrolet, 20; 
International, 10; Dodge, 4; Volks- 
wagen, 4; White, 1; miscellaneous, 
4.—(T. L. Forbes.) 


* * * 


Packard, 1; 


San Antonio 

May new-car registrations in San 
Antonio and Bexar County totalled 
1,162, an increase of nine units 
over the 1,153 sold in April. 

Chevrolet led with 422, followed 
by Ford with 304. Other May 
totals were: Oldsmobile, 72; Pon- 
tiac, 59; Buick, 56; Plymouth, 52; 
Mercury, 47; Dodge, 36; Cadillac, 
21; Rambler, 20; Edsel, 12; 
Chrysler, 11; MG, 10; Renault, 6. 

Opel, 5; Simca, 5; Lincoln, 3; 
Studebaker, 3; DeSoto, 2; Conti- 


| nental, 2; English Ford 2; Imperial, 


2; Metropolitan, 1, and miscel- 
laneous, 9. 

New-truck registrations fell to 
187 in May, compared with 268 in 
April. May totals by makes were: 
Chevrolet, 99; Ford, 37; Interna- 
21; GMC, 14; Dodge, 10; 
White, 3; Willys, 1; Volkswagen, 
1—(J. H. Reed.) 


Hartford 


New-car registrations in Hartford 
County totalled 1,896 in May, a 33 
percent decline from the 2,833 sales 
in May of last year. 

May, 1958, registrations by makes 
were: Chevrolet, 445; Ford, 380; 
Plymouth, 205; Rambler, 107; Olds- 
mobile, 102; Buick, 93; Pontiac, 73; 
Mercury, 65; Dodge, 56; Chrysler, 
41; Cadillac, 34; Edsel, 33; DeSoto, 
21; Studebaker, 15; Lincoln, 11; 
Metropolitan, 9; Imperial, 4; miscel- 
laneous domestic, 10; miscellaneous 
foreign, 192. 


New Speedway 
In Daytona Plans 
900,’ ‘200’ Milers 


DAYTONA BEACH, Fla.—An 
international 500-mile stock-car 
championship race and a 250-mile 
“Indianapolis-type” car race on July 
4 are planned in 1959 at the new 
Daytona Beach International Motor 
Speedway, according to Bill France, 
president of NASCAR and the 
speedway. 

The first race on the speedway, 
now under construction, is planned 
for Feb. 22, France said. Crews are 
working in 24-hour shifts to have 
the speedway ready by that time, 
he added. 

“The layout consists of a 2%-mile 
high-speed, steeply banked course,” 
France said. “We hope to have a 
capacity, including infield accom- 
modations, for well in excess of 50,- 
000 people. 

“Two under-the-track tunnels 
have been ordered so that specta- 
tors can enter or leave the infield 
while the track itself is in use, We 
also are going to install a two-mile 
road in the infield, which will be 
linked with the 2%-mile part of the 
track. The entire course will be 
visible from any seat in the grand- 
stand.” 

An artificial lake to be built in 
the infield will be called Lake Lloyd 
in honor of J. Saxton Lloyd, former 
NADA president and a General 
Motors dealer here. Lloyd is chair- 
man of the group supervising the 
speedway. Others are Grady Wil- 
liamson, Dan Warren, Jim Horton 
and Dr. A. M. McCarthy. 


Thompson’s Gates 


Promoted in Sales 


CLEVELAND.—John B. Gates, 
former manager of the West Coast 
division, Thompson Products, Inc., 
has been appointed general sales 
manager of the company’s Michi- 
gan group. 

Vice-President C. W. Ohly, gen- 
eral manager of the Michigan 
group, said all of the group’s cus- 
tomer relations, as well as the 
production-engineering function, 
= be merged under Gates’ direc- 
tion. 

Thompson Products also an- 
nounced that its Tapco group had 
created a sales and marketing or- 
ganization to serve the missile, air- 
craft, electronics and nuclear fields 
on a regional basis. Named regional 
sales managers were Arthur H. 
Schweitzer, Northern region; Rob- 
ert T. Hall, Southern region, and 
Robert A. Paetz, Western region. 





Offer your customers mirrors that do away 


BT 


These New Mirrors give single, sharp image because they are “front-surface" 





E-Z-1° 
3-WAY 
MIRROR 





Glare-free, “single image” vision for night driving 


With this front-surface E-Z-J Mirror, 
headlights behind you are distinct, 
yet glare-free. You judge more accu- 
rately how near the cars are behind 
you. No guessing, no blinding! An 
optically better front-surface mirror 
—it eliminates double image. 





LIBBEY- OWENS: FORD... «Great Name in Glass 
LIBERTY MIRROR DIVISION, Brackenridge, Penna. 


Tune In THE PERRY MASON SHOW, Saturday Nights, CBS-TV Network 


iis Not just two positions, but three! 


123 


(1) DAYTIME, you get a sharp, soothing yellow-green image. 
(2) NIGHT IN CITY, you filter out low-beam headlight glare. 
(3) NIGHT ON HIGHWAY, you de-glare “‘brights”’ behind you. 


E-Z-I Mirrors are standard equipment on top-line Buick 
models—available in Buick accessory departments. 


CROMIR® OUTSIDE MIRROR 


Better, “single image” vision 
for clear or rainy weather 


Cromir is an outside mount, front-surface, chromium-alloy mirror. 
It provides clean, sharp, single images.. No ghosting! No blurs! 
It’s clearer in wet weather because moisture droplets run off, 

don’t cling. Cromir is guaranteed for as long as the first 


owner keeps the car. Available from makers of outside mirrors. 


These mirrors are sold only through new car dealers. 
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harden like rock and is guaran- 
teed not to shrink, crack, rust, mil-| 
dew, or rot, has been introduced | 
by American Waterlock Corp., Box! 
407, Ortonville, Mich. 


* * * 


Bug Remover 


A bug remover, Lazy Care, has 
been announced by Fine Labora- 
tories, Freeport, Ill. It is effective 
in removing dirt, road grime, bugs 
baked on the windshield by the 
sun, and will not harm the paint, 
leave soap streaks or affect the 
rubber seals around windshields, 
Fine said. 





ENGINE VALVES—Valves for both gaso- 
line and diesel engines with heads greater 
than 2% inches and up, in diameter are 
now being manufactured for the replace- 
ment trade. Valves for engines such as 
Fairbanks Morse, Nordberg, Worthington, 
Clark, Waukesha, Aalco, and other large 
size, hard to get valves, are available. 
N. A. D. Co., 17 Brady St., Room 203, 
Detroit 1, Mich. 

. ee 


Aluminum Industries Offers 


Permite Valve-Seat Inserts 


Aluminum Industries, Inc., 3670 
Werk Rd., Cincinnati, O., has in- 
troduced a complete line of Per- 
mite valve-seat inserts used as or-| 
iginal equipment. 

The inserts are color-keyed for) 
easy identification and individually 
packaged in hermetically-sealed| tige TOO\—the Break-Safe tire tool is 
plastic bags to keep them free|, manually operated tool designed to re- 
from dust, dirt, rust and corrosion,| move lock rings on all types of wheels, 
the firm said. sizes 14 to 25 inches. The unit breoks 
beods on tube and tubeless tires and is 





* « 


TRUCK NEW PRODUCTS 


new toll and express highways per- 
mit higher speeds. 


* * * 


| 
| 


| 





mm AI” 

AIR CONDITIONER—Kysor Heater Co., 
1100 W. Wright St., Cadillac, Mich., has 
announced its model “TP” (Truck Powered) 
air conditioner. Kysor's model “SP” (Self 
Powered) unit was designed to produce 
enough cool air on its own power to 
combat the most extreme heat conditions 
thet could exist in a truck cab, it is 
claimed. The “TP” unit is designed to 
produce the same capacity—I'% tons 
refrigeration at 340 c.f.m., using truck 


power, it is said. Compact in size—25% 
inches wide by 294% inches long by 14% 
inches high—the Kysor “TP” is said to 
fit any cob roof and can be conveniently 


transferred from 
* 


one cab to another. 
> > 





Willys Mounts Plane Loader 
On Dispatcher Chassis 


Willys Motors, Toledo, reports 
that it has made its air-cargo belt 
loadér more economical by mount- 
ing it on a DJ-3A Dispatcher chas- 
sis. 

The company said the 20-foot 
long conveyor belt has a maximum 
operating height of 11 feet at the 
front and a minimum of five feet. 

+ * * 


HYDRAULIC HOIST—A hydraulic truck 
hoist for three-ton or smaller trucks is 
available from Energy Mfg. Co., Monti- 
cello, la. The Energy hydraulic truck will 


lift a load from eight to 10 tons with no} 


swoy ond with no excess strain on the 
chassis or box, it is claimed. Special 
mounting of rear hinges gives maximum 





EXTENSION RACK—Extension side rack, 
designed to fit any make or model pickup 
truck, has been announced by Pierce 
Metal Products, 22148 Michigan Ave., 
Dearborn, Mich. Called Flex-O-Rack model 
M, the rack's corner posts are designed to 
provide support for a canvas cover to 
protect truck contents from sun or weather. 
The members are five gauge steel, 1 by 
2-inch steel channel. The adjustable 
sleeves are five gauge steel, 1 by 2-inch 
tube. 





CONTOUR FENDERS — Master contour 
fenders of single piece construction for 
trucks and trailers have been introduced 
by Master Tank & Welding Co., P. O. Box 
5146, Dallas, Tex. These 16-gauge steel 
fenders feature a two-inch curved edge 
| for splash control. The single piece con- 
struction cannot separate and eliminates 
rattles and rust, it is said. The flap ma- 
terial is cord impregnated and resists 
abrasions and road shock. The fenders 


Patching Material 
Pronto-Patch, a plastic fiberglass 
patching product that is said to 
> * > 


said to- prevent the lock ring from explod- 

ing when inflating the tire. Par Sales Co., 

6912 Hollywood Sivd., Hollywood 28, Calif. 
ee 


| dumping height for unloading over hop- | come equipped with bar and bolts and 


pers and pits, it is said. | are ready to mount. 
eR Eg » « 











LINE CONSTRUCTION BODY—The Series C line construction body is designed to 
carry tools and supplies for both copper and aluminum transmission and service 
systems. Storage space is specifically constructed to corry all standard tools and 
personal items as well as a large inventory of pole line hardware, it is said. The 
street side compartment section is available in three different layouts. Utility Body 
Co., 1530 Wood S.. Oekiend 7, Calif. 





FRAMELESS DUMP TRAILER—A frameless excavator's dump trailer introduced by 
Anthony Co., Streator, lil., is the largest unit in the company's frameless trailer line. 
Individual models of capacities to meet job requirements range from 20 to 24 feet 
in length. in order to provide easier unloading, the body width is tapered. It is 
82 inches wide at the front and 88 inches wide at the rear. The trailer is built of 
eight gauge steel and has %4-inch wear plate. The trailer's double floor has one 
filler of two-inch oak. The unit has a reinforced cylinder well, 42,000 pound tandem 
suspension, 16% times 7 air brakes, 11:00 20 14 ply tires and weighs 16,880 pounds. 





ALUMINUM DUMP BODY—The lightness | 
of aluminum in the construction of this 
28-foot trailer dump body, and the 
further weight reduction realized thru the | 
vse of a Perfection front-mounted tele- 
scopic hoist, added two tons to the legal | 
pay load, according to Perfection Steel 
Body Co., Galion, O. With a capacity of | 
1,300 cubic feet and a loading of 41,600) 
pounds, a Perfection Micro-Tel front-| 
| mounted telescopic hoist, with a stroke of 
220 inches, is employed to achieve the 
desired lifting capacity and dump angle. 

* > > 











TELESCOPIC HOIST—Remco Mfg. Co., 
Willits, Calif., has announced telescopic 
hoists for frameless type dump trucks. 
Column strength in the hoist is obtained 
by long bearing overlap and the use of 


heavy wall seamless steel tubing, it is| 


said. Wiper rings are provided to elimi- 
nate foreign matter from entering the 
hydraulic system. 

* 


195-Horsepower Diesel 


Introduced by Cummins 


The Cummins NH-195, a 195- 
horsepower diesel designed for ex- 
press service hauling 55,000-60,000 
pounds GCW, has been announced 
by Cummins Engine Co., Inc., Co- 
lumbus, Ind. The company said the 
NH-195 will meet the higher horse- 
power demands of operators in the 
central and eastern U. S., where 
revised weight and length laws 
permit greater payloads and where 

\ 





DUMP TRUCK BODY—Heil Co. of Milwavkee, Wis. has announced a heavy duty 
dump truck body which incorporates a positive acting control for the tailgate hooks. 
This operating device, as illustrated, is controlled by a lever handle at the front 
left corner of the body. When this handle is pulled forward and down, it actuates 
a single long rod which rotates the shaft on which the tailgate hooks are eccentrically 


| fastened. The design of these hooks, and the brackets within which they operate, 


prevents jamming of the operating device and affords easy positive control of the 
tailgate by the dump truck operator, it is said. Bodies of this type are designated 
H-11 and ore manufactured for use with Heil twin cylinder hydraulic dumping hoists 


available with 6, 7 and 8-inch diameter cylinders. 
. ce. = 2 #. ¢ 





TRUCK BODIES—Two truck bodies, “job-planned" for preventive maintenance service 
for gasoline stations, oil bulk plants and tank trucks, have been manufactured by 
Reading Body Works, Inc., Reading, Pa. The dual-wheel, one-ton models were adapted 
for the Petroleum Equipment Service & Maintenance Co., Allentown, Pa. Each of the 
109-inch bodies has a thru-box for shovels, picks, bars and other long digging tools, 
and special departmentalized compartments for tools, and equipment. Tops of the side 
compartments are reinforced with deck plating so that servicemen can stand on them 
to make repairs in an elevated position. Both new Reading Bodies are mounted on 
standard GMC chassis. 
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Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

A nationwide contest to find im- 
mediately one thousand sales ideas 
to stimulate consumer buying has 
been announced by National Sales 
Executives, Inc. 

New techniques in sales man- 
agement, advertising, sales pro- 
motion, sales motivation, visual 
aids, personal selling practices, or 
even gimmicks, are being sought. 

Ideas will be screened in the New 
York office by the judges and the 
best will be published in a sales 
manual, “How To Increase Sales in 
a Buyer’s Market.” 

Special prizes will be given for 
the best 25 ideas for increasing the 
effectiveness of marketing manage- 
ment; for the best 50 ideas on how 
outside salesmen can increase sales, 
and for the best 50 on how inside 
salesmen can increase sales at the 
point of contact with the buyer. 
Clubs will receive prizes dependent 
on the participation of their mem- 
bers. 


* * * 


Digest Rate Changes 


Reader’s Digest has announced 
policy and rate changes effective 
in January, 1959. 

The principal policy changes are 
the acceptance of half-page adver- 
tisements in the U. S. edition and 
the positioning of all advertising 
adjacent to editorial matter. 

The principal rate changes are 
a single rate for both black and 
white and two-color advertising; a 
record low premium for four-color 
advertising, and the elimination of 
any premium for bleed-page adver- 
tising. 

Based on a circulation of 11,750,- 
000 copies per issue, highest in the 
magazine’s history, cost for black 
and white or two-color will be $34,- 
250 per page, and $38,750 for four 
color. Present rates are $34,500 for 
two-color; $31,750 for black and 
white, and $38,000 for four-color. 

Half pages, either two-color or 
black and white, bleed or non- 
bleed, will cost $18,150; four-color 
half pages, $19,750. 

+ * 


GM Drops ‘World’ 


General Motors has failed to 
renew its sponsorship of the 
“Wide Wide World” weekly tele- 
vision program over the NBC 
television network. 

The dropping of the program 
represents a cutback of approxi- 
mately $4% million a year in GM 
institutional advertising. 

= > + 


New Inquirier Analysis 

The Philadelphia Inquirer has 
published its 1958 circulation analy- 
sis with alphabetical listing of all 
daily and Sunday drops in Pennsyl- 
vania, New Jersey, Delaware and 
Maryland. 

The 64-page book also contains 
tables detailing coverage of the 
city and retail trading zones and 
each of the sixty counties of the 
Philadelphia Federal Reserve dis- 
trict. Additional tables summarize 
basic market data for the Dela- 
ware Valley area and each of its 
counties, and provide current esti- 
mates of population and reports 
on recent special censuses in 
suburban municipalities. 

Copies are available to agencies 
and advertisers through all Inquirer 
representatives. 

a 


” * 
Allied PR Moves Office 


Allied Public Relations, Inc., 
New York, has moved into new 
offices at 250 Park Ave. 


*” 7” cd 
AMC’s Lamy Honored 
George E. Lamy, American Mo- 
tors zone manager in the Phila- 
delphia area, has received a “silver 
anvil” from the Philadelphia Chap- 
ter of the American Public Rela- 
tions Assn., in honor of a campaign 
urging immediate buying. 
He was one of three business- 
men to be so honored. 
Philadelphia zone sales for Ameri- 
can Motors, according to the cita- 
tion, are ahead of the company’s 
annual average. In May, the zone 
More than doubled the sales figures 
for May a year ago, it said. 
ok es * 


Hertz Adds Trout 


Hertz Rent-a-Car System’s 
“World and Business News,” heard 


12 times a week over the CBS radio 
network, has added Robert Trout 
to its team of newscasters. 

Trout joins Walter Cronkite and 
Bill Downs in the Hertz radio series 
which began March 24 over the 
190-station CBS network. 

* * a 


See Chevrolet Film 


A Chevrolet-produced movie de- 
signed to sell selling as a career 
was shown in more than 300 high 
schools and 53 major colleges dur- 
ing the semester just completed. 

Titled “Career Calling,” the 27- 

minute 16-mm. production also 
has been seen by a large number 
of sales organizations and associ- 
ations and has had several tele- 
vision runs. 

W. E. Fish, general sales man- 
ager, said the picture already has 
many bookings through May, 1959, 
including one overseas for the In- 
corporated Sales Managers’ Assn. 
of Great Britain. 

Narrated by John Daly, 
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vice-president and news commen- 
tator, the film includes interviews 
of men and women college students 
as well as successful career sales- 
men to obtain their opinions on a 
sales career. It closes with talks 
by sales leaders of large American 
business firms. 
oe * * 


New Perfect Circle Campaign 


Perfect Circle Corp. will launch 
an extensive ad campaign to intro- 
duce Valve Seal, a new automotive 
engine product, beginning with a 
two-page, two-color insertion in 
the August issue of Motor Trend 
magazine. 

+ * = 


Names 


Richard T. O’Reilly has rejoined 
N. W. Ayer & Son in the Detroit 
office as supervisor of service on 
the Plymouth account, He started 
with Ayer in 1946. In 1953, he or- 
ganized a department to handle the 
cooperative advertising of Plymouth 
dealers, and moved to Detroit to 
supervise the co-op project. For the 
past two and a half years he has 
been a vice-president of Kenyon & 
Eckhardt. 


* * * 


William V. Hussey has been 


on the New York sales staff of 
Family Weekly since 1954, and has 
been assistant eastern advertising 
manager during the past year. 

* +. * 


Donald F. Kehn has joined J. M. 
Mathes, Inc., New York advertis- 
ing agency, as an account execu- 
tive. Kehn formerly was with 
Kudner Agency, Inc., working on 
General Motors’ Allison and Frigid- 
aire accounts. 

* + * 


Siler Freeman, most recently on 
the public relations staff of the 
Kudner advertising agency, has 
joined Look magazine as business 
editor. Freeman succeeds George 
Koether. 


* * - 


Daniel E. Bockover has been 
appointed manager of media for 
Westinghouse Electric Corp., Pitts- 
burgh. He succeeds S, G. Symons, 
who retired last month. 


Winder Joins Holan 
ATLANTA.—F.. Thomas Winder 
is selling Holan truck bodies and 
associated power equipment in 
Texas and Oklahoma. He joined 
Holan Corp. of Georgia after serv- 


named eastern advertising manager|ing as sales manager for Artifi- 


CBS | of Family Weekly. Hussey has been 


ciers, Inc. 


Auto-Lite Opens 
Nonautomotive 


Sales Campaign 


TOLEDO. — Electric Auto-Lite 
Co. has launched a program to in- 
crease the nonautomotive sales of 
its Electrical Products group, ac- 
cording to J. J. Bohmrich, group 
vice-president. 


He said the drive is aimed at 
pushing sales of generators, start- 
ing motors, traction motors, frac- 
tional horsepower motors and re- 
lated products. 


The program is based on cost- 
reduction developments available 
to manufacturers of construction, 
materials-handling, industrial and 
farm equipment; outboard and in- 
board marine-engine builders, 
makers of diesel engines, the mili- 
tary and other customers, said 
Bohmrich. 

Under the program, he continued, 
new district representatives will be 
appointed, research and engineer- 
ing facilities will be expanded and 
a new advertising and promotion 
campaign will be scheduled. 





More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 









Retail 


Automotive Sales . . . $81,533,000 


ali SOLANO COUNTY 
Automotive Sales . . . $24,879,000 


; SAN FRANCISCO COUNTY 
Automotive Sales . .. $181,415,000 


neta» SAN MATEO COUNTY 
Automotive Sales . . . $87,032,000 
nai MARIN COUNTY 


Automotive Sales . . . $26,669,000 


ALAMEDA AND 


ALAMEDA COUNTY 
Automotive Sales . . . $212,173,000 


CONTRA COSTA COUNTY 
etail 


CONTRA COSTA COUNTIES 
TOTAL . . . $293,706,000 


Source: Sales Management Survey of Buying Power, 1958 
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. Largest Home Delivered Circulation in Northern California! 


NATIONAL REPRESENTATIVES, CRESMER & WOODWARD, INC. - MEMBER METRO SUNDAY COMICS NETWORK 










Let’s face it! 


Metropolitan OAKLAND Area* 


(ALAMEDA AND CONTRA COSTA COUNTIES) 


LEADS in RETAIL 
/4{ AUTOMOTIVE SALES 


...iIn the Six Bay Area Counties! 
sK Covered ONLY by the OAKLAND TRIBUNE 
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Automotive Wholesalers Go to School— 


Thirty-five wholesale executives “graduated” from the third annual Top Manage- | 
ment Institute of the Motor and Equipment Wholesalers Assn. They attended the| 
week-long course at the University of Illinois. | 








What's New... 








Mechanic Pinch Crippling 
Economy, N. C. Jobbers Told 

ASHEVILLE, N. C.—The growing 
shortage of auto mechanics is 
“slowly crippling our economy and 
could be disastrous in event of a 
national emergency,” Mel Turner, 
Chicago garageman and director of 
the automotive instruction program 
of the National Standard Parts 
Assn., told the annual convention 
of the North Carolina Automotive 
Wholesalers Assn. 

“On the statewide basis of 50 
percent of automotive-trade stu- 
dents entering the field in the 


state of North Carolina, there is | 


only one student for every 17,096 
vehicles and it would take #4 
years to furnish one man for each 
service establishment in the 
state,” he said. “There is only 
one student per county entering 
the trade in North Carolina and 
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In Parts and Accessory Distribution 


these figures are far below na- 
tional averages. 

“Nationally in 1950, there was a 
ratio of one mechanic for every 73) 
cars. Today there is a ratio of 87| 
cars per mechanic. By 1967, if the} 
same ratio of cars to mechanics in- | 
there will be only one| 


creases, 
he | 


mechanic to every 103 vehicles, 
continued. | 

The healthy ratio is one me- 
|chanic for every 60 cars but to) 
even regain the 1950 ratio of one) 
mechanic to every 73 cars, we will) 
need 55,000 new men each year for 
the next 10 years. Right now we) 
could use another 150,000 mechan- | 
ics.” 

As the 


industry has grown, he| 


ort Ose eeu | 
Classic July 12 


| DEARBORN. — The Midwest) 
|Grand Classic of the Classic Car| 
Club of America will be held at| 
|Greenfield Village Saturday, July| 
|12, with 100 of the luxury cars of| 
the 1925-42 era on display. | 





Univan Lightweight Aluminum 12-20 foot Van Bodies 


Fast, Easy, Profitable Sales 


Recommend Univan Aluminum Van Bodies and you'll 
make fast, easy, profitable sales. Plenty of customer- 
satisfying features, plus strong backing from Univan: 


@ Wide Product Line— aluminum van bodies for use in many 
markets. ; 
@ Cooperative Distributors — wide-spread, growing distributor 
organization ready to help you sell. 
e Extensive Service Facilities — well-equipped shops, factory- 





man or write. 


uU ee ISTEEL Body Co 


DIVISION OF HERCULES GALION PRODUCTS, INC. 


‘ 


trained personnel to handle service problems. 

e New Products — leaders in research, design, engineering and 
product improvement. New features, new models. 

@ Quick Delivery — excellent distribution organization to deliver 
the product you want when you want it. 


© Established Company — financially sound, aggressive com- 
pany stands behind its products. Your profits grow with 
Univan! 


Get full details of fast, easy, profitable sales. Call in the Univan 


U-358 


mpany - Galion, Ohio 


said, adequate training programs 
have been slow in development, al- 
though various auto manufacturers 
did institute extension schools with 


enrollment limited to mechanics 
already in the trade. 

Turner said the problem is to 
create an ever-expanding pool of 
new mechanics, with high schools 
as the best source of this man- 
power. However, he added, until 
recently little effort has been 
made to attract boys by point- 
ing out to them and their parents 
the opportunities in the field, and 
by making shop facilities and in- 
struction attractive through the 
use of modern equipment and 
teaching methods. 

He said the automotive instruc- 
tion program set up by NSPA four 
years ago now is operating in all 48 
states with the cooperation of state 
school officials and the help and 
advice of association members lo- 
cally. 

S. B. Norton, Burlington, was 
elected president of the group, suc- 
ceeding L. T. White jr., Raleigh. 
Other officers are Allen Lewis, 
Wilmington, vice-president; N. B. 
Starling, Raleigh, re-elected treas- 
urer, and Jesse F. Jones jr., Raleigh, 
executive secretary. 

> > = 


Philadelphia Parts Firm 


Moves into New Quarters 

PHILADELPHIA.—Auto Equip- 
ment & Service Co., Inc., has 
moved from 1522-24 Fairmount 
Ave. to new quarters at Twelfth 
and Glenwood. 

R. A. Harp is president of the 
parts firm. The move was the com- 
pany’s third since 1916, he said. 


Economy Moves 


Also Hit 4 Sons 
Of Detroit Dealer 


DETROIT.—Even his four sons 
failed to escape when Pol E. Raynal 
(Dodge-Plymouth) swung the econ- 
omy ax to “raise the income and 
lower the outgo.” 

Raynal said his sons have been 
cut from the payroll in the used- 
car and service departments and 
are seeking prospects on a straight- 
commission basis. 

He said he has operated on the 
“raise income-cut outgo” theory for 
years, 

“Regular inspections of a dealer- 
ship’s operations should be made 
regardless of the condition of the 
market,” Raynal added. “The so- 
called little things that become 
habitual can make the difference 
between operating in the red or 
black during off-season months.” 


Small-Car Show 
Set in Chicago 


CHICAGO. — An exhibition of 
small passenger and commercial 
cars and all phases of business and 
private aircraft will be presented 
in Chicago’s International Amphi- 
theatre Oct. 24 - Nov. 2, according to 
International Sports Car & Light 
Plane Exhibitions, Inc. 

The Chicago exhibition marks the 
first of what will be an annual 
presentation of these two phases of 
transportation under one roof, ac- 
cording to Robert H. Burns, general 
manager. Invitations have- been 
sent to over 4,000 manufacturers 
and suppliers of small cars in the 
U. S. and Europe, and to their 
distributors and dealers. 





Hunter Ford Praised 

PUEBLO, Colo. — Hunter Ford 
has been congratulated by Robert 
Leonard, Central Region manager 
for Ford Motor Co., for selling 155 
new Fords during May. Leonard 
said the record was tops in the 13- 
state region. Jess Hunter and Wil- 
liam Sarconi received the con- 
gratulatory message. 
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; | Oshkosh, Wis.; Highland Park Mo- Neosho, Mo.; Import Motors, 
: Auto Dealer Changes vie & |tors, Los Angeles; Lombardi Springfield, Mo.; Welch Motor Co., 
: 2 = “ai ne aes = ‘ $a ees, Oe igen Oldsmo- 
| ontiac Co., Inc., Johnson City, ” ’ ; 
-P M d A |Tenn.; J. Arthur Applegate, Inc., B & R Motor Co., Muskogee, 
; S 9 er ce es dd Perth Amboy, N. J. Okla.; Autohouse Imports, Ltd., 
Loder Bros. Co., Salem, Ore.; Norman, Okla.; O. T. Import Mo- 
al SOUTH BEND. — Studebaker-| Auto Co., Eugene, Ore.; Hix Green |Nance Motor Co., Inc., Charlotte, | tors, Shawnee, Okla.; Mid City 
ns Packard Corp. has announced the| Buick Co., Atlanta; Ted Corder, N. C.; Cordes Motor Co., Alton, IIl.; Motors, Knoxville, Tenn.; World- 
4l- appointment of S-P and Mercedes| Susanville, Calif.; A & E Motors,|C@™meron Motor Co. La Crosse, Wide Automobile Corp., Memphis, 
rs dealers, The S-P dealers are: Inc., Amityville, N. ¥., and Dana| Ws-; Swab Wagon Co., Inc, (Edge- Tenn.; Stephens Motor Co., Abilene, 
th Lee Elliott Motors, Inc., High-|Hudelson, Inc., Champaign, IIl. mont Garage), Elizabethville, Pa. Tex.; Riverside Imported Cars, 
cs jand Park, Ill.; Patten Edsel Sales Adolph Reeh, Inc., Irvington, N. Henry W. Moss & Son, Detroit; Beaumont, Tex.; Sports Car Sales, 
Co., Chattanooga, Tenn.; Davis/| J.; Standard Auto Sales, Bradenton, Turner Motors, West Chester, Pa.; Bryan, Tex.; Creveling Motor Co., 
° Auto Sales Inc. Philadelphia;| Fla.; Steinhauser Sales & Service, | Glenn Motor Sales, Bay City, Mich.; |Corpus Christi, Tex.; Backus Im- 
f Economy Motor, Amarillo, Tex.;|Callicoon Center, N. Y., and South- | Wilson Studebaker Sales, Sumter, | port Motors, Dalhart, Tex.; Univer- 
8 Thomas J. Fay, Inc., Beverly,| ern Motors, Inc., Augusta, Ga. S. C. | sal Motors, Longview, Tex. 
“ Mass. sto} : Bedford Import, Inc., Brooklyn; Dunn Motor Co., Marshall, Tex.; 
il Fisher’s Auto Sales, Homer, it: 3-2 Hennbooen Auho Balan on Padgett Motors, Jacksonville, | McKenzie Motor Co., Mexia, Tex.; 
n N. ¥.; Pope Auto Sales, Baraboo, quette Mich.: Walton Motor Co..|N- ©-; Auto Engineering, Inc., Lex- Teter Motors, Odessa, Tex.; B & D 
= Wis.; Imported Autos of Utica, |S. Garlos. Calif: Stang Motors |ington, Mass.; Fargo Studebaker, | Motor Imports, Inc., San Angelo, 
S Inc., Utica, Mich.; Classic Mo- Elyria, O.; Belgrave Imported Cars. Fargo, N. D.; Geo. W. Aron & Co., “Oh, they’re okay, but I wish Tex.; Lone Star Motor Import, Inc., 
1 tors, Inc., Waukegan, IIL; J. R. |tno Great Neck. N. ¥. and Roy Inc., Danville, Va.; Pioneer Garage,| yoy would finish repairing my car San Antonio; Renfro Motors, Tyler, 
- Klapp Garage, Plymouth, Ind.; | wijjiams Motor Sales. Benton| Newton, N. J.; Tappan Motors,| radio.” Tex.; Bennett's Auto Trading Post, 
p Pabst Motors, Inc., Milwaukee. | parpor Mich E Inc., North Tarrytown, N. Y. -_ Wichita Falls, Tex.; Billy Wood, 
i Deal Buick, Inc., Asheville, N. C.; R. H. Kl ot I Kal * * * Waco, Tex.; Sports Cars, Inc., 
International Traders, Anaheim,| yi). can , wr ‘Seeaaen 4 area, announced the appointment of | Houston; Texas Motor Import, Bay- 
te Calif.; John H. Gilliland, Hemet, Moers - Cult: ae 3 ae 33 A ointed | 33 dealers. They are: | town, Tex.; Mel Casler Motors, Inc., 
ir Calif.; Mel Moller, Chico, Calif.; Guathied’ Cae © — eee | Import Motors, Greenville, Miss.;| South Birmingham, Ala.; Down 
1g L & H Motors, Inc., Rocky Mount, Seber ~ oa a Port Volvo Dealers | J. Talbert Leigh, Gulfport, Miss.;| Town Motors, Lake Charles, La.; 
se N. C.; Montgomery Motors, Deni-| °° ine Biaeict uefield Mo- McLauring Sales Co., Jackson,| Holland & Nicholson, Inc., Ruston, 
d son, Tex. tors, Inc., Bluefield, W. Va. | Swedish Motor Import, Inc., Volvo| Miss.; Wescoat Motors, Cape Girar-| La, and Normand Motor Co., 
>» Winter Haven Motor Sales, Inc.,| Marshall’s Sales & Service, Inc.,' distributor in the South-Southwest'deau, Mo.; North Bros., Inc.,' Gretna, La. 
Winter Haven, Fla; McIntyre 
8 Buick Co., Sylacauga, Ala.; Prusha| 
a Motor Co., Tama, Ia.; Deschaw & 
1. # Moning, Inc., Lincoln Park, Mich. _ 
5 Steenerson Motor Co. Minne- 
3 apolis; Bob Wondries Motors, Al- a | 7 ) i 7 7 pl i | 
- hambra, Calif.; Howard Moorhead 
h, Sales & Service, Gaylord, Mich.; 
Hartman Bros. Fort Atkinson,| 
Wis.; McBrayer’s Edsel Motors, 
Dothan, Ala.; Robertson Motor Co., 
Ottawa, Kans. 
West Pike Motors, Goshen, 
" Ind.; Wright Cars, Grand Prai- | 
s rie, Tex.; Thornley Buick Co., 








Longview, Wash.; Leicht Motor 
h Co., Astoria, Ore.; Mecham 
Pontiac-Studebaker, Glendale, 
Ariz.; Alford Buick Co. La- 
Grange, Ga. 
Gerzseny, Inc., Rochester, N. Y.;| 
Campbell Edsel Sales, Inc., Horse-| 
heads, N. Y.; Robinson Motor} 
Sales, Council Bluffs, Ia.; Standard 
Auto Sales, Bradenton, Fla.; Brey- 
fogle Auto Sales, Marshall, Minn.; 
Culver Motor Co., Glendive, Mont.; 
Bassett Buick & Studebaker, Red- 
ding, Calif. 
Hancock & Taylor Motor Co.,| 
. a Cullman, Ala.; Wilson Motor, 4 
{ Mitchell, S. D.; J. M. Kadra Motor att 
3 | Co. Framingham, Mass.; Packard _— cE os 0 - 
| Arlington Co., Arlington, Mass.; FR st rw ces? 
Tri-County Motors, Manhattan, | Git yhan a foot 
Kans.; W. J. Worden Garage, New oi wath 8 
Milford, Conn.; Skjonsby Motors, <a pe 
Gio \ 1A) ay oe 
Newport, Ore., and Valley Motors, A ? whee capa - 
Inc, Stillwater, Minn. | - TO capa canee OG auteurs 
Vie Frederick Motor Sales, | 
Fremont, O.; Martin Motor Co., re’ 
Plainview, Tex.; C. R. Barkman, | nom je bah . 
Rochester, Ind.; Mole Auto Sales, | ae tui 
Inc., Farmingdale, N. Y.; Summer | 
Motor Co., Inc., Adel, Ga., and 
Spear Motor Sales, Chardon, O. | 
Fred Young's Motor Sales, Ham-| 
ilton, Ala.; Race Motor Sales, Inc.,| 
Ferndale, Mich.; Jensen Stude-} Ruck 
baker, Kenyon, Minn.; Houseman | sik 
Auto Sales, Washington Court! 
House, O.; Preyer Motor Co., Mal- 
den, Mo., and Trotter Motor Co.,| 
Inc., Wood River, Ill. | 
Central Motors, Pittsburg, Kans.; 
Sanders Motor Co. Lawrence, 
Kans.; Busker Motors, Elk Point, 
| §&. D.; Broskey Motors, Shamokin, 
Pa.; Larscheid Motors, Sioux Falls, 
i S. D., and Cummings Buick Sales, 
Lakeview, Mich. 
Hogle Motor Sales, Ravenna, 
O.; Bell Motors, Daytona Beach, 
Fla.; Earl Hendrick, Endicott, 
N. Y.; Smith Mills Pontiac, Wash- 
ington, N. C.; Garion’s Auto Ex- 
change, Inc., Lodi, N. J., and 
Smith Auto Sales, Pittsfield, Mass. 
Johnson-Peel Motor Sales, Hills- 
boro, Ill.; Duane & Swartout Ga- 
‘ rage, Watkins Glen, N. Y.; Stremel- 
Owens Motor Co. Dodge City, 
Kans.; Woods Pontiac, Inc., Lamar, 
S. C.; Carpenter Motors, Conners- 
ville, Ind.; White Motors, Albion, 
Neb.; Park Motors, Inc., South 
Portland, Me., and James Hosford 


Motors, Cincinnati. 
= * ” 


The following have been named 
Mercedes dealers: 

Imported Autos of Utica, Inc., 
Utica, Mich.; Bob Wondries Mo- 
tors, Alhambra, Calif.; International 
Traders, Anaheim, Calif.; Garion’s 
Auto Exchange, Inc., Lodi, N. J.; 
Schneider Auto Co., McCook, Neb.; 
Eich Motor Co., St. Cloud, Minn., 
and Grand Traverse Tractor Co., 
Traverse City, Mich. 

Al- Hansen, Inc., Lansing; Peck- 
Buick Co.,-San Diego, Calif.; Lane 
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Average Prices of Used Cars Sold at Auction 
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Prices of 'S7s added and '49s dropped in November, 1956. Prices of '58s added and '50s dropped in December, 1957. 


Market Trend 


The overall average price of 
used cars sold at auction in- 
creased $7 last week to $969, ac- 
cording to Automotive News’ 
index. 


Figures alongside bars represent dollars. 


Despite the overall gain, indi- 
vidual performances were evenly 
split in regard to price. Advances 
amounted to $35 on 58s, $24 on 
"66s, $41 on 55s and $10 on ’52s. 


Losses were listed at $24 on | 


"57s, $3 on ’54s, $11 on '53s and $12 | 


At a group of representative 
auctions last week the average | 
consignment was 265.4 units, com- 
pared with the previous week’s 
record 276.6. The sales ratio was 


(Copyright, 1958, by Automotive News) 


70.6 percent, compared with a | 
| record 74.8 percent a week earlier. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 





drive, and (ps) indicates power 


steering. 
* * 


DETROIT 


Motor City Auto Auction. Sale every 
Thursday. Prices are for saie of June 19. 
Market steady. Sharp cars at a pre- 
mium. Sold 150 units from 231 con- 
signments. 
BUICK—’56 Super 4-dr., $1,260* (ps), $1,- 
000* (ps); Special 2-dr., $905*. 
’55 RM 2-dr., $890* (ps); Super 2-dr., 
2 at $885* (ps); Special 2-dr., $825*, 


$785. 

’54 Century Riviera, $740*; Special 4-dr., 
$600*, $590* 

"52 Special 4- dr., $200. 

51 RM 4-dr., $135°. 


CADILLAC—’'53 (62) club coupe, $715. 


CHEVROLET—’'58 Brookwood (8) station 
wagon, $2,105. 

‘57 Bel Air (8) conv., $1,750*, $1,660°; 
Two-ten 4-dr., $1,300; One fifty 2-dr., 
$1,050. 

"56 One-fifty (6) 2-dr., $760. 

"55 Bel Air (6) sedan, $850*°; Two-ten 
(8) 2-dr., $710; Two-ten (6) club 
coupe, $740°; 2-dr. sedan, $660*. 

’54 Bei Air 2-dr., $570*; Two-ten 2-dr., 
$500*, $460°; One-fifty 4-dr., $353. 

"53 club coupe, $375, $330. 

CHRYSLER—’57 Windsor sedan, $1,675*. 

’56 New Yorker club coupe, $1,760* (ps). 

"55 New Yorker 2-<dr., $920° (ps). 

"53 New Yorker 4-dr., $250* (ps); Wind- 
sor 2-dr., $185. 

| ponar. “55 Suburban (8) station wagon, 
$900°; Coronet sedan, $685*; 2-dr. 
Lancer, $875*. 


| FORD—'58 Country sedan (8), $2,275*. 


"57 Country sedan (8), $1,850*; Fairlane 
500 conv., $1,850* (ps), $1,750° (ps); 


(Continued on Page 36, Col. 1) 





ALABAMA 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 

















DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4595 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by =e Auction Insurance 
gency 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our 12th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 


Crossroads 


. . . where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 


tion . . . and on the pages of 
Automotive News. 

You will reach both groups 
through an ad in Automotive 
News. 





CLASSIFIED WANT ADS 
BRING RESULTS 





INDIANA 














Friday, July = 


CHAMPAGNE 


PARTY 


CHICKEN 
$150 to High Gckiede 
$150 to High Buyer 


BUSINESS GOOD? 
Come drink champagne with us 


BUSINESS BAD? 
Come drink beer with us 
PHONE 
CHICAGO: REgent 1-6181 
DYER: UNion 5-2361 
500 to 600 Car Consignment Expected 
At Midwest's Oldest and Finest 
Auto Auction 
TRUCKS ROLL — 11 A.M. 
CARS ROLL — 12:30 P.M. 


FRIDAY — JULY llth 





MICHIGAN 


AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





Flint Auto Auction, Inc. 
panineties ties for Dealers 


+ fi we RING” 2 lines running simultane- 
y. 
® Conveniently located in the heart of the 


automobile world. 


®@ Ten acres of completely fenced parking 


area. 
© Always a fine selection of sharp cars, 
© Friendly relations prevail at all times. 
® Congenial auctioneers. 

© Fair management. 


a SALE EVERY WEDNESDAY 12:30 


D. McColium, Vice-President and M 
sit Weeden Rood Phone CEdar 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half << Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy Rovte 188 


Phone: ARdmore 6-4720 





JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Bo 
Wed., 12:30. Check, Title Guarantee. 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 





NEW JERSEY 


CROSSROADS OF THE EAST 


N:A:D-E 


WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 








NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because ail titles 
and checks are insured 
EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—David 8B. 
John W. Becker 





NEW YORK 


OHIO | 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. “Check and and | MONTPELIER AUTO AUCTION CO. 
Title Protection. (Wed 





Thruway Auto Auction, Inc. 


Buffalo, New York 


EVERY TUESDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 


Phone: HObart 4700 Al Clements, Owner 
a ae — Land at Buffalo Air-Park, 

south of Buffalo Municipal Airport. | 
Hard surface runway - Unicom Radio. Auction | 
is only five minutes away. Call us, we'll) 
pick you up. 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





NORTH CAROLINA — 7 
RALEIGH — Mann's Auto Auction | 
Sale, Re. 5. Ph. 3-1564, Titles &| 
checks guaranteed. Mon. 


OHIO 


eee 


TOLEDO 


DEALERS’ 
AUTOMOBILE 
AUCTION 


* 
EVERY 


TUESDAY 
~ 


"Ist Sale — July 8th 


12:00 Noon 
* 


SPORTS ARENA 
© 


TOLEDO, OHIO 
OX 1-2403 


Main Office: 
300 S. Front St. 
Fremont, Ohio 
FE 2-5538 





10 A. 








MONTPELIER, OHIO 
Sele Every Menday, 12:30 P.M. 
“WE NEVER miss” 
Your Good Will—Our Most Valuable Asset 


| On U. S. Route 204 Phone 5-9535 





PENNSYLVANIA 


MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lone Selling 
%& Auction Checks Issued 
¥% Titles Guaranteed 





Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnsen Bob McConkey 





WEST VIRGINIA 


We REe Lele 
any a ile) 


MID-ATLANTIC DEALER AUCTION Box 84 
HUNTINGTON, W. VA. 





FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 


Ms. 
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When you sell ‘em ssi 
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tell em about 


SUNOCO 


CUSTOM-BLENDING 


New... 

thrittier way 

to buy gas 

keeps your customers 
happier with 

the cars you sell! 


If you’re in the business of selling cars, the way 
those cars run is vital to your success. 


No one knows better than you how much a gas 
mileage complaint, or an engine knock “beef”’ 
can hurt your customer relations. 


And, in many cases there’s nothing you can do 
about it for the simple reason that the customer 
is buying the wrong gasoline. 


For this kind of problem, Sunoco is an easy 
answer. This new gasoline system . .. Custom- 
Blending assures every motorist ... every one 
of your customers ... the precise octane his 
particular car needs for peak performance at 
the lowest possible cost per mile. 


Sunoco’s miracle pump custom-blends six dif- 








ferent gasolines... all top quality . ... six differ- 
ent octane strengths to precisely fit any car! 


There’s never been an easier way to eliminate 
all of the customer complaints that are due to 
insufficient octane or excessive gasoline costs. 
Recommend Sunoco’s Custom-Blending to your 
customers! You'll be certain of each car getting 
the right octane it needs at the right price. 


=) sue 


unoco>> 


CUSTOM- ss ll 


© 1958, SUN OIL COMPANY 





AT THE PUMP 
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*50 2-dr., $275. 





Special 4-dr., $1,205*. 











"40 4-dr., $180. ’55 Super Riviera, $1,115* (ps); Century 
. Pp * DODGE—'55 Suburban (8) station wagon, Model Breakdown Saviete, Sete" (ps), $890*; Special 
$945*. . ‘ o . ‘ 
seq-Car Auction rices ‘53 d-di., $935*; 2-dr., $200. Of Auction Averages | 3 Century ‘-ar., ss00°. 
FORD — '58 Thunderbird sedan, $3,660*; July, 1958 June, May, . stl a : =" 
Fairlane conv., $2,265* (ps); Hardtop,| Model To Date 1958 1958 oe _—a $4,455° (ps); 
$2,150*; Custom (8) 4-dr., $1,765. 1 19 57 (60) 4edr 860° ( 655* ( 
(Continued from Page 34) 'S7 Fairlane (8) 4-dr., $1,690°, $1,555°| 1958............. lee “ess ‘Tel? *ace0s* (ps); (82) conv,’ $3,765" (ps); 
(ps); Hardtop, $1,665* (ps); Custom 9 ’ 4-dr., $3,340* (ps) $3,265°* (ps), $3,- 
2-dr., $1,705*, $1,650*; station wagon, | STUDEBAKER — '55 Commander 4-dr., (8) 4-dr., $1,310*, $1,200; (8) Ranch 1,191 1,164 260* (ps); coupe de Ville, $3,260* (ps). Air 
$1,650*; Fairlane (8) 4-dr., $1,250°; $560. ae ae 918 899 | ‘56 (62) coupe, $2,225* (ps); 4-dr., $2,- ae 
(6) 2-dr., $1,080, $900. MISCELLANEOUS — '55 Chevrolet %-ton| /56 Main (8) 2-dr., $750. 586 589 205* (ps). 4 # 
‘ ° pickup, $640. 55 (8) Country Sedan, $1,050*° (ps); ’ a o* 1.695° $70! 
56 Fairlane (8) Victoria, $1,200* (ps), pi , Fairlane (8) Hardto $960*: 2-d 364 361 55 (62) 4-dr., $1,93 (ps), $1,695 ten 
$1,055* (ps), $1,035*; Sunliner, $1,025* 56 Ford carrier panel, $625. P, a = (ps); coupe, $1,775* (ps). “e 
— ’ ° nee cS $850; Custom (8) 4-dr., $905*, $835°*. 228 232 . , e ° 875* s ; 53 B 
(ps); club sedan, $900*; Custom 4-dr., 54 Fairlane Hardtop, $600; Custom 2- 53 (62) 4-dr., $1,000* (ps), $875* (ps). edi 
$965°, $805. VALDOSTA, GA. dr., $600, $455; Main 2-dr., $235*, 193 174 52 (62) 4-dr., $660°. | 52 si 
HUDSON—’55 Hornet 4-dr., $775*. ’53 station wagon, $510* (ps); 4-dr., — ee 0) CHEVROLET—’58 Corvette, $2,930; Impala | RYS 
‘54 Super club coupe, $450. I ge my me $450; 2-dr., $410*. $969 $ 962 $ 956 conv., $2,405*, $2,390* (ps), $2,335; | Msy N 
LINCOLN — ‘57 Premiere 2-dr., $2,750* We had a good sale today; plenty of *52 2-dr., $120. sedan, $2,375°, $2,360*, Sa (PS); | FORD— 
3 i lean cars that sold for the h 51 2-dr., $220; 4-dr., $160. - Bel Air (8) Hardtop, $2,325 (ps); kK: 
—_ oman hig! Sport Coupe, $2,225*; 4-dr., $2,135* ax) 
’56 Premiere conv., $1,925* (ps). dollar. MERCURY—’'57 Monterey Hardtop, §$1,- ¥ ick 430: GMC pickup truck ca: Seockweed’ etation wagon ”'$2.- (ps 
MERCURY—'56 Montclair conv., $1,160*;| BUICK—'55 Super Hardtop, $1,070* (ps); 760*. ” al aaa $430; a ° 285°: Biscayne 4-dr.. $1,830°, $1,795; Cot 
Monterey 4-dr., $1,025*; Medalist 2-dr., Special Hardtop, $950*; 4-dr., $950*| °56 Monterey 4-dr., $1,200°. eon. 280. o-dr.. $1,890" + =e 500 
$935°. ye 85 Monterey sedan, $790°. “48 Dodge 2ton track $150 ‘57 Bel Air (8) station wagon, $1,900* a 
’55 Montclair conv., $1,035*; Monterey captbnna. —, ~—— Witte, 9a,980° NASH—'54 4-dr., $595*, $400. _ : D (ps); Hardtop 4-dr., $1,850*,' $1,810° $2,1 
. — . a » ’ ** , ’ , , ° 
ie Sedan, $785°. a 7 (pe) Br . OLDSMOBILE —°55 (88) conv., $1,140*; ATLANTA $1,735"; Sport coupe, $1,835*, $1,660°, 57 C 
54 Monterey 4-dr., $450°, $430°. "57 462) Hardtop, $3,600* (ps) (98) Hardtop, $1,075*. $1,590*, $1,500*, $1,400*; conv., $1,- 
OLDSMOBILE—'57 Super (88) 4-dr., $1,-/ +56 coupe de Ville, $2,370* (ps); (62) | PLYMOUTH—’57 Belvedere (8) 4-dr., $1,-|__ Dixie Auto Auction, Sale every Tuesday. 760°, $1,755*; 4-dr., $1,700*, $1,675°, é. 
925° (ps). conv., $2,050* (ps) 360° Prices are for sale of June 24. 2 at $1,660*, $1,515*; Two-ten (8) ton 
55S (88) Holiday 2-dr., $1,265* (ps); 49 coupe $160° 7 '56 Belvedere (8) conv., $1,110* (ps); We can truly call this the continental Hardtop 4-dr., $1,520*; 4-dr., $1,465*, eas 
4-dr., $1,135*; club coupe, $1,075° (Ps). | cHEYVROLET—'5S Impala (8) conv., §2,- 4-dr.. $830°*, F : "| sale—buyers were here from all over the $1,385*, $1,345, $1,310*, $1,260*; 2- C 
54 (98) club coupe, $700* (ps). ° : ° vo country, Lots of Florida cars. dr., $1,360*, $1,3509*, $1,220. a 
310° (ps); Hardtop, $2,170*. PONTIAC—’58 Star Chief Hardtop, $3,- . 5 8) Hard 4d 1.450* 4-d 
PACKARD— 57 Clipper 4-dr., $1,650* (ps).| 57 Bel Air (8) Hardtop, $1,610*; Two- 120°. BUICK—'58 Special conv., $2,675* (ps); yt ee Fe 56 E 
‘56 Clipper Hardtop, $1,160*. ten (8) 4-dr., $1,375°*. ‘54 Chieftain 4-dr., $500°. Riviera, $2,600* (ps). ed aie a dhet, saation “Sean (ps 
PLYMOU T H—’55 Belvedere (8) 2-ar.,| ‘56 Bel Air (8) Hardtop, $1,155. ‘53 Chieftain 2-dr.. $175. 'S7 RM Riviera 4-dr., $2,200° (ps); aas*: aa diaee!s Bel An tah 010 
$860*; 4-dr., $740*, $570*; Suburban "5S Two-ten (8) 4-dr., $835; 2-dr., $750; | STUDEBAKER —- °53 Commander 4-dr., Super Riviera 4-dr., $2,105* (ps); 4-d $860: "tw t is) . tati tor’ 
station wagon, $700; Savoy 4-dr., Two-ten (6) 4-dr., $500; Delray (8) $300. Century Riviera 4-dr., $1,995* (ps); a a “$1 170 31 090: a-dr “$1 175, $1, 
$625; Plaza 4-dr., $440. __ coupe, $735°. "52 4-dr., $130. Special Riviera 4-dr., $1,905* (ps), $1,- 3025. A tO, 19OU, SCs., oA TS, $91 
°53 Cambridge sedan, $155, ’54 Bel Air 2-dr., $600. WILLYS—’52 2-dr., $105. 590°. 55 Bel Air (8) conv., $1,180*, $1,075*; "55 C 
m6 53 Bel Air 2-dr., $495; Oen-fifty Hard-| MISCELLANEOUS — ‘57 Chevrolet %-ton "56 Century Riviera 4-dr., $1,405* (ps); = er ; “9 ’ , . , 
PON TIA C—’S4 Chieftain (6) Catalina, an. « - ° > Sport coupe, $1,090*; 4-dr., $1,060* 2-d 
$475°: 4-dr., $455*; 2-dr.. $300, $225 top, $370; 2-dr., $365. pickup, $1,000. Super Riviera 4-dr., $1.390° (ps); $930*, $920, $850: 2dr $900°: Bei Ra 
cae , “9 , i "52 4-dr., $335; 2-dr., $200*. "56 Ford pickup truck, $775. Riviera 2-dr., $1,290° (ps), $1,275*; , = Pe ® $73 
RAMBLER—'51 Custom station wagon,| 51 2-dr., $140. 54 Ford %-ton pickup, $480; Chevrolet | Special Riviera 4-dr., $1,365*, $1,335*; | (Continued on Page 37, Col. 1) 


$170. 


Used Imported 
Cars 


Chicago 
Morris—'58 Minor 2-dr., $1,225. 
Votkswagen—' 57, $1,675. 


Portland, Ore. 


Volkswagen—'57 2-dr., — 
"56 2-dr., $1,175, $1,1 


Atlanta 


Volkswagen—'57 Suniiner, $1,355. 
‘55 Suniliner, $1,250. 


Detroit 
Votkswagen—'S7 2-dr., $1,535. 


Albany 


Flint 


ee Mark 7 4-dr., $500. 
Volkswagen——'55 Sunroof, $925. 


Valdosta, Ga. 
Volkswagen—'57 2-dr., $1,450 


Warehouse Point, Conn. 


Opet—'53 2-dr., $375. 
Renault—'55 4-dr., $500. 
Volkswagen ‘58 2-dr., $1,575. 
"56 2-dr., $1,075, $1,020. 


West Palm Beach, Fla. 


‘56 2-dr., $1,000. 
"63 4-dr., $400. 

MG—'58 roadster, $1,930. 
Renaatt—'ST 4-dr., $1,078. 





FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 
@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cars Are Lecated 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 


Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 


. 











This Automatic 
your truck more 





Now available in GMC, Chevrolet, 
Dodge and Ford... Allison fully 
automatic transmission pays for itself 
well within the first 12 months 
of operation 


@ *°33'14% more payload per trip,’ says West Coast contractor. 


@ “°50% less engine maintenance,’ reports Rocky Mt. trucker. 


*°100 extra miles per day?’ indicates Michigan car-haul. 
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Star Chief 4-dr., $910*. *53 Coronet 4-dr., $245*; Meadowbrook| Sold 56 cars out of 110 consignments. 
uty ’54 Chieftain 2-dr., $440°; 4-dr., $435*. 4-dr., $120°. BUICK—’56 RM conv., $1,390* (ps); Cen- 
al "53 Chieftain 4-dr., $315*; 2-dr., $285°. FORD—'58 Thunderbird Hardtop, $3,675° tury Hardtop, $1, 275°, $1,250°, 
°48 4-dr., $385. (ps). 55 Super Hardtop, $900* (ps). 
: RAMBLER —’55 4-dr., $855*. ’57 Custom (6) 4-dr., 2 at $1,200*; Main “_ 4-dr., $480*; Special 2-dr., 
| (8) sedan, $700*. . 
; 56 (8) Country sedan, $1,005*; Fairlane| CADILLAC—'58 (60) 4-dr., $5,600* (ps); 
5); NEW YORK CITY (8) 2-dr., $960*; Hardtop, $950*, $925°, (62) Hardtop, $4,075* (ps). 
Skyline Auto Auction. Sale every Thurs- $550; Custom (8) 4-dr., $780*, $770°*; ’57 (62) conv., $3,665* (ps); 4-dr., $3,- 
s), f (Continued from Page 36) day, Prices are for sale of June 26. 2-dr., $695. 630° (ps). 
3: Market off on rough and below saver- ’54 Country sedan, $685; Custom 2-dr.,| °46 (62) 4-dr., $105*. 
m4 Air (6) 2-dr., $810*%; Two-ten (6) *54 Custom 2-dr., $600; 4-dr., $545. age cars. Sharp cars still in strong de- $490, $300 CHEVROLET—’58 Corvette (8) sedan, §3,- 
s). 4-dr., $800*, $520. "53 Custom 4-dr., $485*° (ps); 2-dr.,| mand. Dealers bidding very actively 53 Crest 2-dr., $540* (ps); Custom 2- 400. 
mi 54 Bel Air Sport coupe, $705*; 4-dr., $405; Victoria, $350*. considering below average consignment. dr.. $200; Ranch Wagon, $100. "57 Two-ten (8) 4-dr., $1,215*. 
50 | $705*, $700*%; 2-dr., $625, $525; Two-| LINCOLN—’58 Capri Hardtop 4-dr., $3,-| Sold 94 cars out of 131 consignments. °62 Ranch Wagon, $485*; Crest Hardtop, ’55 Bel Air (8) Hardtop, $800. 
~ ten 2-dr., $425. 580° (ps). BUICK—’57 RM Hardtop, $1,970* (ps); $240*. 54 Bel Air 4-dr., $615*. 
’53 Bel Air 4-dr., $490*, $435*; Two-ten ’57 Premiere Sport coupe, $2,910* (ps). Special Hardtop, $1,700*. IMPERIAL—’ 57 4-dr., $2,630° (ps). "53 Two-ten 2-dr., $310. 
8). | 2-dr., $460; One-fifty 2-dr., $260. MERCURY—’56 Montclair 4-dr., $810*. ’56 Super Riviera coupe, $1,360* (ps),| MERCURY—’55 Montclair station wagon.| FORD—’58 Thunderbird sedan, $3,750°*. 
’52 SL Deluxe 4-dr., $265. 55 Monterey Hardtop, $840*. $1,325* (ps); 4-dr., $1,300* (ps); Super $990°; 4-dr., $795* (ps); Monterey *57 (8) Country Sedan, $1,690*, $1,500*. 
ula OHRYSLER—'55 Windsor 4-dr., $1,085*. "54 Custom 2-dr., $515, $400. Hardtop, $1,225* (ps); Special Hard- Hardtop, $825°*. ’56 Parklane (6) station wagon, $1,145*; 
5; | "54 NY 4-dr., $720* (ps). OLDSMOBILE—’58 (98) Holiday 4-dr., $3,- top, $1,240* (ps); RM 4-dr., $1,150* *54 Monterey Hardtop, $645*. __ Custom (8) 4-dr., $1,235°. 
3); | poRD—’58 Thunderbird 4-dr., $3,735* (ps); 950° (ps); (88) Holiday coupe, $2,850° (ps); Century Hardtop, $1,135* (ps). | OLDSMOBILE—'56 Super (88) Holiday 55 Ranch Wagon, $810; Custom 4-dr., 
5); Skyliner conv., $2,765* (ps), $2,600* (ps). ’55 Century conv., $1,030*; Special Hard- Hardtop, $1,365* (ps). $705, $690; Main 2-dr., $490. 
5 * (ps): Country Squire $2,675* (ps); ’57 (88) Holiday coupe, $1,920* (ps), top, $1,000* (ps), $890°; Super 4-dr., ’55 Super (8)) conv., $1,025* (ps). ’54 Custom 2-dr., $500. 
2, Goustey sedan, $2,435" (ps); Fairlane $1,800*; Holiday 4-dr., $1,835°. $765* (ps). "52 (88) Holiday Hardtop, $250*; (98)| ‘53 aaa Sedan, $540; Custom 2-dr., 
7 500 conv., $2,365* (ps), $2,360° (ps);| "56 (88) Holiday coupe, $1,380°; Holiday/ °53 Special 2-dr., $260°. 4-dr., $200° (ps). $265 
Victoria 4-dr., $2,305° (ps), $2,190, 4-dr., $1,340* (ps); 2-dr., $1,205°. | CADILLAC—'5S4 (62) 4-dr., $1,230° (ps). | PACKARD—'53 Cavalier 4-dr., $325°. nt — aia Premiere Hardtop, $1,600° 
0* $2,160*: 4-dr.. $2,140*, $2,135°. "| °55 (88) Holiday coupe, $1,185*; 4-dr.,| °51 (62) 4-dr., $435*, $300°; (60) 4-dr.,| PLYMOUTH—’57 Savoy (8) 4-dr., $1,300°. s 
D¢, ’ : ~ : : . : : $1,085*; 2-dr., $1,040*%, $855. $120°. 566 Savoy (6) 2-dr., $830. mencuity— 57 Monterey Hardtop, $1,- 
)* ’57 Country sedan, $1,800* (ps), $1,520; 53 (88) 4-dr., $430°, $425° (ps). "50 (62) 4-dr., $255° 55 Savoy 4-dr. $680°. 
be Rio station wagon, $1,435*; Fair- ee . > . . .- e seam Je Amb: dor 4-d o* 
+ ~ 1,790°. $1,785°; 4-| PUYMOUTH—'SS Belvedere 4-dr., $2,045* | CHEVROLET—'57 Two-ten (8) 4-dr., $1,-| PONTIAC—'56 Safari station wagon, $1, mbassador 4-dr., $140°*. 
5°, lane 500 conv., $1,7 ; (ps); Plaza 4-dr., $1,665. 260, $1,160; 2-dr., $1,075; One-fifty 315* (ps). OLDSMOBILE—'55 (88) Hardtop, $1,125*; 
R) dr., $1,780* (ps), $1, 750°, $1,600* 57 Savoy Hardtop, $1,480*: 4-dr., $1,- (8) 2-dr $960 54 Chieftain 4-dr., $600° 4-dr., $1,025*. 
.° ; Victoria, $1,670*, $1,620*, $1,- oe a — ; =e : 4 a . PACKARD—'52 Hardt 90°. 
*, (Ps) ; 2 1,590°; 310*; Belvedere 4-dr., $1,385°. 56 One-fifty (8) station wagon, $960; 51 Chieftain 4-dr., $155*. : ardtop, $3 
2. 615°; 2-dr., $1,610* (ps), $ *| 56 Belvedere 4-dr., $855; Savoy 2-dr., 2-dr., $960; Two-ten (8) 2-dr., $910,| STUDEBAKER —’54 Commander 4-dr.,| PLYMOUTH—'57 Belvedere (8) conv., $1,- 
Custom (8) 300 2-dr., $1,345*, $1,190; $845°. $880 $435 700°. 
o* > nae ,| °55 Suburban, $1,085*; Belvedere 2-dr.,| °55 Bei Air (6) 4-dr., $760; Two-ten (6) | WILLYS—'53 sedan, $200. "55 Belvedere 2-dr., $595*; Savoy 2-dr., 
s*, 56 Bel Air (8) conv., $1,260°, $1,160 $820°. station wagon, $750; 4-dt., $225; One- | MISCELLANEOUS — ‘56 Chevrolet %-ton| __ $540. 
yn, (ps); Fairlane (8) 4-dr., $1,230*, $1,- "54 Belvedere 4-dr., $565 (ps); Plaza 2- fifty (6) 2-dr., $435. pickup, $685*, $665, $635. 54 Belvedere 4-dr., $305. 
6) 010*; 2-dr., $1,035* (ps), $1,035*; Vic- dr., $570. ’54 Two-ten station wagon, $825*; Bel PONTIAC —'55 Chieftain station wagon, 
yn toria, $1,010*; Ranch Wagon, $1,090, 53 Cranbrook 4-dr., $330°. Air 4-dr., $580*. WEST PALM BEACH FLA ‘ $900°; 2-dr., $625*. 
5, $1,065; Custom (8) 2-dr., $960; 4-dr.,| PONTIAC—’57 Star Chief Catalina, $1,-| ‘53 Two-ten 4-dr., $445*, $290°; Bel ~ wageye . 54 Chieftain Deluxe 2-dr., $455°; Chief- 
$915°*. 765*; Chieftain Hardtop 4-dr., $1,655*; Air 4-dr., $390°. West Palm Beach Auto Auction, Sale tain 4-dr., $440°. 
*; *55 Country sedan, $1,040; Fairlane (8) 2-dr., $1,300*. "52 One-fifty 2-dr. $130. every Thursday. Prices are for sale of| "53 2-dr., $315°. 
)*, 2-dr., $940*, $900; 4-dr., $835*, $735*;| °56 Chieftain Catalina 4-dr., $1,210*, $1,-| DeSOTO—'53 Firedome (8) 2-dr., $195*. | June 26. MISCELLANEOUS—'56 Dodge %-ton pick- 
se] Ranch Wagon, $900; Custom (8) 2-dr., 185*, $1,150*; 2-dr., $860. "52 sedan, $100*. Our market still steady to strong with up, $440. 
$735, $605°*. 55 Chieftain 4-dr., $920*; 2-dr., $785*; | DODGE—'54 Royal 4-dr., $575*. | good clean late models still in demand. 
= ALBANY 
Tim Anspach Dealer’s Auto Auction. Sale 
i owey Monday. Prices are for sale of June 


Today's auction showed a fine selec- 
tion of real cream puff cars that sold 
readily at strong prices, even the older 
models were amazingly clean! Could have 
seld another 100 cars. Sold 132 cars 
from 180 consignments. 

BUICK—'57 Special 4-dr., $1,850* (ps), 
$1,560; RM conv., $1,800° (ps). 

"56 Century Estate wagon, $1,600* (ps); 

Special Riviera, $1,200°; 2-dr., $965. 


* 99 ° 
i "55 RM conv., $1,285* (ps); Super Rivi- 
era, $1,050° (ps), $1,000° (ps), $935° 
(ps); Century Riviera, $880*; Special 
) 4-dr., $750*. 
"54 Special 4-dr. $670 2-dr., $575. 


CADILLAC—'58 (62) 4-dr., $4,450* (ps). 
"S57 (62) coupe, $3,390° (ps). 
"56 (62) conv., €2,485* (ps); 4-dr., $2,- 
025. 
"64 (62) conv., $1,850° (ps); 4-dr., $1,- 
410° (ps) 


> CHEVROLET —'58 Bel Air (8) 4-dr. Hard- 
top, $2,240. 
"S7 Bel Air (8) 2-dr.. $1,550°. 
J 'S6 Bel Air (8) 4-dr. Hardtop, $1,325*; 
ees Bel Air (6) 4-dr, sedan, $1,150; Two- 
I as 


ten (6) station wagon, ‘$1,310, $1,050; 
2-dr., $960. 

"55 Bel Air (8) comv., $1,130; 2-dr., 
$1,000°; Bel Air (6) 4-dr.. $1,025. 
"64 Bel Air sport coupe, $700*; Two-ten 
Delray coupe, §540; 2-dr.. $500. 
= ae Air sport coupe, $550 $500; 4- 

$510*; Two-ten 2-dr., $380; 4-dr., 
$zio: One-fifty 2-dr., $250. 
ax ~ ie 55 Windsor Newport, $1,120*° 











LL over the country truck owners are Its built-in hydraulic retarder permits faster " ‘SA Facies oo ner 
A acclaiming the Allison Automatic as — yet safer — descents on even the steepest DODGE— "ss Sierra " (8) station wagen, 
the greatest transmission advance in 30 years. grades. It slows your truck in traffic with- "55 Royal (3) f-dr., $1,050 (ps); chub 
In every type of service—local and long out touching the service brakes. And it cuts | "58, Coronet (8) station wagon,” $500; 
distance —in city traffic and over the high- brake maintenance more than 50%. pinty Coronet. (6) 4-dr.. $140. aah 
way — in the deepest mud and the roughest : ol | (ps); Country sedan (8), $2,385° (ps). 
road —the Allison fully automatic transmis- The Allison Automatic ts the first fully | *Se Pairiane (6) Crown’ Victoria, $1,360° 
sion is bringing America a new kind of truck. as Cn specially designed «te Reasaat eesti hs 

for medium and heavy-duty trucks. It’s 55 Fairlane (8) Victoria, $1,025*, $1,- 
With the Allison Automatic, your driver the first transmission that lets you take full sapalinaecalaameee 
merely selects the range —the ‘‘Automatic advantage of today’s high-torque truck 
Brain’’ does the rest. It ‘‘senses’’ the right engines. It was developed from more than 
gear for every combination of speed, load 10 years’ service in the heaviest military What Makes d 
and grade. Shifting is automatic — exact — and off-highway vehicles. 
every time. Engines can’t lug or race. GMC, Chevrolet, Dodge and Ford have “Super Salesman? 
Average elapsed trip time is decreased 18%. engineered the Allison Automatic into their 
And direct-drive lockup engages in every newest medium and heavy-duty trucks, You'll find the 
forward gear for maximum fuel economy. school buses and other commercial vehicles. ae ess 


and countless 
other questions 
in Martin H. 


Bury’s remark- 


It multiplies engine torque up to 15 times 


—delivers maximum power right from a 


It is also available in an integral engine- | 
transmission power plant with Chrysler 





dead stop. It gets the load moving instantly and Ford industrial engines. a 
= —keeps it moving smoothly. It cushions Find out howan Allison fully automatic trans- ae Mn a 
the engine and drive line from costly shock mission can repay its cost many times over oily otal the 
damage — increases engine life 35%. in your operation. See your dealer or write: | ond printing 


and has been hailed as the “bible” 
of its field. Use coupon to order 
now. If, after 10 days, you are not 
convinced that this book belongs 
on your shelf for permanent ref- 
erence, return it and we will re- 
fund your money! Order now, 


ALLISON DIVISION OF GENERAL MOTORS, indianapolis 6, indiana 











before it slips your mind! 
| PHILPENN PUBLISHING COMPANY I 
| 1750 N. Broad St., Philadelphia 21, Pa. | 
| Send____copy (copies) of the new book, | 
| “The Automobile Dealer" | 
| CO | enclose check covering books at | 
| $5.20 each | 
a» a» | CO Send books C.0.D., plus postage | 
| | 
) 0 FULLY AUTOMATIC TRUCK Peelers I 
y : | | 
| Street ——— | 
I t 
4 
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Current Prices on VU. S. Cars 





tional equipment. 
(Copyright, 1958, by Automotive News) 
BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat, wag., $3,145; 4-dr. 2-seat hardtop 
stat, wag., $3,261. Century—4-dr. sed., $3,- 


316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
stat. wag., $3.831. Super—4-dr. hardtop, 
$3,789; 2-dr. hardtop, $3,644. Roadmaster 75 
—4-dr, hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680. Limited—4-dr, hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 


(Variable-pitch Dynafiow standard on Cen- 


tury and Super; Flight-pitch Dynfiow 
| standard on Roadmaster 75 and Limited. 


| Powering steering standard on Super, Road- 
| master 75 and Limited. Power brakes 





standard on Roadmaster 75 and Limited.) 
CADILLAC — Series 62 — 4-dr. hardtop, 


Used-Car Auction Prices 





(Continued from Page 37) 


000*; Sunliner, $1,000*° (ps); 4-dr., 
$990* (ps); 2-dr., $710*; Custom (8) 
4-dr., $825*; 2-dr., $610; Custom (6) 


4-dr., $750; 2-dr., $630. 
*54 Custom (8) 4-dr., $680, $380; Coun- 


try sedan (6), $630*; Ranch Wagon 
(8), $600; Main (8) 4-dr., $550; Main 
(6) 4-dr., $400. 

HUDSON—'55 Hornet 4-dr., $875°*. 


LINCOLN—’'S4 Capri 4-dr., $1,150° (ps). 
MERCURY—'56 Monterey station wagon, 
$1,530° (ps); Phaeton 4-dr., $1,250; 
Medalist Hardtop, $1,170*; 2-dr., $810*; 
Custom 2-dr., $1,100° 
‘SS Monterey sports coupe $1,050°; 
Montclair sports coupe, $1,045* 
OLDSMOBILE — ‘58 (98) conv., $3,300° 
(ps): Fiesta 4-dr. station wagon, $3,- 
025° (ps). 
"55 (88) Holiday, $1,200° (ps). 
"54 (88) 4-dr.. $1,160° (ps); Holiday, 
$1,050°; (98) 4-dr., $930° (ps). 
PACKARD—'53 Clipper 4-dr.. $350* 
PLYMOUTH—'57 Belvedere (5) 
coupe, $1,635*; Savoy 4-dr.. $1,425*. 
‘56 Belvedere (6) conv., $1,365* 
"SS Plaza (8) 4-dr., $830°; Belvedere 
(6) 4-dr., $580: Savoy (8) 2-dr., $420. 
"S4 Belvedere 4-dr., $530°; Plaza 4-dr., 


$380. 

PONTIAC—'53 Chieftain (8) station wagon, 
$420. 

RAMBLER—'56 Super 4-dr., $925*. 


STUDEBAKER—'S4 Champion 2-dr., $350; 
Commander 4-dr., $310 
"53 Commander 4-dr.. $210. 
MISCELLANEOUS — ‘51 Dodge \%-ton 
pickup, $230 
FLINT 


Flint Auto Auction, Inc. Sate every 
Wednesday. Prices are for sale of June 25. 
Despite = steady drizzle of rain all 


@ay the market was rather sharp. 

Docen’t seem as though the traditions! 

duty 4 drop will occur this year, Sold 

230 out of 302 offerings. 

BUICK—'S7 Special 4-dr. station wagon. 
$2.375* (ps); conv., $2.000° (ps); RM 
4-dr. Riviera, $2.115* ‘pe), $1,950" 
(ps); Super Riviera 2-dr., $2.100° 
(ps); Century 2-dr., $1,950° (ps) 


"56 Century station wagon, $1,500° (ps); 


2-dr. Riviera, $1,.350° (ps), $1,320°) 
(ps); RM conv., $1,425° (ps), $1,370° 
(ps); Special Riviera 2-dr., $1,305°; 


Riviera 4-dr., $1,300° 
"SS Century Riviera 2-dr., $1.145*, $870°; 


4-dr., $1,050*; RM Riviera 2-dr., $1.- 
005° (ps), $980° (ps); Super Riviera 
2-dr., $980° (ps); Special Riviera 2- 


dr., $865°, $805". 

"4 RM conv., $535° (ps); Super Riviera 
2-dr., $750*, $550° (ps), $545, $515*; 
Special Riviera 2-dr., $700°; 2-dr., 
$585; Century Riviera 2-dr.. $640° 

CADILLAC 57 Eldorado Seville, $3,900° 
(ps); (62) 4-dr., (ps) 
"S6 (62) Club Coupe, (ps). 
CHEVROLET—'SS Impala (8) 2-dr.. $2.- 
300° (ps): 4-dr Hardtop, 2,000; 
Biscayne (8) 2-dr., $1,880*° 

‘ST Bel Air (8) conv., $1,825", 
(ps). $1,650°; 4-dr.. $1,735°, 
$1,665°; 2-dr.. $1,405°; 4-dr. 
$1,250". 

"56 Bel Air (8) 4-dr. Hardtop, $1,350*. 
$1,290°, $1.200°; 4-dr.. $1,110°; Two- 
ten (8) 4-dr., $1,085*, $1,040°, $1,025"; 


$1,.810° 
$1,720°, 
Hardtop. 


2-dr., $960°, $950, $905, S790°; (6) 
2-dr., $875. 

"65 Bel Air (8) Sport Coupe, $1,065° 
(ps), $1,055*; comv., $1,050°, $1,015", 
$870; club coupe, $1,045, $975°; 4-dr., 
$925°; 2-dr.. $835; (6) 4-dr., $795°; 
Two-ten (6) station wagon $1,035". 


$1,020°; 2-dr., $835*, $800°, $630, $615; 


4-dr., 2 at $750, $645°, $635; Delray 
(6) coupe, $865; (8) club coupe, $835; 
2-dr., $650; Two-ten (8) 4-dr., $855°; 
2-dr., $730°. 

"SA Bel Air conv., $600° (ps); 2-dr.. 
$460, $400; 4-dr., $455, $380; Two-ten 


2-dr., $485, $460°, $450; 4-dr., $420. 


CHREYSLER—55 Windsor 4-dr., $895°; 
Deluxe 4-dr.. $890*. 

DeSOTO.-53 Powermaster 4-dr., $300°; 
Firedome 4-dr.. $250*. 

DODGE—'57 Coronet (6) 4-dr., $1,305*. 


‘S55 Royal Lancer (8) club coupe, $875°; 
Custom Roya! Hardtop, $855*. 
"54 Coronet (8) club “coupe, $475°*. 


EDSEL.—'58 Ranger 4-dr. Hardtop, $2,015* 


(ps). 

FORD—'58 Fairlane (8) 500, $2,185* (ps). 
‘ST Fairlane (8) 500 Retrac. Hardtop, 
$2,235°; conv., $1,800°; 2-dr., $1,530°; 
4-dr., $1,490° (ps); Country Sedan 
(8), $1,875* (ps), $1,815*, $1,745*; 
Custom (8) 300 4-dr., $1,510* 
$1,370°; Fairlane (8) 2-dr., $1,400. 
"56 Country Sedan (8), $1,300° (ps); 
Fairlane (8) Victoria, $1,250° (ps), 
190°; conv., $1,130* (ps); 2-dr., 
075°, $955, $865; club sedan, $880*; 
Custom (8) 2-dr.. $950° $835, $625; 
Main (6) 2-dr., $805; (8) 2-dr., $800. 
‘55 Fairlane (8) 4-dr., $930*, $775, $760*; 
Ranch Wagon (8), $820; Custom (8) 
4-dr., $790, $775*, $615; 2-dr., $700; 
Main (6) 4-dr., $615; (8) 2-dr., $480*. 
’54 Main (6) Ranch Wagon, $590; 2-dr., 
$355; Fairlane (8) Victoria, $575*; 
Crest (8) 4-dr., $490*; Custom (8) 4- 

dr., $445; (6) 2-dr., $440*. 

"53 Crest (8) Victoria, $505*, $335* (ps); 
conv., $330*°; Custom (8) 2-dr., $305; 
4-dr., $295* (ps). 

LINCOLN——'54 Capri 4-dr., $695* 


MERCURY—'58 Parklane conv., 


(ps). 
$2,660° 


sports) 


i 





(ps); Commuter 4-dr,. station wagon, 
$2,605*. 
"56 Monterey Hardtop coupe, $1,130°. 


"54 Custom 2-dr., $480*. 


OLDSMOBILE—'57 Super (88) 4-dr., $1,- 
900°, $1,900° (ps); (88) Deluxe 4-dr. 
Hardtop, $1,835*; 4-dr., $1,730°; 2-dr., 
$1,125. 

"56 (88) Deluxe 4-dr., $1,365* 
Super (S88) 2-dr., $1,250*. 

"55 (98) Holiday 4-dr., $1,300*° (ps); 
Super (88) Holiday coupe, $1,040*; 
(88) Deluxe club coupe, $1,020°; 4- 
dr., $985°, $975°; 2-dr., $700. 

"54 (88) Deluxe 2-dr., $445, $400. 
PACKARD—'57 Clipper 4-dr., $1,660*° (ps). 
PLYMOUTH—' 57 Savoy (8) 4-dr., $1,825*; 

Plaza (6) 4-dr.. $1,015. 

"56 Belvedere (6) 4-dr., $925; Savoy (6) 
4-dr.. $780. 

PONTIAC—'56 Chieftain 4-dr. station wag- 
on, $1,475*; Star Chief Catalina, $1,- 
275°; Chieftain (860) 4-dr., $1,200°; 
4-dr. station wagon, $1,1850*°; Catalina 
4-dr., $1,045°. 

"55 Star Chief Catalina, 
Chieftain 4-dr., $815°; 
$690. 

"53 Chieftain 
conv., $430° 
Chieftain (8) 


(ps); 


$1,030°, 


2-dr., 


$995°; | 
$715*, | 


(8) Deluxe 
(ps); 


2-dr., 

Catalina, $350°; 

4-dr., $260, $210; sta- 
tion wagon, $260° (ps); 2-dr., $200*, 

RAMBLER—'57 Super Custom station! 
wagon, $1.650° (ps), $1,620. 

"56 (6) Super Wagon, $1,355°. 

MISCELLANEOUS—56 Ford (8) %-ton 
pickup, $820, $680, $670. Chevrolet \- 
ton pickup, $780. 


$435; 





‘55 Dodge %-ton express, $610. Chev- 
rolet (8) %\-ton pickup, $600; (6) \%- 
ton panel, $475. } 


WAREHOUSE POINT, CONN. 


Southern Auto Sales Inc. Sale every 
Wednesday. Prices are for sale of June 25. 
Sale action very good. Buyers holding 
back on below average cars, Sold 156 | 
out of 215 offerings. | 


| BUICK—'57 Special 4-dr. hardtop, $1,935* | 





(ps), $1,710° (pes). 


"56 RM hardtop, $1,430° (ps); Special 
conv... $1,310° (ps) 

"55 Special 4-dr. hardtop, $1,150°:; 4-dr., 
$950° (ps). $900*, $850 

‘D4 Special 4-dr.. 2 at $665°, $570°. 

‘S53 Special hardtop, $390°; RM hardtop, | 
$260°. | 


CADILLAC—'57 (62) coupe, $3,215* (ps). | 


‘56 (60) Special 4-dr.. $2.325° (ps). 
"54 (62) Coupe de Ville, $1,695° (ps). 
CHEVKOLET—'5S Impala conv., $2,430° 
(ps). 

"S57 Corvette conv.. $2,650°;: Bel Air 
conv.. $1,725* (ps); hardtop, $1,650°, 
$1,425, $1,400; Two-ten 4-dr., $1,275, 
$1,250. 

"56 Bel Air (8) 2-dr.. $1,325* (ps), $1,- 
300° (ps), $1,075*; Two-ten 4-dr., | 
$1.010, $1,000 

‘SS Two-ten 4-dr., $820, $790; One-fifty | 
2-dr.. $725, $665, $575 

‘4 Two-ten 2-dr.. $680°, $545: One-| 
fifty 2-dr., $530, $450. 

‘S53 Two-ten 4-dr., $480, $350, $300: Bel 
Air 2-dr., $430, $385, $340*: Carryall, | 





$310; One-fifty 2-dr.. $150 (police). 
CHRYSLER—'57 Saratoga 4-dr.. $1,835*| 


(ps). 
DesOTO 
DODGE 


‘52 Custom club coupe. $165°. 
‘56 Coronet 2-dr., $1,130°, $1,- 
. $900, S860". 
"58 Corsair hardtop, $2,125*° (ps). | 
-"58 Fairlane 500 conv., $2,350° 


‘57 Fairlane Country Squire. $1,.800*, 
$1,700* (ps); Custom 300 Country se- 
dan, $1,625°; hardtop, $760 (police); 
Fairlane 500 hardtop, $1,450°, $1,425°. 

"56 Fairlane Victoria, $1,150°; Custom 
(8) 4-dr., $720°. 

"55 Custom (8) Country Sedan, 
$1,025, $940°; (6) 4-dr., $600°. 

"54 Custom (8) 2-dr., $600; (6) 4-dr., 
$645*, $350; Main (6) Station Wagon, 
$495. 

HUDSON—'56 Wasp 4-dr., $925°*. 
LINCOLN—'54 Capri conv., $650* (ps). 
"53 Capri hardtop, $350* (ps). 





(ps) 


$1,110, 


MERCURY — '57 Monterey 4-cdr., $1,875* 
(ps), $1,775* (ps). 
"56 Monterey 4-dr. hardtop, $1,375*, 
$925°. 
"55 Montclair conv., $1,075* (ps); Mon- 
terey 4-dr., $875*; conv., $785*. 
"54 Monterey 4-dr., $450*. 
OLDSMOBILE — ‘57 (88) conv., $2,000* 
(ps). 
"56 (S58) 4-dr. hardtop, $1,515* (ps), 
$1,350° (ps). 


"55 (88) hardtop, $1,250°. 
PACKARD—'54 Clipper 2-dr., $310*, 
PLYMOUTH—'55 Savoy 2-dr., $825, $775; 

Plaza 2-dr., $570, $500. 

"54 Belvedere 4-dr., $345*. 

PONTIAC—'55 Star Chief hardtop, $750* 


(ps). 
"54 Chieftain (8) hardtop, ae | 
oo Pp, $575 ps), 
RAMBLER—’55 Station Wagon, $450. 
aoe Commander Speedster, 
Ps). 
WILLYS—'54 Station Wagon, $260*. © 
MISCELLANEOUS—'55 Ford %-ton pick- 
up, $405. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of June 24. Sold 508 
cars out of 703 consignments. 


BUICK—'58 Super Riviera sedan, $2,450*. 
(Continued or Page 40, Col. 1) 


$4,891; 4-dr, extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., 454; 
Sedan de Ville 4-dr, hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr, hardtop, $6,232. Series 
75—8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 
CHEVROLET (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013, Biscayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr, sed., $2,440; 2-dr, sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr, hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr, 
2-seat Brookwood, $2,571; 4-dr. 3-seat 


Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 


CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr. 3-seat stat. wag., $3,803. Saratoga— 
4-dr, sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083, 300-D—2-dr. hardtop, $5,173; 
cony., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 

CONTINENTAL—4-dr. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbo-Drive, power steer- 
ing, power brakes standard on all models.) 


Suit Says ‘Buyer’ 





Of Deal Reneged 


PITTSBURG, Kans. Vernon 
Plattner, Plattner Ford Motor Co., 
is suing an Oklahoma resident for 
a $5,000 judgment in liquidation 
damages. He accused Hayden Mor- 
ton, Muskogee, of backing down on 
an agreement to purchase the 
Plattner dealership. 

Plattner said Morton agreed to 
buy if he could obtain a franchise 
from Ford Motor Co. and added 
that Morton deposited $5,000 in es- 
crow in a Pittsburg bank to seal 
the deal. 

He said Morton then asked Ford 
Motor Co. to refuse the franchise 
and when the request was granted, 
Morton asked to be relieved of the 
agreement to buy the Plattner deal- 
ership. 


2-seat Yeoman, $2,467; 4-dr. | 








DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr, hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408, Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr, hardtop, $3,- 
177.50; conv., $3,488.50. Fireflite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr, 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 


DODGE — Coronet Six—4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr, hardtop, $2,764; 
2-dr. hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854. Custom 
Royal—4;dr. sed., $3,030; 4-dr. hardtop, 
$3,142; 2-dr, hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr., hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr. 3-seat Sierra, $3,176.25; 4-dr, 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 


EDSEL—Ranger—4-cr. 
dr, sed., $2,519; 4-dr. 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028, Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr, hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup—2-dr. 2-seat, $2,876. Villager— 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr, 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD (Prices are for six-cylinder 
models. For V-8s add: $107 for station 
wagons, Fairlane sedans and Fairlane 500 
sedans and hardtops; $123 for Fairlane 
hardtops; $137 for Custom 300.) 
300—4-dr. sed., $2,109; 2-dr. sed., $2,055; 
business sed., $1,967. Fairlane—4-dr. sed., 
$2,275; 2-dr. sed., $2,221; 4-dr. hardtop, 
$2,418.73; 2-dr. hardtop, $2,354.12. Fatr- 
lane 500—4-dr. sed., $2,427.72; 2-dr, sed., 
$2,373.72; 4-dr. hardtop, $2,498.72; . 2-dr. 
hardtop, $2,434.72; conv., $2,649.88; re- 
tractable hardtop (V-8 standard), §$3,- 
162.69. Station Wagons 2-dr. 
Ranch Wagon, $2,396.76; 2-dr. 
Rio Ranch Wagon, $2,503.24; 
Ranch Wagon, $2,450.76; 
Country Sedan, $2,557.24; 4-dr. 3-seat 
Country Sedan, $2,664.24; 4-dr., 3-seat 
Country Squire, $2,793.90, Thunderbird — 
(V-8 standard)—2-door hardtop, $3,630.85; 
conv., $3,913.85. 


IMPERIAL — Imperial —4-dr. sed., $4,- 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop. 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,- 
968.50; 4-dr, hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 


MERCURY—Medalist—4-dr. sed., $2,617; 


sed., $2,592; 2- 
hardtop, $2.678; 


4-dr. 


4-dr, 2-seat 


2-dr. sed., $2,547. Monterey—4-dr, sed., 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., $3,- 


081. Montelair—4-dr. sed., $3,236; 4-dr. 





Custom | 


2-seat | 
2-seat Del | 
2-seat | 





| dr, 


hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr, 
hardtop, $3,577; Turnpike Cruiser 2-dr, 
hardtop, $3,495. Park Lane—4-dr. hard- 
top, $3,944; 2-dr. hardtop, $3,867; conv., 
$4,118, Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr, 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park, 
$3,775. (Multi-Drive Mere-O-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matie standard on Montclair, 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr, sed., 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., §$3,- 


221; 4-dr, 2-seat stat. wag., $3,284; 4-dr. 
2-seat hardtop stat, wag., $3,395. Super 838 
—4-dr. sed., $3,112; 4-dr, hardtop, $3,339; 
2-dr, hardtop, $3,262; conv., $3,529; 4-dr. 
2-seat hardtop stat. wag., $3,623. Series 938 
—4-dr. sed., $3,824; 4-dr, hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


PACKARD — 4-dr. sed., $3,212; 2-dr. 
hardtop, $3,262; 4-dr. 2-seat stat. wag., 
$3,384. Hawk—2-dr. hardtop, $3,995. 


(Flightomatic and power brakes are stand- 
ard on all models.) 


PLYMOUTH—(Prices are for six-cylinder 
nodels, For V-8s, add $107.) Piaza—4-dr. 
sed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 
32,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
ur. sed., $2,254.25; 4-dr. hardtop, §$§2,- 
399.50; 2-dr, hardtop, $2,328.50. Belvedere 


| —4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 


t-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 
456.50; conv. (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50. Sta- 
tion Wagons (Suburbans)—2-dr, 2-seat De- 
luxe, $2,431.50; 4-dr, 2-seat Deluxe, §$2, 
485.50; 2-dr. 2-seat Custom, $2,553.25; 
4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
Custom, $2,747; 4-dr. 2-seat Sport, §2,- 
759.75; 4-dr. 3-seat Sport, $2,899.75. 
PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat 


wag., $3,088. Super Chief—4-dr. sed., $2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; 4- 


hardtop, $3,210; 2-dr. hardtop, $3,122; 
i-dir. 2-seat stat. wag., $3,350. Bonneville 
2-dr. hardtop, $3,481; conv., $3,586, 


RAMBLER — American — Deluxe 2-dr. 
sed., $1,789; Super 2-dr. sed., $1,874. 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
4-dr, sed., $2,212; 4-dr. hardtop, $2,287; 
4-dr. 2-seat stat. wag., $2,506. Custom Six 
—4-dr, sed., $2,327; 4-dr. 2-seat stat. 
wag., $2,621. Rebel V-8—Super — 4-dr. 
sed., $2,342; 4-dr. 2-seat stat. wag., §2, 
636. Custom 4-dr, sed., $2,457; 4-dr. 
hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$2,751. Ambassador — Super — 4-dr. sed., 
$2,587; 4-dr, 2-seat stat. wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr. hardtop, §2,- 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr. 
2-seat hardtop stat. wag., $3,116. 

STUDEBAKER—Scotsman 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
wag., $2,055. Champion 6 — 4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-8 

4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; Golden Hawk V-8S 2-dr. hardtop, 
$3,282. (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 






New Commercial Car Registrations, 


All States for May, 1958-1957 


Truck istrations by states are 


released weekly, 
Se A Ak, Pelh capementetives In 
state capitals. 




























































































"The information contained in this report has been compiled from official 









































state documents, 


25 States Reported "58 10! 718 118| 1262) 5853| 1673| 3221 -| 18! 383; 586] 784| 22286 
For May ‘57 16| 8944 106) 1634) 9665) 1842) 3526) = 535] 235 558| 736) _504| 2830! 
Alabama 58) | 405) 3 0; 227 70; «102 3} 9| 7) 38; «932 
‘S7| | 493} 6 39 43! 147) _—*118| 80) 5] 65) 9} 9| 1402 

Arizona 58) | 253 27 149; 54) 50| 2) | I i} | saa 
57] 352, | 43| 325) 65| 79| 2| | 18 15} 907 

Arkansas 58 | 278) 2 33; «192 46) 60) 1a) 3 2| 5) 3) 62 
‘57| | __320 2) 32) 4ti| «108 91| 4) 4|_— 3} 24 

| California "58 | 2075) 20, +288, +1831)  342| 374) 26) 44 6! 99| 480) 5640 
‘57 1| 2873 18} 528, 2940 480} 538! 18| 63} —7I|_—*146 440|  BI16 

Colorado 58) | 395 70|-282| 86) 86 12 3) 47| 23| 004 
57| | 396 52| 406! 99| ‘110 15 8| 8| 74| 23} 19! 

Florida "58 | 7e2 10 52; 604 153; —«*190) 40) 9) 54 a2; 190) 2166 
‘57 | 916 5 80) 872|_—7t|_—s2t2| 40) 20) 35 91 | 85| 2527 

Georgia 58) | 987) 5 148) 869) 245) 273) 3) 9) 36 29) 70| 2677 
57) 1165} 10 119, 1255 252} 340 27 21/ 42 27| 26| 3284 

Indiana 58) | 503) 9) 89; 386) Sst) ~—«-204) 16 22 39 22) 35| 1436 
‘57 ! 713) 15} 161) 901 166 312 37 54| 79|__—«32|_—S 38] «2809 

Kentucky "58 | 306) 33/262 62| «102 10| 2 6 19 5| 807 
‘57 | 514) 1| 86| 494 127| «124 9 7| 12 31 6) I4tt 

Louisiana "58 491) 3 44, 367) —SsdO | ~S—S=«*d'23 i} 6) i 17 26| 1200 
‘57 851 | 5| 57; 575] 105 142 16 10 10| 18) 14] 1803 

Maine ‘58 2 138) 24| 91 50 141! 5) 3 2 31) 20; «507 
‘57 188) 24; 102 36 75 6 3 7| 22| 10} 473 

Massachusetts ‘58 I 272| 2) 90 300 16; ‘150 43) 5) 28 58) 87; 1152 
‘57| 3| 325) 7| 99| 464] ~—100_— 207 2% 7 42 64{ 50/1394 

Michigan 58) ng 8} 147; 848) 202 213) 35 18| 32) 55) 125! 2602 
‘57 910! 20| _-239|—«*1205|_—=S 229] 204) 46 9 75 49| 60! 3046 

Minnesota 58) 556 5; 129) 616 135) 262 10 24 8 16| 48| 1809 
‘57 760 6 114, 897 179 284 | 12 41 6 34! 20| 2353 

Mississippi "58 252| 6 154/ 32 49 3 1 2 2| 12 513 
‘57 |, 460} 34 364 98 128 12 8 2 i 1] 1418 

Missouri "58 %l 12| 85 528 147 229 29 15 15 33 42; 20% 
‘57 735 4 82} 619 155 178 30 15 2% 13 23| 1880 

New Jersey "58 14| ‘512 7| +013) 390)  ‘(t47| (67 50 4| 78| 55 119| 1677 
‘57 S 863| 12} 143 643| 194 197 33 14 42 50 79| 2279 

New Mexico ‘58 216 | 4! 159) 73) 49) 15 4 7 21 5 590 
‘57 363| 2 4\| 230 79\ 64) 4 9! 5 10 4 gi! 

New York "58 43; -952 13) 222 750! 210 120 14 102 13 256| 3285 
57 | 68} 1409 20! 391! ~=—:1376| ~——-287 552 151 34 167 123 170| 4748 

Oklahoma "58 542 43 322 99 142 14 14 16| 12 23) (1227 
'57| 505 3 47; 509; 102 137 24 6! 13 9 13) 1368 

Oregon ' 365 1 37|. «229 86 9 20 it 1 33 50; 942 
‘57 319 4) 54 293 101 131 16| 18 31 42 re 1077 

Tennessee "58 | 424 a 239 76| 98 15 3 6 12 29\ 5 
‘57 50! 1 57| ‘518 113) 143 25 oy BI 16 16| 1422 

Texas ’ 2552 | 24 186| 1477 313; «512 i) 24, «214 57 74| ‘5497 
'57| 2874 | 19 236] 2491| ~—«359| 595 78 34 110 68 48} 6912 

Washington "58 | | 329 3| 49 287 84 147| 6| 2| 8 24 85/1024 
'57| 376 2 58 290 62 98| I} 6 " 20 68} 1002 

All States 58 2 23183; 245 «3271| +«+17413| 4733) —=—«7533| «1,125 = M131] 1446 2664] 63238 
For May ‘57 96| 28125] 268] ~—4450| 28276] 5651/8585] 1257) ~— 644] 1446) 1716) ~—«*1'792|~—«82308 
Year "58 = ra 1175 zl 79232| 21162| 36386 a 1899| -5055| 7541 ges 283594 
To Date ‘57 307| 121105} 1452] 20382) 111022} 27396] 38040| 5489] 3297] 6718]  8966|  7309| 351483 


Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L, 
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Polk & Co. 
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When you have the Chevrolet franchise... 
your doors are wide open to 
America’s biggest parts market 


As sure as there are nearly three million more 
Chevrolets on the road than any other make, 
doors like these are doing the industry’s most 
profitable parts and accessories business. And 
with Chevrolet continuing to lead in both car 
and truck sales for ’58, these doors promise 
to be busier than ever in the future. 

It just adds up to the fact that good busi- 
ness brings more business. Chevrolet’s good 
business begins with products that please the 


most people. And because these products 
please, it naturally follows more people come 
back to their Chevrolet dealers for genuine 
Chevrolet parts and accessories. The same 
goes for independent garagemen and other 
wholesale buyers who have found Chevrolet 
parts and accessories good for their business. 

No other group of dealers commands a 
hard-core parts market to compare with this. 
And the doors doing this business open wider 


with opportunity each time a new Chevrolet 
car or truck joins the more*than 15 million 
already on the road! Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


























75 Units Bring $48,140 
To Set Oregon Record 


SALEM, Ore.—The used-vehicle 
auction at the State Fairgrounds 
June 6 was the largest in Oregon 
history, according to the State 
Department of Finance. About 250 
bidders were present to bid on 
the 75 cars and trucks offered. 

A record $48,140 was received 
during a three-hour period, plus 
$1,712 for 17 items including mo- 
torcycles and tractors. Auto deal- 
ers. purchased 70 percent of the 
vehicles. The highest price paid 
was $1,370 for a 1957 model. 





(6) 
$290. 

"52 Fire Dome (8) club coupe, $105*. 
DODGE—’56 Coronet (8) club coupe, $975. 


4-dr., $150*°; Fire Dome 4-dr., 
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conv., $1,455*%; (88) Holiday 2-dr., 
$1,410*. 

e e 5S (98) Holiday sedan, $1,330* (ps), $1,- 
170* (ps); (88) 2-dr., $1,145* (ps). 
seaq-Car AucTion Frrices ‘54 (98) Holiday sedan, $950* (ps), $600* 
(ps); (98) 4-dr., $845* (ps), $670* 
(ps). 
PACKARD—’56 ‘‘400" Hardtop, $1,200* 
(ps); Super Hardtop, $975*. 
(Continued from Page 38) PLYMOUTH—'58 Belvedere (8) Hardtop, 
$2,270* (ps). 
457 Super Hardtop, $1,995* (ps); Special Hardtop, $1,100* (ps). ‘57 Fury (8) Hardtop, $3,000* (ps); 
co $1,675*; conv., $1,670*. 54 NY 4-dr., $620* (ps). Suburban (8) station wagon, $1,850* 
56 RM conv., $1,555* (ps); Super Rivi-| nesoToO—'55 Fireflite 4-dr., $865°. (ps); Belvedere (8) Hardtop, $1.770°; 
ae posen, Eee ielies wenn DODGE—’57 Royal (8) Hardtop, $2,040* a, 2 tse: Revey, Gp Erte 
$1,300" a a $1,275*; 2-dr., (ps); Coronet (8) conv., $1,885* (ps); 330° $1 295: ‘2dr. $1 360°, $1,250"; 
$1,225; Century Hardtop, $1,506* (ps). +55 Coronet 2dr, $780". Plaza (6) 2-dr., $1,160. : 
"66 Contury conv., S005* (pe); Speck) | BDSEL—'SS Pacer conv., $2,225° (ps);| ‘54 Suburban (5) station wagon, $1.0ee: 
Hardtop, $925*; Super Hardtop, $855 Hardtop, $1,960*; Ranger Hardtop, $1,- | = > ee oe oa 
(ps). 960* A 5 8) -ar., , , ’ ; . 
'54 Century conv., $1,010* (ps); Super FORD—'58 Thunderbird sedan, $3,715°*| $1,190*. 
conv., $745*; Hardtop, $705*; Special (ps), $3,700* (ps), $3,675* (ps), $3,- ‘55 4-¢r.. so25*; conv, $795°. 
Riviera sedan, $660°. 505°’ (ps); Fairlane (8) sedan, $1,950°; | , 094 Hartton, Svar Chief sedan, $1.345° 

CADILLAC—’58 (62) conv., $4,975* (ps), (8) Ranch Wagon, $1,750*. I os os see os Sa0°: Hardtop -~ ° 

$4,775* (ps); coupe, $4,305* (ps), $4.-| +57 Thunderbird sedan, $2,550* (ps); 240: Chieftain sedan, $1,200° (pa). | 

275° (ps); sedan de Ville, $4,690° (ps). Fairlane (8) Hardtop, $2,350°, $2,130°| ,.-" 1° Chief station wagon, $1,340° 
'ST (60) 4-dr., $3,725* (ps); sedan de (ps), $1,820° (ps), $1,800, $1,745°*, | ~ xy an G1 idee Coart ates . 

Ville, $3,550* (ps); (62) conv., $3,525 $1,675* (ps), $1,625", $1,555*; conv., = ‘eaaee . ps); 

(ps); 4-dr., $3,200* (ps). $1,805* (ps), $1,530*; Custom (8) 2- oe See 


'54 Star Chief conv., $585*; sedan, $535*. 


, . , $2,575° 
56 sedan de Ville, $2,650* (ps), $ | waren on ba 988°. 


<3 $1,275; Country Sedan (8), §$1,- station wagon, 


(ps); (62) conv., $2,520*° (ps); coupe, : t . . 
$2,205° (ps), $2,220" (ps), $2,185°| +56 Fairlane (8) Hardtop, $1,540° (ps),| ,. $4,695 ‘gt 308° pep, oe 
(ps); A-dr., $2,000° (ps); (00) 4-dr., $1,275° (ps), $1,196°, $1.100° (pe);| .08 “itt vaton 1.0288: station wagon 
$2,280* (ps). $2,075 (ps), $2,010° conv., $1,340*; Country Squire (8), "$0 > , Veo"; . 
"5S (62) coupe, $2, ps), $2, $1,255; Country Sedan (8), $1,205*;| SS ph nn . 
(ps); 4-dr., $1,970* (ps); (60) 4-dr., Main (6) sedan, $1,150*. —— 57 Champion sedan, $1, 
$2,055* (ps), $2,050* (ps), $1,975 55 Thunderbird sedan, $1,875* (ps); ak tenmenter bth. ek met 
(ps). | Country Sedan (6), $965; Fairlane — “* , . 
'54 coupe de Ville, anor oo, Hardtop, $960*; conv., $915* (ps); 54 Champion sedan, $400. 
coupe, $1,670° (ps); 4-dr., 615. | (8) Country Sedan, $870*; Custom (8) | 
CHEVROLET — '58 Impala (8) Hardtop, 2-dr., $855. EBENSBURG 
$2,650* (ps), $2,290* (ps); conv., $2,- 54 Custom (8) conv., $855*; Country) Ebensburg Auto Atetion. Sale every 
of be an (8) conv $1,880* (ps): ton gene: $815; Fairlane (8) Hard- Thursday. Prices are for sale of June 26. 
7 > rai - B ' Ik | Buying is excellent. °54, °55 and °56 
Hardtop, $1,800*, $1,760* (ps), $1,755*, | IMPERIAL—’57 sedan, $2,900* (ps), $2,- 
$1,700*, $1,605*, $1,590°; station 850* (ps). | models remaining most popular, Sold 100 


out of 140 offerings. 


"54 4-dr., $830° (ps). BUICK—’54 Century Riviera 2-dr., 


wagon, $1,750*, $1,455*; 4-dr., $1,700°; $630°; 





Two-ten (8) station wagon, $1,680*; | LINCOLN—’58 ~~ a aan $3,690* Special 4-dr., $595* 
2-dr., $1,410°; 4-dr., $1,355*; Two-ten (ps); Capri 4-dr., . (ps). cs se ae ” 
(6) Hardtop, $1,385°; 'One-fifty (8)| ‘56 Capri 4-dr., $1,890* (ps). a 
2-dr., $1,250. MERCURY—'58 Colony Park station wag- "52 (82) andr $600* (ps) 
'56 Bei Air (8) station wagon, $1,580*, on, $2,950° (ps). "50 (62) 4-dr_. $240* $185°* 
$1,490*; conv., $1,450*; Hardtop, $1,- ‘57 Turnpike Hardtop, $2,160* (ps); 49 (62) coupe '$230° . 
405°, $1,400*, $1,350* (ps), $1,335*, Montclair conv.,  $2.075° (ps);_ Mon-| cueVROLET—'5S6 Bel Air (8) 4-dr., $1,- 
$1,305*; 4-dr., $1,330°; Bel Air (6) terey Hardtop, $1,815° (ps), $1,755°|~" oooe. >-ar. $1.120°: Two-ten (6) 4. 
Hardtop, $1,370*, $1,355°; 2-dr., $1,- (ps). | dr. $850*, $800, 7 
310°; Two-ten (6) station wagon, $1,-| ‘56 Custom Hardtop, $1,225*. | *S5 Bel Air. (6) 2-dr $800; (8) 2-dr. 
295°. | °S5 station wagon, $1,280*; Hardtop, ” hardtop $685* ide ° - 
"SS Bet Air (8) cony., $1.255° (ps), $1,- a. | "54 Bel Air 2-dr. hardtop, $740*; 2-dr., | 
210° (ps), $1,050*; Hardtop, $1,195*,| NASH—'56 Ambassador sedan, $1,365°. | ‘“s.29. 4-ar.. $510: Two-ten station wae. 
$1,095*, $1,075*; 4-dr., $1,060°; Bel) ‘54 sedan, $795. | os éri0. , $510; en station wag- 
Air (6) 4-dr., $1,115*. OLDSMOBILE—'5S (93) conv., $3,225°| +59 jel Air 4-dr.. $460*, $325*: 2-dr 
'S4 Bel Air 4-dr., $785° (ps); conv., (ps); Super (88) conv... $3,125° (Ps).| “ “¢439: Two-ten 2-dr., $310, $305, $255°: 
$700; Hardtop, e "57 Super (88) 4-dr., $2,250° (ps); (88)) . - a= ° 


4-dr., $290; One-fifty 2-dr.. $310. 


CHRYSLER —'57 NY ‘Hardtop, $2,440* sedan, $2,220° (ps); Holiday 4-dr., $1,- 
(ps) 








i 
ps | 900* (ps). | CHRYSLER—'51 Windsor 4-dr., $100*. 
'56 Windsor 4-dr., $1,525* (ps); Hardtop, | "56 (98) Holiday 4-dr.. $1,745° (ps),| DeSOTO—'5S Fire Dome (8) 4-dr., $910*° 
$1,485*; NY 4-dr., $1,500°. $1,665* (ps); sedan, $1,635* (ps), $1,- (ps). 
‘5S NY Hardtop, $1,350° (ps); 300°" | 625* (ps), $1,465* (ps); Super (88) "53 Powermaster (8) club coupe, $400; 





The Best 


Newest and 
COATS 
TIREMAN 










Just new on the market, but already acknow!l- 
edged as the leader of air-powered tire changers 
... that’s the All-Star Coats Tireman. There 
are no time-wasting gimmicks . . . just a rug- 
ged, precision-engineered machine that will 
change all size tires — 12 to 21 inches, tube- 
less and conventional — faster and easier than 
anything else yet designed. 


YOU GET. 





ROLLER ACTION MOUNTING... 
DISMOUNTING as recommended 
by tire engineers. No prying or 
scuffing. *Combination Tool 

is a bonus extrai 


NEW SCREW-TYPE HOLD DOWN 
with just a twist of the wrist. 
pedal. Gently but firmly loosens Most rugged and trouble-free 
toughest beads. hold down yet devised. 


LIBERAL TRADE-IN ALLOWANCE 
NEW TOOL 


AIR-POWERED BEAD LOOSEN- 
ING by just pressing the foot 





New Combination 
Take-Off and Put-On 
Tool available for present 
Coats models and other tire 
changers with center posts. $15.00 


GENERAL OFFICES: 12 DEPOT SQUARE ENGLEWOOD, NEW JERSEY 
MIDWEST OFFICES: 900 N. Lake Shore Drive, Suite 804, CHICAGO, ILLINOIS 
WESTERN DIVISION OFFICES: 3453 Cahuenga Blvd. - Los Angeles 28, Calif. 
ADDRESS INQUIRIES DEPARTMENT 








’53 Coronet 4-dr., $360. 


FORD—’58 Main (6) 4-dr., $1,685. 
"57 Custom 300 (8) 4-dr., $1,170*; 2-dr., 
$1,130. 
"56 (8) 2-dr. Ranch Wagon, $1,235; (6) 
4-dr, Station Wagon, $540. 


‘55 Fairlane (8) 4-dr., $750; Custom (8) 


4-dr., $700*, $680°, $675°. 

"54 Custom (8) Ranch Wagon, $650; 2- 
dr. Ranch Wagon, $565; 2-dr., $500*, 
$450. 

53 Main (6) 4-dr., $275; (8) 4-dr., $170; 
Custom (6) 2-dr., $225*. 

HUDSON—’'54 Wasp (6) 4-dr., $200. 

MERCURY "55 Monterey 4-dr., $880* 
(ps); Custom 4-dr., §380°*. 

OLDSMOBILE—'55 (88) Holiday, $985*; 
2-dr., $975°*. 

"53 Super (88) Holiday, $410. 

PLYMOUTH—'57 Piaza (8) 2-dr., $1,000. 

"56 Belvedere 4-dr., $1,135*; Savoy (8) 
4-dr., $1,075*. 

"54 Belvedere 4-dr., $490 

PONTIAC — ‘5S Chieftain 4-dr. hardtop, 
$2,.210* (ps). 

‘54 Chieftain (8) 4-dr., $385*. 


MISCELLANEOUS 
up, $375. 


PORTLAND, ORE. 


Portiand Auto Auction. Sale every Tues- 
day. Prices are for sale of June 24 
BUICK—'57 Super 4-dr. Riviera, 

(ps). 
"56 Super 
"55 Super 2-dr. 

Special 2-dr. 


‘54 Dodge 1i-ton pick- 


$1,900° 
4-dr., $1,245° 
Riviera, $1.190* 
Riviera, $1,000°. 

"54 Super 2-dr. Riviera, $1,020°; Special 
2-dr. Riviera, $885° (ps); Century 2- 
dr. Riviera, $850°. 

CADILLAC—'S4 (62) 
770° (ps); 4-dr. 
CHEVROLET—'58 
wagon, $2,325* 

‘57 Bel Air (8) conv., 
dr. Hardtop, $1,900° 
4-dr. Hardtop, $1,875*; 
2-dr., $1,670; Two-ten $1,-| 
580°, $1,575* 

"56 Bel Air (8) 4-dr. Hardtop, $1,525*; 
2-dr. Hardtop, $1,.500°; Bel Air (6) 
2-dr., $1,185*; Two-ten (6) 4-dr. sta- 
tion wagon, $1,405; Two-ten (8) 4- 
dr. Hardtop, $1,380; 4-dr. sedan, §$1,- 
175; 2-dr., $945; Delray sedan, $1,090. 

"SS Bel Air (8) 2-dr. Hardtop, $1,325°, 
$1,280*, $1,230*, $965*; conv., $1,320°; 
4-dr. sedan, $1,170°, $1,075; 2-dr., 
$850; Bel Air (6) 4-dr., $1,120°, $970; 
Bel Air (6) 2-dr.. $970°; Delray (6) 
2-dr., $1,065; Two-ten (6) 4-dr., $900; 
Two-ten (8) 2-dr.. $850. 

"4 Bel Air 4-dr., $700°; Two-ten 4-dr., 
$595. 

DESOTO—'53 Firedome 4-dr., $650° (ps). 
DODGE—'55 Royal 2-dr. Lancer, $1,160* 
(ps); 4-dr. sedan, $950° (ps); Royal 
Custom (8) 2-dr. Lancer; $1,100°*. 
"54 Coronet (8) 2-dr. Lancer, $570*. 
FORD—'58 Fairlane (8) 4-dr., $2,.200* (ps). | 

’ST Fairlane (8) 4-dr. Victoria, $2,025*| 
(ps); Country Sedan (8) 4-dr. station 
wagon, $2,005° (ps), $1,940°; 2-dr., 
$1,450°; Custom (8) 300 4-dr.. $1,385*, 
$1,275; 2-dr., $1,290. 

"56 Crest (8) 2-dr. Victoria. $1,450° 
(ps); Fairlane (8) 2-dr. Victoria, $1,- 
385° (ps); 2-dr. sedan, $1,.060°: Sun- 
liner, $1,310°, $1,255*; Country sedan 
(8) 4-dr.. $1,375*; Custom (8) 2-dr. 
station wagon, $1.300°; 4-dr.. $1,150*, 
$1,070*, $1,050°; Main’ (8) 2-dr.’ $1,-| 
025. | 

"55 Fairlane (8) 

Victoria, 


(ps). 
(ps); 


2-dr 
sedan, 
Brookwood 


Hardtop, $1,- 
$1,.550° (ps). 
(8) station 


$2,200° 
(ps), 

One-fifty 
(8) 4-dr., 


(ps); 2- 
$1,865° ; 
(6) 


Sunliner, $1.185° (ps); 
2-dr. $1,135° (ps). | 
"54 Main (6) club coupe, $445*° i 
LINCOLN—'S4 2-dr. Hardtop, $855°*. | 
MERCURY—'56 Montclair 2-dr. Hardtop, 
$1.650° (ps) 
"55 Monterey 4-dr., 
"54 Custom 2-dr 
NASH—'55 Custom 
$980°. 
OLDSMOBILE 
050°. $940*. 
"50 (8S) 4-dr.. $165* 
PACKARD—'56 Clipper 4-dr., 
"55 Clipper 4-dr.. $900* (ps). 
PLYMOUTH—'58 Suburban (6) 4-dr. 
tion wagon, $2,155; Belvedere (8) 
dr.. $2,155° (ps). 
"56 Belvedere (8) 4-dr. Hardtop, $1,255°. 
"55 Belvedere (8) 4-dr.. $1,055*; Savoy 
(6) 4-dr 775 | 
"54 Belvedere (6) 4-dr., $595*: Savoy 
(6) club coupe, $460*. 


$1,050°. 
Hardtop, $560*. 


Ambassador (8) 4-dr., 


‘54 (88) 2-dr. Holiday, $1,- 


$1,255* (ps). 


sta- 
4- 





PONTIAC—'57 Safari station wagon, $2,- 
#030*, $1,750 
"55 Star Chief 4-dr., $1,200* (ps), $1,- 
O80*; Chieftain 4-dr., $1,025* 
"53 Chieftain Deluxe (8) 4-dr., $440*, 
$370°; 2-dr.. $425*. 
"52 Chieftain 2-dr. Catalina, $325°. 
RAMBLER—'56 4-dr. station wagon, $1,- 
400. 
"55 4-dr. station wagon, $1,310*. 
"54 4-dr.. $595°. 
STUDEBAKER—'53 Champion 4-dr., $325*. 
MISCELLANEOUS — '46 Chevrolet %-ton 
pickup, $175. 
"53 Dodge %-ton pickup, $450; %-ton 
(6) pickup, $410. 
’56 Ford %-ton pickup, $830. 
* * * 
* : * 
— Auctions in Brief — 
BORDENTOWN, N. J. 
National Auto Dealers Exchange. Sale 


every Wednesday (June 25). Highest num- 
ber of cars.ever sold, highest prices of the 
year, Buyers were buying every clean car 
offered. Sold 84 percent of 482 cars of- 


fered, 
JENISON, MICH. 
Grand Rapids Auction, Inc. Sale every 
Tuesday (June 24). Market very solid. 
Weather held down consignment but buyers 


| 





| 


really bought what we had, Sold 122 out 


of 160 offerings. 


DYER, IND. 
Len Pollak’s Dyer Auto Auction. Sale 
every Friday (June 27). Sold 240 out of } 


352 offerings, 
INDIANAPOLIS 


Ken Schaefer Auto Auction Inc. Sale 
every Thursday (June 26). Prices remained 
firm today as trading continued at a very 
active pace. Sold 68 percent of the con- 
signed cars. 


SEATTLE 
South Seattie Auto Auction, Sales every 
Wednesday (June 25). Sold 185 out of 330 
offerings. 


LITTLETON, COLO. 
Colorado Auto Auction, Sale every Mon- 
day and Tuesday (June 23 and 24). Sale 
very active. The demand is strong for 
good, used medium-priced cars. 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 


nesday (June 25). A very good sale with 
clean cars in demand. 
CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday (June 26). Sold 421 out of 618 
offerings. 


MANHEIM, PA. 


Manheim Auto Sales & Auction, Inc. 
Sale every Friday (June 27). Today was 
the largest one-day sale in our history. 
Sold 82 percent of 786 cars offered. 

FARGO, N. D. 
Tri-State Auction, Sale every Thursday 


(June 26). Market rising steadily. Sold 125 
out of 185 offerings. 


SYRACUSE, N. Y. 


| Syracuse Auto Auction. Sale every Wed- 

nesday (June 25). Plenty of cars and buy- 
ers—g00d auction. Sold 91 out of 140 of- 
ferings. 


FREE LOCK 
ceother FIRST! 
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FREE-LOCK 


Auto-Lock HUB 


for 4-wheel drive vehicles 


ee 
The Hub a Child Can Engage 


Available for: 
® Willys © Dodge ® GMC 
® international ® Chevrolet 
® Ford ® Land Rover 
® Marmon Herrington 
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Simple engagement—Set ar- 
row to “in” position and walk 
away. Hub engages automati- 
cally and positively as vehicle 
moves. To Disengage, simply 
turn to “out”. No tool ever! 
Just a light turn with the fin- 
gers. It’s simple, safe, sure! 
Fully guaranteed 1 year. 


JOBBERS—DEALERS 
FREE-LOCK hubs proven over 
millions of miles of use are 
preferred by thousands of 
owners. Write for information 
concerning your territory. 


FREE-LOCK 
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Machinists Claim First Dealer Shop .. . 
Union Contract Signed in Carolina 


an earlier statement that it is|for afternoon and night work and 
awaiting “clarification” of economic | payment of time and one-quarter 
and competitive factors. Other big| for all work on Sundays and holi- 
steel companies won’t move, they | days. 


(Continued from Page 6) 
bargaining tables last week. Nego- 
tiations are recessed until July 14. 


Rubber Pact Gets OK 


N THE rubber industry, Good- 

year Tire & Rubber Co. and B. 
F. Goodrich Co. and the United 
Rubber Workers agreed last week 
on eight-cent hourly pay raises and 
postponement of pension and insur- 
ance plan changes until next 
spring. 

The settlement is expected to 
set a pattern for URW contracts 
covering nearly 100,000 workers. 


“We believe this settlement com- 
pensates for the cost-of-living in- 
creases that have taken place 
during the past year,” said L. S. 
Buckmaster, URW international 
president. 

The settlement affects about 33,- 
000 production workers in the two 
companies and raises their average 
pay to $2.60 an hour. 

In the steel industry, higher 
wages became effective last Tues- 
day (July 1), but major steel pro- 
ducers remained silent on how 
soon higher prices would follow. 

How long the industry will hold 


back from the price increases that} 


all steel makers insist they need 
apparently depends on United 
States Steel Corp. 

+ = 


Steel Price Boost Likely 


J yw top producers and price} 
leader, U. S. Steel is holding to} 





Auction Prices 
On Used Trucks 


DYER, IND.—JUNE 20 
CHEVROLET—'57 %-ton pickup, $1,100. 
‘5S %-ton, $625; %-ton, $600. 
'54 Cab and Chassis, $575; Panel, $335. 
‘53 Sedan Delivery, $250. 
‘51 Dump Truck, $285. 
"50 Carryall, $120. 
DIAMOND T—'SO Cattle Rack, $210. 
DODGE—'55 %-ton, $545 
"53 Route Van, $520, $490. 
"52 %-ton, $300. 

'48 %-ton, $175; Dump Truck, $145. 
FORD—'57 %-ton, $1,285; %-ton, $1,150. 
"52 “%-ton, $385. 

‘48 Dump Truck, $350, 
$165 
INTERNATIONAL—'S4 %-ton, $270. 
"53 Milk Truck, $225. 
‘S51 “-ton Stake, $1585. 
"47 %-ton, $1580. 
STUDEBAKER—'52 \%-ton, $110, $100. 
* * * 


DYER, IND.—JUNE 13 
CHEVROLET—'57 \%-ton, $1,100. 

"56 Carryall, $900; %-ton, $900. 

"55 %-ton, $900 

"54 Cab and Chassis, $575; Panel, $335. 

"53 Delivery, $250. 

"51 Dump, $285; Van, $250. 

"47 “%-ton, $240; Stake, $115. 
DIAMOND T—'50 Cattle Pack, $210. 
DODGE—-'52 %-ton, $300. 

"49 Van, $180. 

"48 “%-ton, $175; 

"47 %-ton, $100. 

"35 Fire Truck, $140 
FORD—'57 %-ton, $1,285; 

"55 Panel, $450. 

"52 %-ton, $385. 
INTERNATIONAL —'57 %-ton, $900. 

"S55 “%-ton, $575. 

"51 %-ton Stake, $185. 

"49 %-ton, $180. 

STUDEBAKER—'52 %-ton, $110, $100. 
* * 


> 
COLORADO AUTO AUCTION— 


JUNE 23-24 
CHEVROLET—'57 (6) 1-ton Cab & Chas- 
sis, $1,110. 

"56 (6) 2-ton Cab & Chassis, $1,450; (8) 
2%-ton Cab & Chassis, $1,450; (6) 
2-ton Cab & Chassis, $1,390. 

"55 (6) 2-ton, $1,490; (8) 2-ton Cab & 
Chassis, $1,260, $1,250, $1,140; 
2-ton Platform, $1,250; (6) 
pickup, $705, $690; (6) %-ton pickup, 
$695. 

"54 (6) 2-ton Cab & Chassis, $965, $825. 

"53 2-ton Cab & Chassis, $845, $670; 
1%-ton, $285. 

"52 2-ton Cab & Chassis, $700, $675, 
$620; %-ton Grain Bed, $515; %-ton 
pickup, $490; %-ton pickup, $345. 

DODGE—'55 (8) 2-ton Cab & Chassis, 
$975; (8) %-ton pickup, $465. 

"54 (8) 1%-ton Cab & Chassis, $720. 

"47 2-ton Flat Bed, $240. 

FORD—55 (8) Cab & Chassis, 
(8) %-ton pickup, $745. 
‘54 (8) %-ton pickup, $520. 
"53 (8) %-ton pickup, $380. 


$300; %-ton, 


Dump, $145. 


%-ton, $1,100. 


$1,170; 


52 (6) 2-ton Cab & Chassis, $725; (6) | 


2-ton Flat Bed, $300. 
"50 (6) 2-ton Grain Bed, $540. 
"49 (8) %-ton pickup, $250. 
"48 (6) %-ton pickup, $195. 
"42 Jeep, $505. 
GMC—’55 (6) 2-ton Cab & Chassis, $1,075. 
‘53 (6) 2-ton Cab & Chassis, $630. 
*52 (6) Tractor, ‘ 
ee eae (6) %-ton pickup, 
"55 (6) 2-ton Cab & Chassis, $720, $675. 
54 1%-ton Cab & Chassis, $850; Travel 
All, $725. 
°50 Tractor, $310. 
*48 Diesel Tractor, $475. 
Rf Lientem Flat Bed, $190. 
-ton Cab over Engine, $150. 
2 aanEe — "55 (8) %-ton pickup, 
*49 11%4-ton Grain Box, $400. 
WILLYS—’'57 pickup, $1,200. 


|& gain of 5 percent. 


(‘and phone number of officially 


(6) | 
% -ton | 


| ties, he added. 


In addition, a cost-of-living raise 
of 4 cents an hour went into opera- 
tion. This followed a similar rise of 

prices with introduction of the | five cents last Jan. 1, which was 
59 models. absorbed without any general in- 

The wage increase represented | crease in steel prices. 
the last annual installment under| Industry executives asserted that 
a three-year contract signed in|the net addition to payrolls would 
1956 by the steel producers and the | amount to at least 25 cents an hour 
United Steelworkers of America.| since the last price rise of $6 a ton 
The final installment calls for a|a year ago. The price increase, 
direct raise of 9 cents an hour, a| when it does come, is not expected 
one-third increase in differentials|to be much above $5 a ton. 


say, until U. S. Steel does. 
Higher steel prices are expected 
to result in higher automobile 









Up 4% in Year, Census Says... 


Family Income Hits $4,971 


WASHINGTON.—Median family) $10,000 class as the bureau esti- 
income in the U. S. was estimated | mated that 41.1 percent of family 
at $4,971 in 1957, up about 4 per-|incomes were in that category in 
cent from the year-earlier figure| 1957, The year-earlier total was 
of $4,783, according to the Bureau! 99; percent. 
of Census of the Department of| tho survey found that 84 per- 
Commerce. cent of U. S. families had incomes 

The bureau noted that the in- 
crease probably represented no 
significant change in purchasing 
power for the average family 
because of accompanying price 
boosts. 

Breaking down its estimates, the 
bureau put the median income of 
urban and rural nonfarm families 
at $5,232, up 3.38 percent over 1956. 
The rural farm median figure was 
$2,490, compared with $2,371 in 1956, 


pared with 7.9 percent in 
Only 4.1 percent were in the over- 
$10,000 class in 1952. 





The nonfarm increase was at- 
tributed to higher wage rates, 
while the farm families’ boost was 
said to be due partly to increased 
earnings from nonfarm work. 

A growing number of farm fami- 
lies derive at least part of their 
income from employment off the 
farm, the bureau said. 

The survey found that 149 per- 
cent of the nation’s families earned 
less than $2,000 last year, com- 
pared with 15.4 percent in 1956. 

In the $2,000-$5,000 bracket last 
year were 35.5 percent of all 
family units. In 1956, there were 

37.6 percent in this income range. 

Families earning less than $5,000 
dropped to 504 percent in 1957. 
The 1956 figure was 53 percent. 

There was a rise in the $5,000- 





Directory Lists | 
Parts Depots for | 
Checker Autos 


NEW YORK.—Publication of a 
Checker parts depot directory has 
been announced by Louis Hilsky, 
president of Cab Service & Parts 
Corp., service organization for 
Checker Motors Corp., Kalamazoo, 
Mich. 

The directory lists the location) 


designated parts depots for the 
Checker auto in Allentown, Pa.; 
Appleton, Wis.; Atlanta; Columbia, 
S. C.; Columbus, Ga.; East St. 
Louis, IL; Hackensack, N. J.; 
Louisville; Mobile, Ala.; New Or- 
leans; Oklahoma City; Olean, N. Y.; 
Omaha; Pittsburgh; Portland, Ore.; 
Springfield, O.; Tulsa, Okla., and 
Washington, D. C. 

Hilsky said Cab Service is estab- 
lishing parts depots wherever there 
is a “concentration of our cars.” 
Negotiations are in progress to 
expand the parts depot program in 
a number of additional communi- 


Hilsky said a copy of Checker’s 
parts depot directory is furnished 
every purchaser of a Checker auto 
and is available at Cab Service & 
Parts Corp., 315 W. 68th St. New 
York City. Mail requests will be 
honored, he said. 


Auto Show to Open Hall 


MIAMI BEACH.—Claude Ritter, 
manager of Miami Beach’s new 
$4-million exhibit hall and audi- 
torium, said the building will open 
ahead of schedule Sept. 29. He said 
“the event will be a two-day show- 
ing of 1959 model autos by an as 
yet unidentified company.” 
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of $10,000 or more in 1957, com-| 
1956.| has been elected president of the 











































































































































































































































































Promotion Kit for Dealers— 


The stainless steel industry has started on a large-scale promotion to help dealers 
sell through the increased use of stainless steel on 1958 cars. Dealers throughout the 
country are receiving promotion kits which contain display sheets and “‘silent sales- 
men,” labels which can be applied on or adjacent to stainless steel trim parts. 
Initial mailing is to the 8,000 largest dealers in the U.S. It is available to any 
dealer upon request. Committee of Stainless Steel Producers, American Iron and 
Steel Institute, 150 E. Forty-second St., New York 17, New York. 








Beglin, first vice-president; Frank 
Morrow, second vice-president, and 
Charles W. Wagner jr., secretary- 
treasurer. 

Directors are Sahli, Beglin, Wag- 
ner, R. C. Stout jr, Hugh Laney, 
Donald Miller and Charles Ewing. 


Sahli Heads Dealer Unit 


In Beaver County, Pa. 
ROCHESTER, Pa.—E. A, Sahli 


Beaver County Automobile Dealers 
Assn. Other offices are B. Wayne 


CONFUSED 
PY Te 
LEASING? 


No need to shop around anymore! 
YOU and YOUR BUSINESS can 


profit by using the 


LEE 
FLEET 
SYSTEM... 


a national franchise plan for new car 
dealers. This unique plan offers YOU a 
complete program to provide for— 




















FINANCING 
INSURANCE 
LEASE DOCUMENTS 
PERSONNEL TRAINING 
ADVERTISING 


















Associate with a company which is 
already nationally recognized in the 
leasing industry. 

To learn HOW the Lee Fleet System 
can benefit YOU, plan to attend a 
special meeting in your area. Mail 
the coupon TODAY! 




















Lee Fhet System, Inc. 


1530 KEITH BUILDING + CLEVELAND 15, OHIO 


Gentlemen: 
1 would like to attend your special meeting. Please advise me about 


the time and place it will be held. 


Name 





Dealership 
Address 


City 








State Make of car handled 
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New Cars, Used Cars, Imports... 





How Cars Are Selling 
Across the Nation 


DETROIT.—Following are con- 
densed reports on auto-market con- 
ditions in major cities across the 
country, prepared from dispatches 
from Automotive News correspond- 
ents. 


Atlanta 


The new-car market here is slow, 
with dealers predicting no appre- 
ciable gain for the rest of the model 


next two years, but believe its 
future is uncertain. 

Outlook for the '59 models is 
optimistic and the market next 
year is expected to be “terrific.” 
Dealers feel that recession fears 
will have run their course by then. 
—(E. C. Bash.) 


Boston 
The cleanup has not yet started 


year. A smooth, orderly cleanup| in Boston, but dealers already an- 


is envisioned. 

Used cars are reported selling ex- 
ceptionally well. 

Dealers believe the imported 
auic is a passing fancy with 
Americans, and are confident that 
sales of imports will level off. 
They feel that there are already 
too many dealers handling im- 
ports. 

Dealers are certain that at least 
one major U. S. maker will come 
out with a smaller car within the 


NEW CAR 
DEALERS 


Get 
The Facts 


Renting 


Leasing 


your potential renting 
leasing. Get the facts and de- 


cide for yourself. 


University sponsored Seminar 
exclusively for new car deal- 
ers covers: 


*% TIMING UNIT TURNOVER 

%& PROVEN CONTRACTS 

% PITFALLS TO AVOID 

%& LEASE RATE FACTORS 

% FINANCING THE FLEET 

% INSURANCE 

%& DEPRECIATION AND 
TAXES 





%& SELLING THE LEASE 


%& YOUR UNIT PROFIT 
ADVANTAGES 


Learn everything you need to know 
to enter the renti and leasing 
business on the right foot whether or 
not yee ask to join CARS RENTAL 
SYSTEM, INC. 

You pay $75 istration fee and 
travel expense, all other costs paid 
by CARS. If qualified and if your 
a is still open you may join 


Next Seminars begin July 22 and 
August 5. Phone collect now for 
reservation and information. 


ee 


CARS 


" 6-4321 
RENTAL SYSTEM, 
938 caten Lane 


Fr. Lauderdale, Fia. 
P.O. Box 7126 A-6 


CABLE: 
CARENTAL 


ticipate a hard push to get ready 
for '59 models. 

Imports loom large in the Bos- 
ton auto market, with used sports 
cars selling at high prices. (There 
are a number of colleges in the 
area.) 

A top Oldsmobile-Cadillac sales- 
man, however, rejects the theory 
that Detroit designers have mis- 
gauged public taste. His best sell- 
ers this year, he says, are the big- 
gest, flashiest models of his 
Cadillac-Oldsmobile line. 

“The people who say they’re not 
buying because the cars have too 
much chrome and are too big may 
be using this as a crutch,” he said. 
“I find for every complainer there’s 
one that will trade or buy.”—(Guy 
Livingston.) 


Kansas City 


Dealers in this territory are pessi- 
mistic on the outlook for both new 
and used cars. Most report all 
sales slimmed down to little profit. 
They hope that '59s may provide 
some stimulation. 

Most dealers have not entered 
the cleanup yet, but they antici- 
pate little trouble. 

The picture on imports is mixed, 
but most dealers feel they will have 
a smaller percentage of the market 
next year. In spots, dealers are 
doing a good business on imports. 
—(L. H. Houck.) 


New York 


New-car sales in New York have 
picked up in recent weeks, with im- 
proved grosses reported. Dealers 
are going out for more quality in 
the absence of quantity. 

One dealer said his grosses for 
the year had hit an average of $525, 
while another said that grosses for 
an climbed to a new high of 


Outlook for the summer, however, 
is bleak. The used-car market is 
spotty. Dealers believe autumn will 
see a rise in activity. 

The first flush of enthusiasm 
for imported cars is beginning to 
wane, and less and less is heard 
about a small U. S. car. Dealers 
who handle imports advise they 
are only a means of supplement- 
ing monthly income. 

Imports, they believe, have just 

about reached a peak in sales and 


| they think the foreign jobs will not 


have too much real effect on car- 
buying habits of Americans.—(Ed 
Brown.) 

New Orleans 


Dealers in New Orleans, in gen- 
eral, report business is sluggish in 
new cars and good in used cars. 
They expect no improvement in the 
rest of the model year and are 
“hopeful” that the debut of ’59s 
will improve business. 

Dealers who handle imported 
cars say business is good; dealers 
not handling imports say there 
is little enthusiasm for the for- 
eign jobs. A few dealers said 
customers really believe that a 
U. S. maker will come out with 
a smaller car in ’59. 

No dealer has yet started a 
cleanup, and all believe that it will 
be orderly.—(Gordon Hebert.) 


Minneapolis 

New-car business in the Twin 
Cities has been spotty, but dealers 
expect no problem on the cleanup. 

Used-car business genérally has 
been good—with not enough cars 
available to supply the demand. 

Dealers believe that the foreign- 
car market has hit a plateau. They 
think the foreign car is a fad and 
that the novelty has worn thin.— 
(Donald M. Lyons). 


Buffalo 


New-car business in Buffalo is 
extremely slow. Used cars are run- 


ning below par, but are making a 
relatively better showing. Profit on 
both is poor. 

Dealers blame publicity on early 
production of new models for cur- 
rent lack of interest in ’58s. They 
also point to the large number of 
unemployed in Buffalo and the 
cautious attitude of persons still 
working. 

A surprising number of sales are 
being made on a cash basis. 

Most dealers say they look for 
a quiet summer, with no real 
pickup until new models are in- 
troduced. They are not concerned 
about the cleanup and are under 
little pressure from factories to 
load up on ’58s. 

Imports have been selling well, 
and the majority of dealers feel 
that imports will expand until U. S. 
producers come out with smaller 
cars that are competitively priced. 
They feel the real business poten- 
tial today lies in lower-priced cars 
that have mass appeal.—(George 


Toles.) 
Los Angeles 


Business is better in Los Angeles. 

Some dealers are showing in- 
creased unit sales, others are hold- 
ing a good gross, a few have fatter 
grosses and a minority voice just 
can’t see how business can get any 
worse. 


Dealers are short of the more 
popular new models and the hunt is 
on for good, clean used cars. 


They believe that new-car busi- 
ness in the next three months will 
limp along as it has in the last 
nine—with grosses getting better 
as the more desirable merchan- 
dise is snapped up. Most feel sure 
that an upturn is just around the 
corner. 


Most dealerships have cut over- 
head to the bone, are cautious on 
ordering new cars and have got 
rid of unproductive salesmen. 

Imports are not the daisy chain 
most nonspecialist dealers thought 
them to be. Dealers trying to handle 
an import with a domestic make 
are usually unsuccessful. Customers 
are less happy about the imports 
now that everyone has one. The 
little jobs are finding market pene- 
tration more difficult than it was 
last year. 

A Pontiac dealer handling 
Vauxhall said, “This foreign thing 
seems to have lost its punch. 
People find the cars need service 
just like any other automobile 


Up to 4 


Old Oil Boosts Wear 





NEW YORK.—A research report 
from the American Petroleum In- 
stitute says that wear and tear on 
an automotive engine increases 
three to six times with oil that has 
been in the crankcase up to 2,500 
miles and more. 

Entitled “Effect of Oil Change 
Interval on the Low-Temperature 
Wear and Deposit-Forming Char- 
acteristics of Crankcase Oils,” the 
report was prepared by D. W. Gow, 
of Gulf Research and Development 
Corp., and was presented to the 
API marketing division’s lubrica- 
tion committee. 

Gow noted that a substantial 
part of the wear that occurs in 
most car engines develops during 
periods of low-temperature opera- 
tion—that is, short, stop-and-go 
trips, wherein the low tempera- 
ture of the cylinder wall and the 
motor oil encourage condensation 
of corrosive vapors. 

He presented a series of research 
figures which indicated that engine 
wear, after 500 miles, was almost 
twice that of new oil; after 1,000 
miles, approximately three times 
as great, and after 2,500 miles, more 
than six times as great. 

Another series of research figures 
which involved cars driven under 
milder conditions, showed engine 
wear up to 4% times greater after 
2,500 miles for new oil. 

Reporting on a 30,000-mile fleet 
test, Gow made this observation: 

“During the last 2,500 miles, the 
cars that had their oil changed 
every 1,000 miles gave approxi- 
mately 40 percent better oil mile- 
one than the cars in which the 

°o was changed at 2,500-mile 
intervals. This is certainly a 
significant difference and one 
that would be noted by motorists.” 

Longer intervals between oil 


‘ 





Times, API Re 





Hurt Using Screw Driver 
To Start Car, MD Says 


ATLANTA.—Capital Automobile 
Co, (Cadillac) has been sued by 
a doctor and his wife for dam- 
ages growing out of injuries 
allegedly received when the 
doctor tried to start his car with 
a screwdriver. 

The suits state Dr. Robert P. 
Shinall, Decatur, purchased from 
Capital a 1956 Cadillac which had 
a defective electrical system. 
Capital showed the doctor how to 
start the car with a screwdriver 
when the starter failed to work, 
the suits declare. The doctor said 
he suffered severe shock and his 
wife was burned on the feet in 
attempting to turn off the igni- 
tion. 





and the package is not quite 
what they expected.” 

Dealers are uncertain as to what 
future imports have in the U. S. 
market, Although most are positive 
that U. S. manufacturers will never 
build a small car—(William Car- 
roll.) 

Denver 


New and used cars are selling 
fairly well in Denver, although sales 
are below the year-ago level. 

Dealers believe the rest of the 
market year will hold at current 
levels, and few see much chance to 
finish the year with a sizable profit. 

The cleanup has not yet started 
in Denver, but dealers expect to 
have '58 models out of the way in 
plenty of time for the ’59s. 

Import sales have shown a good 
increase in the Denver area and 
dealers are enthusiastic about 
small-car sales possibilities. They 
believe that if U. S. makers pro-| 
duced a small car, it would sell 
well and force imports into a de- 


cline-—(Ira Alexander.) 


Tampa, Fla. 

Since the Tampa area is primarily 
a resort area, with many retired 
persons among its residents, it has 
not been hit hard by the recession 
noted elsewhere. However, reces- 
sion talk has cut some sales. 

Sales in some lines reportedly are 
beginning to rise. Dealers antici-| 
pate no cleanup problem. 

Most dealers believe that imports 
are an “expensive toy,” but that! 


rt Says... 





changes also affected engine de- 
posits, Gow said. As specific ex- 
amples, he said tests showed that 
oil control rings in engines oper- 
ated on 2,500-mile intervals were 
approximately 30 percent clogged, 
while those in the 1,000-mile drain 
engines had less than 10 percent 
clogging. 

Gow acknowledged that it is 
difficult to get across to the aver- 
age motorist, and even those with 
a fair knowledge of automotive 
engines, that frequent changing of 
crankcase oils is a necessity. But, 
he said, tests like these show that 
the oil change intervals recom- 
mended by the API “certainly ap- 
pear to be both desirable and rea- 
sonable.” 


These intervals, he said, are 500 
miles for severe driving conditions, 
such as cold weather, stop-and-go 
driving; 1,000 miles for average 
driving, and 2,000 miles for mild 
operating conditions such as open 


highway, dust-free driving. 


Third Mercedes Rally 
Opens Friday in N.Y. 


SOUTH BEND.—The third in a 
series of mass driveaways of 
Mercedes-Benz motor cars, the 
“grand national roadster rally,” 
will be held July 11-12 at New 
York’s Waldorf-Astoria Hotel, 
Studebaker- Packard has an- 
nounced, At the Las Vegas “na- 
tional Mercedes-Benz roadster 
road-e-o,” held last month, more 
than $1 million of Mercedes-Benz 
cars were delivered. The first of 
the three driveaways was held 
in New Orleans in April, when 
103 Mercedes-Benz cars were de- 
livered. 








their sales will continue to rise.— 
(Ken Musson.) 
Seattle 

The auto-market picture is dis- 
torted in Seattle because of the 
three-month salesmen’s strike 
against 66 dealers in the Seattle 
area. 

There are indications, however, 
that the strike as well as the re- 
cession is hurting sales. Used-car 
sales are reported poor to fair, 
although the situation varies from 
dealership to dealership. New cars 
are being sold by management per- 
sonnel. 

The strike also clouds the mar- 
ket outlook, but most dealers ex- 
pect increased buying with the 
advent of ’59 models. 


The strike is not affecting 
foreign-car dealers, except those 
with U. S. makes, and current 
sales are running 50 percent ahead 
of a year ago and accounting for 
19 percent of total registrations. 


Dealers feel that most Americans 
will continue to put their money in 
U. S.-built cars, and that a “normal” 
import market amounts to 5 or 6 
percent of total sales.— (Martin 
Trepp.) 


i> 
RIPE TERRITORY ! 

F * 
ALL YOURS . 


the way te acceptance as 
standard hovsing — in the 
“normal” as well as the 
“emergency” category. In- 
dicative of their growing 
solidity is the record of 
sales which shows a 
steady increase: 
1954 — $324-million 
1955 — $435-million 
1956 — $540-million 
1957 — $588-million 
Alma has been making 
mobile homes for the na- 
tion since 1933 . . . gain- 
ing an enviable reputation 
for quality, value and sales 
appeal. An Alma dealer 
consistently makes money. 
The Alma sales franchise 
has been created from the 
dealer's point of view for 
the dealer . . . including 
such essentials as a GUAR- 
ANTEED TRADE AREA, 
FACTORY TRAINING, MER- 
CHANDISING ASSISTANCE, 
and LOW INITIAL CAPITAL 
INVESTMENT. 


Wouldn't you like to know 
more about the Alma way 
to make money in your 
area? 






TF 


call KEN MITCHELL 
General Sales Manager 


PHONE 920 — Aima 
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Pittsburgh Dealer 
Raps Union Critic 


Of °58 Models 


PITTSBURGH.—A union leader’s 
charges that 1958 model cars are 
“piles of junk” brought a sharp 
rebuke from C. J. Thompson, head 
of the Plymouth Dealers Assn. 
here. 
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By 7 Bearings Firms... 


FTC Charges Denied 


CLEVELAND.—B earings, Inc. 
(Delaware), and six wholly-owned 
subsidiaries have denied restraint- 
of-trade conspiracy charges made 


David J. McDonald, president of | against them by the Federal Trade 


the United Steelworkers, blasted 
quality engineering and perform- 
ance of new cars in a Detroit news 
conference. 

“In engineering, in performance, 
in ease of maintenance and in 


Commission. 

The subsidiaries are: Kentucky 
Ball & Roller Bearing Co., Tennes- 
see Bearings, Inc., and Carolina 
Bearings, Inc., all located with the 


every other way, the new cars are| parent in Cleveland; Balanrol Corp., 


vastly improved,” said Thompson, 
who also headed Pittsburgh’s You 
Auto Buy Now drive. 

McDonald said management, not 
the workers, were responsible for 
the poor quality. Thompson replied: 
“Automobiles are, after all, put to- 
gether by human hands, so labor 
has everything to do with it.” 

The union leader also said his 
own 1957 model “couldn’t run down- 
hill, let alone uphill.” Said Thomp- 





son “He should own a ’58 modeljings, Inc. (Maryland), and of 
and he’d know why we find them| Kentucky Ball, no longer is an 
better in every respect.” officer of these concerns. 
—————— =| The companies denied the FTC's 
allegations that they have illegally 
WANT ~ z = 


Extra Profits 
Happier Customers? 


Wi Ae 
TOS 


Any 4- or 6-wheel drive vehicle own- 
er operating on or off the highway 
needs a set of WATSON LOCKOU1 
Front Wheel Hubs—here’s why: 


SAVES GAS, TIRES, REPAIRS with front 
hubs in “free wheeling” on the high- 
way. 


ALL-WHEEL DRIVE INSTANTLY AVAILABLE 
for off-highway use...a flip of the 
LOCKOUT levers engages hub for 
power drive. Simple, rugged 
WATSON design automatically en- 
gages or disengages without “rock 
‘n roll”. There are no delicate parts 
to fail or “freeze’’...WATSON 
LOCKOUTS never let you down 
when you're far away from main- 
tenance facilities. 

WATSON LOCKOUT HUBS are avail- 
able for all popular standard and 
military models of 4- and 6-wheel 
drive vehicles. Write today for liter- 
ature, prices and liberal dealer dis- 
counts; please address Dept. H-7 


H. S. 
WATSON 
COMPANY 


WATSON 
Rees. 


1316 - 67TH ST., EMERYVILLE 8, CALIF. 


5 1606 LASKEY RD., TOLEDO 12, OHIO 


Buffalo; Bearings, Inc. (Maryland), 
Baltimore, and Dixie Bearings, Inc., 
Atlanta. 

Joining in the answer were Jo- 
seph M. Bruening and William J. 
Scully, president and vice-president, 
respectively, of each company, and 
Edward F.. Brown, vice-president of 
Dixie Bearings. According to the 
answer, John F. Raymond, who 
was cited as vice-president of Bear- 


coerced manufacturer suppliers to 
refuse to deal with competitors, and 


Territory Split 
Laid to Three 


Trailer Makers 


OKLAHOMA CIT Y.—Three 
trailer manufacturers, American} 
Body & Trailer, Oklahoma Utility) 
Trailer and Great Dane Trailers,| 
have entered into a consent judg- 
ment after being charged with) 
antitrust violations by the U. S.| 





Department of Justice. 

The complaint charged that! 
American, Utility and Great Dane 
entered into an agreement to allo- 
cate territories among themselves 
within which each received the ex-| 
clusive right to sell trailers and| 
trailer parts, to maintain non-| 
competitive prices and to refrain| 
from price competition in their| 
sales of trailers and trailer parts.) 

The complaint alleged that the 
three manufacturers referred in- 
quiries for the purchase of trailers| 
from persons residing in the terri-| 
tories of their two competitors to) 
the company within whose territory | 
the purchaser resided. It was also 
alleged that the three defendants 
agreed not to establish distributors 
in the territory allocated to the 
others. 

Under the terms of the consent | 
judgment, the defendants were en-| 
joined from allocating or dividing) 
customers, territories or markets) 
for the distribution or sale of| 
trailers; from fixing or maintaining | 
prices for the sale of trailers, and/| 
from taking any other action to) 
maintain the unlawful agreements | 
charged in the complaint. | 

Assistant Attorney General Victor 
R. Hansen, head of the Antitrust 
division, said: 

“It is illegal per se to allocate | 
territories or to tamper with prices. 
The anticompetitive effects of such 
practices have long been presumed 
to be unreasonable in themselves. 
This complaint and the judgment| 
illustrate this department’s deter- 
mination to move against any un- 
reasonable restraints in the distri- 
bution channels of our economy.” 


Chevrolet Shifts 


Zone Managers 


DETROIT.—H. G. Lackey has 
been named Chevrolet zone man-| 
ager at Boston and E. E. Buckler| 
has succeeded him as Flint zone| 
manager. Lackey replaces J. J.| 
O’Brien, retiring after 36 years with 
Chevrolet. 

Other field promotions: 

B. O. Wall, assistant Kansas City 
zone manager, to succeed Buckler 
in St. Louis; W. L. Woodin, assist- 
ant Wichita zone manager, to suc- 
ceed Wall; E. L. Penet, assistant 
manager of Dealer Organization 
and Analysis Department, Central 
Office, to succeed Woodin. 

F. M. Thompson, assistant Oak- 
land zone manager, as a third city 
manager, Los Angeles; Edward 
Grafton, Oakland fleet manager, to 
succeed Thompson. 








have conspired among themselves 
so to coerce these suppliers. The 
complaint charged, among other 
things, that the suppliers have been 
intimidated into refusing to deal 
with competitive distributors and 
into cancelling their franchises. 

Other FTC allegations denied by 
the respondents include these: 

That they are the largest dis- 
tributor in the country for any of 
the major manufacturers of bear- 
ing products. 

That they are the largest dis- 
tributors in the 15-state area in 
which they operate. 

That they are able to and do 
exert sufficient economic power on 
suppliers to cause the exclusion 
and limitation of competition. 

Denying they have ever em- 
ployed any unfair practices pro- 


hibited by the FTC Act, the com-| 


panies asked that the complaint be 
dismissed. 





Plan Houston Auto Show— 


The Houston Automobile Show, which in four years has raised $180,000 for civic 
enterprises, including Little League baseball, will be held Nov. 29-Dec. 7 at the 
| Houston Coliseum. All profits from the show will go to support the Rotary Little 
| League baseball program and the Variety Club Boys Club. Making preliminary plans 
for the show are, seated, from left, Griff Vance, association president; Ralph Fowler, 
association general manager, and Bob Pearson. Standing: |. Gregory and C. Giezen- 





donner. 











KEEP CAR OWNERS HAPPY 





WITH THE 





GUARANTY PROGRAM... 


A happy new car owner always comes back. With Valvoline’s guaranty program, he 
meets your Service Manager and builds a personal relationship which promotes cus- 
tomer confidence and increased service sales. 


A complete advertising program to merchandise the FREE Guaranty is furnished every 
Valvoline dealer. Write TODAY for your brochure that will show you how to KEEP CAR 


OWNERS HAPPY. 


Never has a program covered so much with 
such a small amount of effort or detail. 


OIL. COMPANY « 


Ashland Oil & Refining Company 


AN-758 


ALVOLINE 


FREEDOM, PA. 






Division of | 
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Import Car News... 





Peugeot Plans 25% Export Hike 


EUGEOT President Francois de 

Peyrecave announced in New 
York he will seek to increase 1958 
imports to the U. S. from 8,000 to 
10,000 units. 

Response since the Peugeot 
was introduced in the U, S. three 
months ago has been sufficient to 
justify the boost in imports, he 
said. 


“Sales in 1959 should be between 
16,000 and 17,000 units,” he said. 
“We have a quality product and 
it is being sold through quality 
dealers.” 

Under an agreement with Ren- 


ault, the Peugeot is handled by) 


Renault distributors and dealers in 
the U. S. The Peugeot complements 


the Renault line, de Peyrecave| tors and dealers a new source of 





prices start at about $2,175 fully 
| equipped in New York. 
At the moment Peugeot has 350 
dealers. Asked if other than Ren- 
ault dealers could handle the 
Peugeot, de Peyrecave said yes, 
but that the low import quota 
precludes any step in this direc- 
tion. 
| “We have more requests for 
| dealerships than we can handle,” 
jhe said. “We just don’t have 
enough cars to justify a larger 
dealer organization.” 

De Peyrecave said the tieup with 
| Renault was advantageous for all 
parties. It gave Renault distribu- 








A whole FAMILY of profits! 


IT PAYS TO SELL 


Draw-Tite 


7133 eel: 


OF CAR OWNERS 





NEW! Heavy-Duty Hitch 


Custom built for TRAVELING 
HOUSE TRAILERS, HORSE 
TRAILERS and LARGE BOAT 
TRAILERS — up to 5000 Ibs. G. W. 
Priced to sell, built to last, easy-to- 
install, famous Draw-Tite quality 
gives you the edge in the growing 
heavy-duty hitch business! 


Boat or Utility Trailer Hitch 


America’s favorite—the “one-and-only” 
Draw-Tite Hitch is custom built for 
any car make or model. One-piece, 
ready to install, 2000 Ibs. G.W. capac- 
ity, cadmium or chrome plated. The 
finest, safest hitch you can sell for boat 


and utility trailers. 





Write for Information 


DRAW-TITE CO. 


said, Renault is in the $1,350-$1,700 
range, he added, while Peugeot 
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profits and eliminated for Peugeot 
the spadework ordinarily required 
before a new product can be 
launched in the U. S. market, he 
explained. 


De Peyrecave was one of five 
young men who joined Peugeot 
as junior executives after World 
War II. They started at the bot- 
tom and worked in every depart- 
ment, he said. 


De Peyrecave said he was a 
mechanic on the line and still 
enjoys “tearing down” his car to 
improve its performance. He picked 
up retail know-how as a salesmen 
in a Peugeot retail outlet. 

Dealer discount on the Peugeot 
is about 20 percent, he said. The 
full retail price of $2,175 includes 
almost every extra except a radio, 
and is one of the reasons for the 
car’s immediate success, he said. 

The retail price includes a 
sliding sun roof, foam-rubber 
dash, seats, and mats under the 
carpeting, reclining seats that 
make into beds, front and rear 
windows which pop out upon 
impact, windshield washers, 
heater and defroster, a choice of 
tires, a clock and an arm rest 
in the back seat. 

De Peyrecave said there were 
several differences between selling 
the Peugot in France and selling it 
in the U. S. 

“In France,” he said, “a customer 
must wait an average of 18 months 
for delivery of his car. In the U. S. 
we must actually sell the car. In 
France, unfortunately, it is not 
necessary to be any more than an 
order taker right now. This cannot 
last, however. 

“But we find in this country that 
there is one sure way to sell our 
car. Dealers who have been success- 
ful in selling the car have reported 
to us that it is purely a matter of 


demonstrating the car. Once they| 


have properly demonstrated the 
car in a road test, the car sells 
itself.” 

Peugeot began manufacturing 
hoops for hoop skirts in the early 
1800s and sold its first car to a 
commercial customer in 1892. It 
claims it manufactured the first 


large scale. He did say he thought 
the motor bike, which he guessed 
could retail here for about $100, 
might be an item of interest to 


Americans. 
* 


Toyopet 

Frank J. Mullen, former Los 
Angeles Lincoln district sales man- 
ager, has been appointed south- 
western regional manager for Toy- 
ota Motor Distributors. Mullen, who 
has been in the auto business in 
Los Angeles for the last 12 years, 
will set up dealers for Toyopet in 
Southern California, Arizona and 
Nevada. 


* * 


* * 


= 
Volvo 


Volvos took first, second, fourth 
and fifth places in Europe’s Mid- 
night Sun Rally against 141 en- 
trants. Twenty-three Volvos were 
entered and twenty-two finished. 

A four-speed Volvo topped all 
competition and set a new class 


drive hill climb in Reading, Pa. 
The Swedish import negotiated the 
2.6-mile course in 3:05.9, the fastest 
time ever recorded by a Continen- 


in the class was.3:34.02. 
> * = 


Renault 


} Green Corp., West Coast Renault 
distributor, met with Renault ex- 
ecutives to discuss the possibility 





record at the eighth annual Duryea | 


tal touring car. The previous mark 


OHN GREEN, president of John | 





Eight Dealerships 
In Six States Get 


Fiat Franchises 


NEW YORK.—Fiat Motor Co., 
Inc., has appointed eight dealers in 
six states to handle the Italian im- 
port. The new franchise holders 
are: 

Prima Motors, Inc., 1301 W. Whit- 
| tier Blvd., Whittier, Calif.; Knaggs 
| Motor Co, Man & Walnut Sts., 
Woodland, Calif.; Ryan Motor 
Sales, Inc., 7 Dudley, Haverhill, 
Mass.; E. L. Heal & Son, 28 S. 
Main, Plymouth, N. H. 

Kulsar Imports, Highway 23, 
Franklin, N. J.; Eddie Sales & 
Service, Wall & Greenwood Sts., 
| Bend, Ore.; Rube Leslie Motors, 
| 108 S. E. Fifth, Pendleton, Ore., and 





retractable hardtop convertible in 
1934. 

Today Peugeot also makes elec- 
trical appliances for the home, 


tools for the home, scooters, motor- | 


cycles and motor bikes. 
De Peyrecave would not comment 


on the possibility of importing | 


scooters and motor bikes on a 


Dealers’ Dollar Sales Gain | 


| ton, Harrisburg, Pa. 
| Fiat also announced address 
| changes for three dealerships. The 
firms and their new addresses are: 
| Boas Imports, Ltd., 4249 Geary, San 
Francisco; Cornelio Motor Sales, 
Inc., 45 Migeon, Torrington, Conn., 
and Oxford Motor Car Co., Inc., 
| Railroad Plaza, Huntington, N. Y. 


In Month, but Trail 1957 


WASHINGTON. — Franchised 
auto dealers’ dollar sales in April 
ran 4 percent ahead of the March 





Mack Is Building | 


Center in Toronto 


|For Canadian Unit 


| PLAINFIELD, N. J.—P. O. Peter- 
| Son, president, announced Mack 
|has started construction of a $1} 
| million branch sales-service center | 
| in Toronto as part of a long-range 
expansion program in Canada. 

| Peterson said the structure will} 
| serve as the main sales and service 
lheadquarters for the greater 
| Toronto area and will house execu- 
| tive offices of Mack’s Canadian} 
| subsidiary, Mack Trucks of Can-| 
ada, Ltd. | 
| The new building, scheduled for 
completion next January, will re- 
|place a smaller Mack facility in 
| Toronto. 

A $1 million office and sales- 
service building was completed in 
Montreal last year, and another is 
scheduled for completion in Win- 
nipeg during the summer. 

| A sales and service facility also 
|was opened this year for the first 





has been purchased at Three 
Rivers, Que, for expected expan- 





total but were 15 percent under the | 
figure for April of last year, the! | 


Commerce Department reported. 

April’s volume was put at $2,- 
384 million, compared to $2,297 
million in March and $2,791 mil- 
lion in April of 1957. 


Sales of all retailers in the coun- | 
try in April showed a better gain| 
over the March total than did those | 
of auto dealers. In addition, the | 
experienced a} 


retailing industry 
much smaller year-to-year drop. 


The nation’s total retail volume | 


for April was placed at $16,280 mil- 


lion, up 5 percent from the $15,557 | 


million in March and down one per- 
cent from the $16,442 million for 
April of last year. 


Service stations’ April sales were | 


above those of March and the like 


month last year by 3 percent. The! 
stations’ volume in April was $1,252 | 


million, compared to $1,214 million 


a month earlier and $1,217 million | 


a year earlier. 


The dollar sales of tire, battery 
and accessory dealers in April 
were $183 million, up 17 percent 
from the $156 million in March 
and unchanged from the year- 
earlier total. 


For the first four months of this 
}time at Regina, Saskatchewan, year, auto dealers’ sales were $9,111 
land at Quebec City. Property pee] 


| volume was $4,797 million, 


| Brenner Motors, Inc., 1812-30 Pax-| 


million, down 14 percent from the 
like period of 1957. Service station | 
up 4| 








| 
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| YOUR JOBBER ! 





sion in that area. Mack also has} percent, and tire, battery and ac- 

Canadian facilities at Calgary, Ed-|cessory dealers did $616 million 

monton, Fort William, Frederic-| worth of business, a decline of one 

ton and Vancouver. | percent. 
‘ 





of acquiring additional ships to 
handle Green’s requests that his 
monthly quota be raised from 1,000 
to 1,500 now and to 2,000 by the 
end of the year. 

“The acceptance of the Renault 
Dauphine in California, Arizona, 
Nevada and Utah has exceeded our 
fondest expectations,” Green said. 

Renault executives who met with 
Green and later inspected his facili- 
ties included Robert Valode, vice- 
president of Renault, Inc., New 
York importing firm, and Jack 
Kent, general sales manager of 
Renault, Inc. 


Director for Imports 
BUFFALO. At the annual 
business meeting of the Buffalo 
Automobile Dealers Assn., mem- 
bers were asked to vote on a bylaw 
change which would provide a di- 


| rector to represent members han- 


dling imported cars exclusively. 
Members approved the change and 
Howard Wilcox, of Williamsville, 
was elected to serve a three-year 
term. 





NEW 
1958 


PENNANT 
CATALOG 


New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK! 





Ay AK 
JACK~PACK 
HYDRAULIC 
JACK REPAIR KITS & JACK OIL 
Save Money—try a Jack-Pack! 

No more big jack repair bills. 

No more high freight charges. 

No more long tie-ups 
of equipment. 


WRITE FOR FREE FOLDER 


2115 N. MARIANNA AVE. 


jack 
ORDER FROM 


Sowice 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


_ DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv- 
ice relations . . . builds 
repeat business .. . 
creases sales volume. 
Typical sample, complete 
details on request. 


-$temac INC. 


Division of C. A. Norgren Co. 


5434 So. Delaware, Littleton, Colo. 


in- 


MOTOR MASTER propucts ‘corp, 
BOX 96., DEFIANCE, OHIO 
1 UNDERSTAND | CAN MAKE MORE)! 
MONEY BY HANDLING THE FOLLOW- | 
ING AUTOMOTIVE ITEMS. PLEASE} 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 


| MASTER 





PLUGS. | 
OMOTOR MASTER UNIVERSAL | 
JOINT KITS. 
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Car, Truck Output Estimates 


ne | By Automotive News 
PASSENGER CARS 








it @ 
a ‘ (U. 8. PRODUCTION ONLY) 
id. Week Week Jan 
Ended Same Ended Total To 
th duly 5, Week, June 28, Output, July6, July 5, 
li, @ 1958 1957* 1958* dune* 1957* 1958 
e- | AMER. MOTORS** ... 3,340 1,740 4,368 18,281 56,789 95,317 
A | 3,340 1,740 4,368 18,281 51,883 95,597 
. | CHRYSLER CORP. ... 9,900 16,206 15,844 56,290 737,582 323,906 
| SP Pa: 1,200 1,609 1,595 4,630 74,264 31,139 
Imperial oo... 200 589 255 716 «24,977 = 7,763 
gS 1,200 449 1,613 3,999 73,310 20,756 
al ee 2,300 4,410 3,379 11,462 174,743 57,907 
lo Plymouth 2.0.0.0... 5,000 =-9,149 = «9,002 «=: 35,483 390,288 206,341 
- FORD MOTOR*** ........ 11,510 21,169 26,048 82,099 1,036,526 599,004 
li- SEITE. cblinsveiuncinaivecntvensinents “annigthion® v| eoxdiundbe 197 rn 6,944 
2. 22,144 71,043 839,482 513,036 
ly. | 271 1,409 23,501 14,852 
E | ace 1,593 3,436 9,151 173,099 64,262 
ay | GENERAL MOTORS .. 8,500 33,868 44,901 176,967 1,577,034 1,228,612 
orale eniandie sei 2,291 3,682 16,167 241,321 133,095 
iit. ate 2,011 3,220 11,606 87,048 77,051 
Chevrolet ...................... 8,500 25,117 27,824 111,368 816,904 718,895 
Cet | 2,487 17,281 23,829 231,089 179,386 
a 1,962 2,894 13,997 200,672 120,185 
i cates 1,120 1,124 1,116 3,718 36,832 20,672 
IN iiabaticihintietinit 56 « 46 147 4,580 1,582 
Studebaker ................... 1,064 1,116 1,070 3,571 32,252 19,090 
Total Cars, U. S&. ........ 34,370 74,107 92,277 337,355 3,444,763 2,267,601 


*Revised 


**American Motors’ totals for 1957 include Nash and Hudson production. 
| ***Ford Motor Co. totals for 1957 include Continental production. 
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COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 











Week Week Jan. 1 Jan. 1 
Ended Same . Ended Total To To 
July 5, Week, June 28, Output, July 6. duly 5, 
1958 1957* 1958* June* 1957* 1958 
jtutiociea 300 4,259 5,652 23,900 192,059 149,434 
at 100 111 119 511 2,610 2,892 
eee 48 16 60 130 1,828 1,435 
Cth tila 1,100 849 1491 5,712 42,322 31,198 
a ltl 1,775 4,347 4,834 17,548 189,408 117,262 
eee 150 689 1,310 4,733 36,122 32,466 
— | INTERNATIONAL ...... 1244 2,319 1406 6,160 61,357 49,797 
I ic csesacesenccane 245 188 319 = 1,191 9,306 7,748 
STUDEBAKER .............. 160 176 20 518 8,448 3,255 
Ki] WHITE*** ...................... 258 222 345 1,223 10,564 9,087 
IIE cccicossatieednestbaninnn 1,340 7713 864 6,363 34,260 41,599 
MISCELLANEOUS** 72 54 90 383 2,095 2,247 
Total Trucks, U. S..... 7,392 14,003 16,510 68,922 590,379 448,420. 
| Total Cars, Trucks, 
BOM, cece ied cs 41,762 88,110 108,787 406,277 4,035,142 2,716,021 
Total Cars, Trucks, 
SM a ehcincssalnics 3,022 «67,781 «= «9,245 «= 36,418 +9 270,098 + 217,786 
Grand Total, 
Cars and Trucks, 
f U. S. and Canada... 44,784 95,891 118,032 442,695 4,305,240 2,933,807 
“ee es 
S. **Miscellaneous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, ete. 
1S ***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 
t Mack totals. 
. N.B. All U. S. totals include cars and trucks for military orders. 
[DE 





share of the market. 

International, Chevrolet, Willys, 
and Mack were able to increase 
their shares of the market, al- 
though each recorded fewer sales 


Summer Meeti 


Planned by TTMA 


HOT SPRINGS, Va—The 10th 
Summer meeting of the Truck- 
Trailer Manufacturers Assn. wiil 
Open with a meeting of TTMA’s 
engineering committee on July 14. 

Frederick J. Close, director of 
Tesearch for Aluminum Co. of 
America, will address the July 15 
Morning session on “Imaginative 
Selling” and Ewan Clague, commis- 
sioner of the Bureau of Labor 
Statistics, will speak on the eco- 
Romic situation. 

A panel discussion on “Container 
transportation—How it is develop- 
ing and what is its future,” will 
begin the July 16 morning session. 














| Truck Sales Off 19, 000: 
Farm Market Is Firm 


(Continued from Page 3) 


total. The figure gave the group a; this year than last. Their regis- 
1.98-percentage-point gain in its! trations, percent of market and 


percentage-point gains were: 

International, 36,386 units, 12.83 
percent, up 2.01 points; Chevrolet, 
98,898 units, 34.87 percent, up .41 
points; Willys, 7,541 units, 2.66 per- 
cent, up .11 points, and Mack, 4,640 
units, 1.64 percent, up .08 points. 

Diamond T maintained its share 
of the market. Its 1,175 units sold 
were good for .41 percent of the 
market, the same share the make 
captured in the first five months of 
1957. 

For the other five manufactur- 
ers, it was losses both in number 
of units sold and percent of mar- 
ket taken, Ford was the biggest 

loser. The figures for the five 
were: 

Ford, 79,232 units sold, 27.94 per- 
cent of the market, down 3.65 
points; GMC, 21,162 units, 7.46 per- 
cent, down .33 points; Studebaker, 
1,899 units, .67 percent, down .27 
points; Dodge, 15,773 units, 5.56 
percent, down .24 points, and White, 
5,055 units, 1.78 percent, down .13 
points. 
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Conservative Buildup 


. m: |\Due on 1959 Models 


(Continued from Page 1) 


carrying out its pledge to “rock 
and roll” all summer without con- 
tracts. The idea is to extract the 
maximum advantage from the prox- 
imity of new models. Save for 
scattered instances of sabotage and 
labor standards disputes, auto 
workers are checking in as sched- 
uled. A final showdown is some 
weeks away. 

2. Steel wages went up an aver- 
age of 20 cents an hour July 1, 
but major mills played it cagey 
on 2 price increase. Supervisory 
employes, however, were not 
granted commensurate salary 
hikes, thus effecting a minor hold- 
the-line on costs. A steel price 
hike later this summer remained 
a near-certain bet. 

3. After the ’58 fiasco, Big Three 
executives admit they have never 
been more uncertain about the 
public’s response than they are 
about '59 offerings. 

Part of the reason for the earlier 
shutdowns this year, besides a 
desire to help the dealers clean 
out sluggish stock as easily as pos- 
sible, is reportedly a hope that the 
fewer '58s available at showrooms 
in the fall, the more prospects will 
concentrate on "59s. 

> = > 
I AST year, it is recalled, dealers 

4 were saddled with high stocks 
of ’57s long after the ‘58s made 
their public introductions. The dis- 
parity in price coupled with the 
“newness” of the unsold "57s hurt 
reaction to most of the relatively 
unimproved ’58s. 

Big Three divisions are banking 
so heavily on a "59 recoup that they 
are closing their ‘58 runs out at 
mid-year to expedite the dealer 
cleanups. 

Buick, of course, finished off its 
58 scheduling June 27. DeSoto goes 
out in the runner-up spot, July 9 
to be exact. 

Chrysler division and Imperial 
are definite for a July 21 shut- 
down, with Dodge following on 
July 23. The latter days of July 
also will bring closeouts at the 
M-E-L lines, Oldsmobile and 
Pontiac. 

Plymouth and Rambler have set 
Aug. 14 for the beginning of 
changeovers. Chevrolet plants are 
expected to begin their stoppages 


Plymouth Claims 
Industry Wagon 
Peak of 27 Pct. 


DETROIT. — Plymouth currently 
is devoting a larger percentage of 
its total production to station wag- 
ons than any other car maker in 
the Big Three, says Harry E. Chese- 
brough, general manager. 

He announced that more than 
one in every four units coming off 
the Plymouth assembly line during 
the 58 model year has been a sta- 
tion wagon. Present rate of Plym- 
outh Suburban production is nearly 
30 percent, Chesebrough stated. 

Chesebrough cited a recent AuTo- 
motive News survey which pre- 
dicted that the industry wagon 
figure for the ‘58 model year will 
hit a record 15 percent. The first- 
quarter average was 13.4 percent. 

Chesebrough also reported that 
Plymouth expects to produce about 
27 percent of its total '58 model 
production in wagons, Fifteen per- 
cent of the ’57 model production 
went into wagons. 


‘Buy’ Drives Hike 
Sales in 2 Cities 


DETROIT. — Dealers in Fort 
Wayne, Ind., reported doubled sales 
during their Auto Buy promotion, 
with 287 new and 468 used cars 


sold. 

In South Bend, a 35 percent in- 
crease was reported during Auto 
Buy Week. Dealers said the 10-day 
period was the best 10 days of the 


year. 

All dealers paid their employes in 
$2 bills during the drive, said Van 
Gates (Chevrolet), chairman. 





between mid-August and Labor 
Day. Some Ford plants may still be 
building ‘58s through Sept. 15. 

> * * 


Beas assembly resumption is 
scheduled for Aug. 18. Chrysler 
Corp.’s bigger-car divisions also will 
reopen in the last half of August. 

Oldsmobile and Pontiac, which 
were shut down all last week, 
return to operations today (July 7) 
for a two-week finishing-off span. 
Edsel and Mercury also took all of 
last week off, but Lincoln worked 
only Monday and Thursday. 

All Chrysler Corp. divisions but 
Plymouth were open four days. 
Plymouth body and assembly 
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lines were disrupted by a produc- 

tion standards controversy. Two 

supervisors were allegedly 
up after disciplining 

seven lax workers, and trim de- 

partment employes walked out. 

All but four Chevrolet plants 
and four Ford plants were idle the 
whole week. The four Chevrolet car 
lines which worked were Baltimore, 
Bloomfield, Flint and Tarrytown. 
The four Ford plants which did not 
work at all were Atlanta, Louisville, 
San Jose and Twin Cities. Ford 
plants in Chicago, Dallas and 
Mahwah were closed Thursday and 
Friday. 

An estimated 7,392 trucks were 
produced last week, with extended 
holidays playing a big role in the 
cutdown. A total of 14,003 trucks 
were built in the same 1957 week 
and 16510 in the preceding 1958 
week. 

Dominion Day observances in 
Canada sliced estimated produc- 
tion to 3,022 cars and trucks, com- 
pared with 9,245 the preceding week 
and 7,781 the comparable week a 
year ago. 


U. S. Also Charges Price Fix... 
White Sued on Territories 





(Continued from Page 1) 


for resale, that the distributors and 
dealers will not sell White trucks 
to the Federal or any state gov- 
ernment, such customers being re- 
served by White for direct sales, 


Only 4 Makes 
Improve Output 
Shares in Half 


(Continued from Page 2) 
during the first six months a year 


ago. 

Along with declines in 
numerical and percent-of-industry 
totals came a shuffle of positions 
among U. S. makers. 

Rambler showed the biggest 
change as it climbed to No. 7 spot. 


> * > 
N OTHER shuffling of positions, 
Chevrolet took over the first 
place spot held by Ford a year ago 
and the latter dropped into the 
No. 2 position. 
Oldsmobile 


place. 
Nash and Hudson finished in 17th 
jand 18th place respectively last 
|year. Edsel is in 16th place this 
| year, but was not in operation at 
|this time a yéar ago. 

oz > > 
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112,560 





that the distributors will sell White 
trucks and parts to dealers at fixed 
prices, and that White and its dis- 
tributors and dealers will sell White 
parts to “national accounts,” “fleet 
accounts,” and Federal and state 
governments at fixed prices. 


dealers. 

The complaint charges that these 
agreements have unreasonably re- 
strained competition among White's 
distributors and have substantially 
lessened competition in the sale of 
competitive truck parts. The com- 
plaint seeks injunctive relief to 
eliminate the described restrictive 
practices and to re-establish com- 
petitive conditions. 

Assistant Attorney-General Victor 
R. Hansen, head of the Antitrust 
Division, in commenting on the 
filing of this suit, said: 

“According to the complaint, the 
defendant, its distributors and deal- 
ers, pursuant to agreements and 
understandings, have engaged in 
practices to divide territories, allo- 
cate customers, and to maintain 
prices, as a result of which com- 
petition among them has been 
eliminated. 

“By this suit the Government is 
seeking injunctive and other relief 
to prevent a continuation of al- 
legedly unlawful practices and to 
restore competitive conditions in 
the sale and distribution of White 
products in an important segment 
of the automobile industry.” 


First-Half Output—'58 vs. '57 


1957 
Pos. 
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Thompson Merges 
With West Coast 


Electronics Firm 


CLEVELAND.—Thompson Prod- 
ucts, Inc., and its affiliate, Ramo- 
Wooldridge Corp., Los Angeles, have 
signed an agreement merging the 
two companies. 

Plans call for the resulting com- 
pany to be named Thompson Ramo 
Wooldridge Corp., and the designa- 





4. D. Wright 


Dr. Wooldridge 
tion of J. D. Wright, now Thompson 
Products president, as board chair- 
man and chief executive officer; 
Dr. Dean E. Wooldridge as pres- 
ident, and Dr. Simon Ramo as 
executive vice-president. Frederick 
Cc. Crawford, Thompson Products 
chairman, will head the executive 
committee and serve as special 
consultant. 

Other appointments in the new 
company include Gen. H. L. George, 
Ramo-Wooldridge senior vice- 
president, as a director, and J. H. 
Coolidge, Thompson Products fi- 
nance vice-president, as a vice- 
president and chief financial officer. 

E. C. Brelsford, treasurer, and 
M. E. Price, controller, Thompson 
Products, have been named to cor- 
responding posts in the new com- 


y. 
me A. Shepard, Thompson Prod- 
ucts operational vice-president, will 
be responsible for all operations 
other than automotive replacement 
in the Thompson segment, and Dr. 
R. P. Johnson, Ramo-Wooldridge 
research and development vice- 
president, will direct operations in 
the Ramo-Wooldridge segment. 

Ramo-Wooldridge was organized 
in 1953 to engage in research, de- 
velopment and manufacturing in 
electronics and other fields. Thomp- 
son Products is a producer of com- 
ponents, assemblies and systems for 
the automotive and aircraft 
markets. 

Thompson Products also an- 
nounced the merger of its Michigan 
and hydraulics divisions to form 
the Michigan Group. J. B. Gates 
has been named general sales man- 
ager of the new operation. 





Obituaries 


William Frederick Lioyd 
MEMPHIS. — William Frederick Lioyd, 
38, a used-car dealer, was killed June 28 
when he was thrown from his car after 


it crashed into another auto. 
7 - * 


F. Jordan Schanbeck 
DETROIT.—F. Jordan Schanbeck, 43, 
general manager of Ford Motor Co.'s 
marine division, drowned July 1 when he 
fell from a cabin cruiser in Lake St. Clair. 
* . . 


George Kramer 
BOSTON.—George Kramer, 57, veteran 
auto dealer, died of a heart attack June 
18. An auto dealer since 1920, he op- 
erated Brookline Motor Sales (DeSoto- 


Plymouth). 
; *- * * 


August P. Hess 

NEWARK. 0O.—August P. Hess, who 
established the city’s first Ford dealership, 
died June 19. He was 76. Mr. Hess opened 
his Ford deal in 1907 and sold it in 1926. 
He repurchased the firm in 1933 and op- 
erated it until he voted = 1945. 
* 


LeRoy Bradshaw 
BURKEVILLE, Va.—lLeRoy Bradshaw, 
a Ford dealer since 1917; died June 21, He 


was 74. 
2 * 


A. M. Walker 
LUFKIN, Tex.—A. M. (Mat) Walker, 70, 
retired automobile dealer and son of pioneer 
citizens of Angelina County, died June 22, 
* * * 


Schunk 





AUTOMOTIVE NEWS, JULY 7, 1958 


P 


emi e])) 
TWO CENTS 


Reaching estimated 


RATES 


| 
| 
an 

TWENTY 

| and address 
Box Number ads are 
pa 4. | 


of regular rates 


DAYS 
WANT AD DEPT 


HELP WANTED 


‘ade 


(22¢) 


Add One Dollar 
forwarded to advertiser 
IN ADVANCE OF PUBLICATION DATE. Contract 


AUTOMOTIVE NEWS 


Te ea 
EACH 


engoged in all 


PER WORD FOR 


i} 20 ee lis 
unopened. Display ads 


rates 


POSITION WANTED 





SERVICE MANAGER for dealership han- 
dling General Motors product, located in 
fastest growing area on east toast. Must 
have 10 years’ experience with General 
Motors products. State background. 
Replies confidential. Box 8367, c/o Auto- 
motive News, Detroit 26. 





SERVICE SALESMAN — Cadillac distrib- 
utor, middle eastern seaboard city. Must 
be General Motors Institute graduate, 
under 35 years old, with pleasing per- 
sonality Excellent pay, benefits and 
working conditions. Send details to Box 
8365, c/o Automotive News, Detroit 26. 


General Manager 
FOR ONE OF THE LARGEST 
FORD DEALS IN THE U. S. 


Must be familiar with handling all 


so here's your chance to own your own 
agency without investing a dime. Send 
complete resume with recent photo. 


Box 8369, c/o Automotive News, 
Detroit 26, Michigan 





SERVICE MANAGER—High volume Ford 
dealer in northern Ohio desires hard- 
hitting man 28 to 35 years old. Salary 
plus incentive for aggressive, high gross 
results. Write Box 8348, c/o Automotive 
News, Detroit 26. 
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GENERAL MANAGER—Prefer Ford or 
Chevrolet in city under 75,000. 38, mar- 
ried, three children, college degree. Have 
been successful sales manager in 850 
new unit Ford operation. Well grounded 
all phases of dealer operation, can 
furnish excellent dealer and factory 
references. Box 8360, c/o Automotive 
News, Detroit 26. 


GENERAL SALES MANAGER—10 years’ 
experience. Came up through sales force, 
sales manager, partner-manager, new 
car dealer and owner-manager used car 
operation. Can hire, train and manage 
personnel. Looking for new challenge. 
Age 34, family man, interested in mak- 
ing long term connection with reputable 
dealer. Box 8361, c/o Automotive News, 
Detroit 26. 


SALES MANAGER—Nine years’ experience 
new and used. Experienced all phases 
of auto business including finance. Fa- 
miliar all types of operations, excellent 
knowledge of used cars. Desire per- 
manent position Chicago area. Box 8362, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER, 12 years’ experi- 
ence GM volume operation; prefer South- 
ern California or surrounding area; con- 
sider shop foreman or service sales; 
complete knowledge service operation. 
aa 5668 Franklin, Los Angeles 28, 
alif. 


GENERAL MANAGER-SALES MANAGER, 
age 44, married, 24 years’ experience as 
general manager, parts manager, sales- 
man, dealer for 15 years. Currently em- 
ployed Cadillac-Olds deal. Interested in 
position with future buy-in opportunity. 
+ 8368, c/o Automotive News, Detroit 


GENERAL MANAGER—Rambler deal pre- 
ferred—-Prefer midwestern city of not 
over 75,000. Sober and highest moral 
character, civic minded. Actual working 
experience in every phase of the business 
and managed successfully. Know how to 
retail all units, successful in hiring and 
training personnel. Do not wish to buy 
—only to make your business profitable 
and a credit to its community. Box 8354, 
c/o Automotive News, Detroit 26. 


MANUFACTURER’S SALESMAN — Avail- 
able in Florida. Energetic and enthusi- 
astic, experienced selling wholesale level. 
Former GM dealer, Harvard Business 
degree in marketing and advertising. Age 
44, financially stable. W. Craig Huntting, 
4910 NE 28th Ave., Pompano Beach, 
Florida. Phone: Boca Raton 5709. 


CHEVROLET PARTS MANAGER—Four- 
teen successful years operating Chevrolet 
Parts Departments, plus twelve years in 
other GM. Consistent Record Club Mem- 





ber — once Zone Top Winner. Highly 
qualified, and only interested in a perma- 
nent position. Box 8338, c/o Automotive 


News, Detroit 26. 


“Have Pen— 
Will Travel" 
Ace manager seeks change due 
to disagreement over policy 


. . . desires chance to earn net 
worth and do a job for some- 
body. 


Resume on request. 
Box 8358, </o Automotive News, 
Detroit 26, Mich. 





GENERAL MANAGER, EXPERIENCE with 
Ford and General Motors, plus Motors 
Holding, with the know-how to train 
employes and control expenses. Can take 
complete charge of dealership. Box 8339, 
c/o Automotive News, Detroit 26. 
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2666 PENOBSCOT BUILDING, DETROIT 26, MICH 





DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 











and 130 new units first five months this 
year. Modern facilities, large service and 
parking area. Assignable lease at low 
rent. Box 8349, c/o Automotive News, 
Detroit 26. 


DEAL HANDLING RAMBLER—Metropoli- 
tan Chicago, Located in prime location, 
completely equipped shop and offices, in- 
cluding guaranteed $4,000 current parts 
and accessories. Now operating. Full 
price $9,500. Box 8355, c/o Automotive 
News, Detroit 26. 








HANDLING DeSOTO-PLYMOUTH, same 
ownership over 19 years. You purchase 
parts, accessories and special tools for 
about $13,500. Will lease beautiful show- 
room that displays four to five cars and 
service department with 17 stalls, in- 
cluding spray booth, 56 foot frontage 
on Thompson Bivd. 136 foot deep for 
$1,200 per month, Will lease office fur- 
niture, parts bins, teletalk inter-com— 
12 stations, six Weaver Twin post hoists, 
Clayton Chassis Dynamometer, front end 
alignment setup, % ton electric hoist, 
five work benches and vises, 40 ton 
press, paint spray booth for $300 per 
month. Right party can start in business 
without tying up working capital. For 
more information call Scotty Harris, 
Ventura, California: MIller 3-6118. Ven- 
tura is No. 1 county in California and 
No. 9 county in United States. DeSoto 
and Plymouth sales are good, but other 
interests require too much time. Pictures 
on request. Ventura is God's chosen spot 
on this earth. 


DEAL HANDLING GM, medium price 
class plus GM import, Bay area, Cali- 
fornia. Failing health forces selling of 
25 year established dealership. No real 
estate or receivables, used cars optional. 
Good lease, hot retail used car outlet. 
Buy only approximately $40,000 signs, 
furniture, leaseholds, tools, equipment 
and some parts for less than half. May 
parts-service profits absorption fixed ex- 
pense 70%. Ideal year ‘round climate, A 
natural for a couple of real operators 
with $100,000 total cash (includes oper- 
ating capital needed for factory ap- 
proval). Replies please advise experience, 
bank-financing references. Confidential. 
Box 8324, c/o Automotive News, Detroit 
26. 


HANDLING DODGE-PLYMOUTH, used 
cars. Excellent location northwest of 
Chicago. Very low overhead, employs 
two salesmen, shows profit every month. 
Service absorption 65%. No used cars, 
accounts receivable or real estate to buy. 
Give long term lease. Inventory value 
$31,000—-Sell at firm price of $22,000 
cash. Semi-retiring. Write qualifications 
fully. Box 8350, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING CHEVROLET 
in midwest. Good farming community, 
county seat, town 10,000. Only Chevrolet 
dealership in county. No used cars or 
accounts, Will lease building, Box 8357, 
c/o Automotive News, Detroit 26. 


PROFITABLE ALLIED FRANCHISE — 
Some choice tefritories with guaranteed 
sales areas still available for Alma 
Mobile Homes, the newest answer to 
the nation’s housing problems. See the 
big Alma ad page 42 this issue. 


DEALERSHIP FOR SALE HANDLING 
CHRYSLER and Imperial in most pro- 
gressive central Florida town. Trading 
area population 75,000 to 100,000. Buy 
only parts, equipment and signs. Excel- 
lent lease agreement or property can be 
purchased. Box 8310, c/o Automotive 
News, Detroit 26. 





SOUTHWEST 
HANDLING BUICK - 
OPEL - RENAULT 
BUY PARTS ONLY 


Will lease equipment, fixtures, 
building. 300-500 new units. 
Substantial profit 1957—Show- 
ing a profit for 1958. Would 
consider partner—Need 
Buick’s approval. All replies in 
strict confidence. 


Box 8336, 
c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING MERCURY- 
Edsel-Lincoin-Foreign Ford-GMC truck 
available. Potential 200 up. Midsouth. 
Diversified, growing community. Box 
8356, c/o Automotive News, Detroit 26. 





DEALERSHIP WANTED 

DEALERS ATTENTION! I am 37 years of 
age, married, four children and have 
twelve years’ automobile experience, in- 
cluding all phases of dealership manage- 
ment. I am presently employed, but 
would like the opportunity of a buy-in 
deal and I am willing to make a sub- 
stantial investment in the right deal. All 
replies strictly confidential. Box 8366, 
c/o Automotive News, Detroit 26. 


300-500 CHEVROLET, FORD or Chevrolet 
dual. Single dealer city, Eastern area. 
No real estate. Will pay top price for 
deal which will stand rigid investigation. 
Ample finances and experience. Strictly 
confidential. Can move immediately. Box 
8343, c/o Automotive News, Detroit 26. 


CHEVROLET—250 or more new car po- 
tential, North Atlantic and New England 
states. Have cash and factory approval. 
Strictly confidential. Box 8370, c/o Auto- 
motive News, Detroit 26. 











DEALER SERVICES 








© © TWO ESSENTIAL SERVICES @ © 

INVENTORY SERVICE 
Parts, accessories and similar goods. 

APPRAISAL SERVICE 

furniture, equipment, machinery and tools. 

For Buy/Sell A 

Annvai Fiscal 

Tax, Banking end insurance 


@ @ Call or Write for Details @ © 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 

























of the nation's automotive industry Tak ithout refi ing 
, ake car overseas wi refinancing. Lerg¢ 
deel a Get low, money saving, financing rates. 
may be signed with full name Take immediate delivery. 
. x : 4 We specialize in such transactions on a sim- Alf 
use of a box number. Replies to plified, no trouble, without recourse basis for Des 
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HANDLING ONE OF THE TWO MOST BUSINESS OPPORTUNITIES _@ 
POPULAR foreign car lines. Established —— 1 
for many years—operating now. Upper 
New York state. Two showrooms—two 
shops—one fully equipped. Complete setup FOR RENT OR SALE : 
available for sale or reasonable lease TT 
basis, Other lines may be added. This & ENTION SPORTS | Myeck 
offer made only because of conflicting 
business interests. Box 8333, c/o Auto- CAR IMPORTERS 
motive News, Detroit 26. . ’ We have, in the heart of the Midwest, = 
7 eee ae, handling F or d- in the middle of Auto Row, a 15,000 
ercury, suburban to large metropolitan s1 as : 
area, adjacent to two super highways. sq. ft. building which can serve as an BUY 
527 new units sold calendar year 1957|—§ area parts depot as well as a sports TRA 






car dealership. Building equipped with 
four dual post hydraulic lifts, over- 
head light and heat, large showroom 
and air conditioning in the offices. 
Building has two 15 ft. overhead doors, 
entrance and exit, body shop, wash 
rack and parts room. 

Will rent on long term lease with an 
option to buy, or will sell outright. 
Available on or before Sept. Ist., 1958. 
Contact owner by calling: 


General Development 
Company 


wry 1-6070 
Or Write: 15215 Kinsman Rood., 
Cleveland 20, Ohio 















MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. July, 1958 checked. On 
addressed labels, 35 M, $14 per M. Box 
8359, c/o Automotive News, Detroit 26. 


_ — : 

DECAL TRANSFERS = 

TRUCK DECALS; no charge for sketch; | 

durable, brilliant colors. Write for sam- 
8356 Hough, 









ples. Allied Decals, 
Cleveland 3, Ohio. 


CARS FOR SALE 


Inc., 





Distressed Merchandise 
For Sale 
NEW GOLIATHS f 


Station wagons and 2-door passenger 
cors. Below dealer cost—aAll serviced. 
Selling reason: As of June 2, 1958, three 
selling dealers in town. 
Call or Write 
A B C MOTORS, INC. 


DeSoto Dealer 


550 W. Douglas, Wichita, Kansas 
Phone: HO 423% 


- 








DEALERSHIPS AVAILABLE 





Get In On The 


Prices start at $1688 for a 


i 5403 18th AVENUE, BROOKLYN 4, N. Y. 


EXCLUSIVE 
FRANCHISES 


for the revolutionary, most-for-the-money 


WARTBURG 


WORLD PROVEN SINCE 1898 © FIRST TIME IN U.S. 


the magic price range that draws most customers ... and what 
you're selling is traditional German economy, safety, comfort, 
performance and beauty. Delivering 40 MPG and 80 MPH, the 
Wartburg comes in 7 models loaded with features ... 2- and 
4-Door Station Wagons, Sedans, Convertibles, Hardtops, Sun- 
roofs ... and only 7 working parts in the engine, set new 
standards of durability and economical maintenance. 


WRITE TODAY FOR DETAILS OF 
A PROFIT-PACKED, EXCLUSIVE DISTRIBUTORSHIP 
OR FRANCHISE! 


WARTBURG of AMERICA, Inc. 


Ground Floor! 


fully equipped 4-door Sedan— 


BE 6-9010 








ates, 




















WHOLESALE 


tergest Selection of Used Foreign 


Buy IT! 
TRADE IT! 





~All Ah ny and trailers are in good mechanical condition and are 


SOuthfield 





CARS FOR SALE 


DO YOU WANT 
PROFITS NOW?7? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


CARS FOR SALE 


Foreign Cars 


Cars in the East 


Alfa Romeo Opel Sedans—Convertibles—Karmanns 
Austin Healey Porsche Shipped by the 

oem + naeome ‘World's Largest Independent 
English Ford =a Volkswagen Operation 
Fiat Singer —" —_ Selected, Serviced, eg 
Jagver Sunboem All U. & Ports. Contact our 

Mercedes Triumph | can Representatives for Details. 
MG Volkswagen Expincorp, 

Morris Volvo 

tel Se. | Lyndhurst, New Jersey 


Phone: 8-7 
or Call N.Y.C. Lines: Wisesnsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 


FOREIGN CARS 
OF ROCKLAND 


Also Supply Lien ie 
Panels, -ups, ses, Etc. 
Myack, New York Tel: NYack 7-4800 Export Industrial Corp., A., 


| 
(Mailing List Available) | Hamburg |, Germany 


SELL IT! 
HIRE HELP! 
Through 
AUTOMOTIVE NEWS 
Classified Want Ads 


G. M. TER-MINASSIAN 
5! Maria-Louise St. 
HAMBURG, GERMANY 
Automobile Exporter to all countries. 
Estab. in 1929 


BUSINESS OPPORTUNITIES 


H. A. Makes All Tire Regrooving Obsolete 


HAMILTON-ART TREAD CARVER is the only completely auto- 
matic machine on the market with wrist and elbow movement as 
done by hand. The Hamilton-Art duplicates all standard tread 
designs with speed second-to-none. Three minutes on passenger 
car tires, four on trucks. Weighs only 132 lIbs., yet it handles 
oll tires from the smallest passenger through 1100 x 22 truck. 
Will carve tires on or off trucks, buses, and even passenger cars. 
Carves mud and snow treads. Has side stroke from 1/16th of 
an inch to 4 inches with multiple cam. All this and more you get 
in a Hamilton-Art, yet it costs only $995 full price—with financ- 
ing available. Can learn to operate in one hour or less. Never 
before anything like it offered. 


For Demonstration Call or Write 


HAMILTON-ART, INC. 


2042 Virginia Ave. Connersville, Indiana 
Phone: 43 


ALSO EXCLUSIVE DISTRIBUTORS WANTED FOR 16 STATES 





CARS FOR SALE 


PUBLIC SALE OF 
COMMONWEALTH OF PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 
Property and Supplies. 

General public and dealers are invited to bid. Invitations to bid liming cars 
and trucks, together with instructions to bidders, may be obtained by writing 
to: 


William M. Hower, Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 





TRUOKS FOR SALE 


ATTENTION AUTO DEALERS 
AND TRUCKERS 


Four Complete Auto bites od Units 
Two Extra Auto Transport Trailers 


1954 GMC 302 Air W/Head ramps {3} 1946 Traffic Transport Trailers 
1952 IHC L-185 Air W/Head ramps 2) 1947 Traffic Transport Trailers 
1951 White WC-22 Air W/Head ramps One 1949 Traffic Transport Trailer 
1947 White WB-22 Air W/Head ramps One 1947 Mechanical 


Transport Trailer 
These units are adapted to haul seven foreign autos, or five standard American cars. 
equipped with 
poe tires and will meet all ICC requirements. Reasonably priced! po additional 
information — Kurland Motors, P.O. Box I117, Galveston, Texas. Or Phone 


This sale is from private fleet not a truck dealer sale. 


1958s, 1957s, 1956s, 1955s, 1954s 





FOR DIRECT SHIPMENT FROM GERMANY 


MERCEDES 


all models, a —, fully equipped. 
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CARS FOR SALE 


FOR SALE 


Available Immediately 
Final Offering 
60—1957 DODGE 
Swept-Wing Taxicabs 

















Automatic Transmission—Four brand new 
750 x 14 tires—Color white over coral. 







Exceptional condition 


$650 EACH 
F.O.B. Philadelphia, Pa. 
Special price on order of 12 or more. 


Available about July 5th, 150— 
1956 Plymouth taxicabs — stand- 
ard transmission, good bodies 
and motors. $185 each, F.O.B. 
Philadelphia, Pa. 


Phone or Wire 


SID LAVENE 


Taxicab Specialist 


John Bartram Hotel, Locust & Broad Sts., 
Philadelphia, Pa. 


Phone: Kingsley 6-1100, Suite 529 




























































VOLKSWAGENS 


Sedans - Convertibles - 
Ghias 
Karmann Ghia Convertibles 
"57, "58 
Completely Americanized 


Wholesale—To Dealers 


We are the only American Importers with 
our own organization in Germany—We 
ship only Selected, Top Choice Cars. 


F. H. K. CORP. 


Long Island City 6, N. Y. 
EMPIRE 1-0557 
EMpire 1-0600 
We can also supply Station Wagons, 
Panels, Pick-Ups, Buses, efc., either di- 
rectly from U.S.A. or through our German 
organization: 


Deutsch-Amerikanische Auto- 
mobil Handelsgeselischaft, MBH. 
HAMBURG 1, GERMANY 


ee eee 


Foreign Car Dealers!! 


NEW AND USED 

Don't sacrifice your foreign car inventories 
—Call the largest import dealer in the mid- 
west. No stock too small or too large -for 
us to handie. Write or call: 

JAN ROSS MOTOR CO. 

Import Division, 380 E. Broad St., 

Columbus, Ohio. CApitol 64514. | 








LATE MODEL WRECKS—Parts bought 
and sold. Large selection. Ed Matt, 55 
Madison Ave., Paterson, New Jersey. 
SHerwood 2-4488. 





SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 


PARTS FOR SALE 





SKODA 440 PARTS 


Huge Parts Inventory for SKODAS. Will sel 
| 


any or all. Contact us for complete parts list. 


STAN JOHNSON 


Broadway Sportscars, Ltd. 
5734 WN. Broadway, Chicago, Ill. 


PARTS WANTED 





WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
ears and trucks. Send lists for immedi- 

606 

N. J. Phone: 


ate orders to: 
Anderson Ave., 
WHitney 3-6666. 


THUNDERBIRD, 1957, convertible top. 
Beach Auto Service, 1410 Legare S&t., 
Columbia, South Carolina, 


Jack's Auto Parts, 
Cliffside, 





PARTS WANTED 
Model “A” to date, all obsolete models, 
excess inv . Highest prices paid. SEND 
YOUR INVENTORY LISTS FOR OUR BIDS. 
(Chevrolet also) 
SPARE PARTS & EQUIPMENT CO. 
656 Broadway New York 12, New York 





ACCESSORIES FOR SALE 


NEW CHEVROLET AIR CONDITIONER. 
Original crate unopened. Fits 1957—8 
cylinder, Make an offer. Philipp Chev- 

rolet, Boonton, New Jersey. 


15 BURROUGHS BINS, 


eee aca cease aaa ee 





TRUCKS FOR SALE 


DUMP TRUCKS 


AUTO HAULAWAY FOR SALE—’56 Ford 
F6 tractor and mechanical trailer. Good 
condition—Price $1,850. Also Whitehead 
and Kales trailer, newly painted, Price 
$800. Contact Joe Sonc Auto Sales, 18018 
Woodward Ave., Detroit 3, Mich. TOwn- 
send 5-5700. 


"55 INTERNATIONAL R 160, 52 S Holmes 
Wrecker, Excelient in every respect. 
Lew's Garage, 4025 Salem Ave., Dayton, 
Ohio. 


SCHOOL 








BUSES WANTED 


SCHOOL BUSES WANTED—one or twenty, 


1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8232, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE _ 


NEW LUBRICATION EQUIPMENT—One 
Balcrank Model O S 9 deluxe oilette, 
five Balcrank No. 787 air operated 
pumps. Brand new—never been uncrated. 
Cost new $1,290— Will sell for $800. 
F.O.B, Pendleton, Oregon. Childress 
Olds-Cadillac, Inc, Phone: CR 6-1921. 


10 bulky bins, 2 
floor hoists, Bean Visualiner, 10 column 
adding machine, Jack W. Page, Ada, 
Ohio. 

FOR SALE: Bear Front End Machine. 
undercoating machine, acetylene welder, 
Allen tune-up machine and distributor 








machine. Berger Motor Company, Gretna, 
Virginia. Phone: | 2371. 


SHOP EQU IPMENT WANTED 





ONE 
ment machine; one-hydraulic transmis- 
sion jack for use with car lift; one— 
6-12 volt mobile fast charger. Motor 
Sales & Service Co., 461 Brunswick Ave., 
Trenton 8, New Jersey. 


WILL BUY “good condition, used off the 


car, wheel balancer. Contact Clyde Motor 


Inc., Clyde, Ohio. 


Sales, 
, MISCELLANEOUS 











The “ORIGINAL YELLOW" 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL ¢ 
“WRIST ACTION” shi 
Incidg. BRAKE HOOK-UP 
COMPLETE with 
GUIDE CABLES AND $61 45 
BRAKE HOOK-UP 

$45° 


TowKinG Hest Up 


wwn TRAIL-KING 
lathe ices $37.50 


Liberal “Trade In" or REBUILD 
Your OLD Tow Bars With Our 
SPECIAL CHANGEOVER KIT 


STEEL (Tow Bar) CARRYING YOUR 
CASE with Wheels & Handles CHOICE 
BROWNIE CARRY-ALL Only 
BAG Mounted O 
Rubber-Tired WHEELS $11.11 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-87!7 
we 
Call Collect .”: 727, ore, 
40 So. Clinton St., Chicago 6, Ill. 





AUTOMOTIVE NEWS 
WANT ADS 
BRING RESULTS 











BEAN VISUAL FRONT END align-| 


New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
a 


Hook-Up 
omens estan F.0.8, Factory Net) 


.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Cataleg 


Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 
Canedian Distribwtors 


FIVE WHEELS, LTD. 


5e9 Y¥ Se. 
Toronto, 















































































Friday, July Nth 


CHAMPAGNE 


PARTY 


CHICKEN 


$150 to High een: 
$150 to High Buyer 
BUSINESS GOOD? 
Come drink champagne with us 
BUSINESS BAD? 
Come drink beer with us 


PHONE 
CHICAGO: REgent 1-618! 
DYER: UNion 5-2361 


500 to 600 Car Consignment Expected 
At Midwest's Oldest and Finest 
Avto Auction 


TRUCKS ROLL — 11 AM. 
CARS ROLL — 12:30 P.M. 
FRIDAY — JULY 11th 


LEN POLLAK'S 
Dyer Auto Auction 
' 


DYER INDIANA 
RESTS ORE EES 


GENERAL ELECTRIC ANTI-AIRCRAFT 
SEARCHLIGHT with power plant and 
extra carbon and spare parts. Perfect 
condition, Loel Lust Chevrolet Co., Aber- 
deen, South Dakota. 








CONVERTIBLE TOPS, $18.75. Willys Jeep 
tops, $72.20. Headlinings, $12.50. Boat 
convertibie tops, $30.00. Free Catalog. 
Big Buck, 500 Rantoul, Beverly, Mass. 





























































You. have the edge when you're an 


BECAUSE: . 


1. International has the most complete truck line 
(Every buyer is a prospect!) 








2. International Trucks cost least to own 
(This means money to a buyer!) 





® 


A valuable International Truck Franchise may be available for you. Write to: Manager of Sales, Motor 
Truck Division, International Harvester Company, 180 North Michigan Avenue, Chicago 1, Illinois. 


